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how much band saw mileage do you get? 





“Not enough!” This is the most frequent answer. Why? Our recent field 
survey shows wrong blade type or wrong specifications are used in over 
50% of band saw cutting. What's the solution? Choose one of THREE 
proven band saw blades LENOX has developed to cut rapidly, efficiently, 


and at lower costs. These LENOX blades, cover the complete range of 
today’s cutting needs. 


HIGH SPEED STEEL—Used on automatic cut-off equip- 


ment in full production work. This band will rapidly cut most of the 
tougher steels. 


MASTER-BAND—A special alloy steel band for standard 


equipment, used in cutting at semi-production or production rates. Also 
used on some automatic cut-off applications. 


DIEMASTER— Regular metal cutting, cut-to-length bands or 


coil stock. Used for general purpose cutting or where only 1 to 2 bands 
per week are used. 


Interested in increasing your band saw mileage? Start by getting a true 
appraisal of your cutting operations. Write: American Saw, Cutting 
Analysis Department. Submit a brief description of your machine, ma- 
terials being cut, and type of operation. Recommendations and sales 
engineering help are furnished without obligation. 


THE TOOLS IN THE PLAID BOX 
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AMERICAN SAW 
& MFG. COMPANY 


SPRINGFIELD 1, MASSACHUSETTS 





Yep! You'll find quality BLS bearings 2st fad—the go-kart. 


You can tell 


the SGiF man 
by his speedy deliveries 


His product line is so long that he lists stocked 
thousands of sizes of ball, spherical, cylin- 


Authorized S&f Distributors 
Undoubtedly, one of them is just a fast 


drical, tapered roller bearings and minia- “kart-ride” from you. 


tures too! 


If you’d like to count on in-stock bear- 
Getting them delivered isn’t a prob- 


lem, either. S83 makes its thousands of 
bearings locally available through 16 
regional warehouses and over 500 fully- 


ing deliveries, and expert bearing serv 
ices, see the S&F man today. Just call 
the nearest SP sales office or Author- 
ized S&F Distributor. 


MOTION ENGINEERING 
Advanced ball and roller bearing technology 
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B:Ws; 
NEW FITTINGS 


PLANT IS IN 
FULL OPERATION 


































































































‘NOW B:W CAN MATCH 
ALLOY PIPE AND FITTINGS 
TO END-USE SERVICE 


B&W Welding Fittings manufacturing is completely 
integrated with the Division’s own engineering, lab- 
oratory, steel-making and tube-making facilities. All 
are put to use to give you a job-matched alloy process 
piping system... welding fittings, flanges and pipe, 


phase of production enables B&W to furnish you 
the exact same alloys in fittings and flanges as well 
as pipe . . . a piping system matched to end-use 
service. For further information write for B&W 
bulletin FB78. 


TA-1021 WF 4 


quality-controlled from the melting of the steel to 
shipment of the finished product. 
Integration plus first-hand knowledge of every 


The Babcock & Wilcox Company, Tubular Prod- 
ucts Division, Fittings Plant, P.O. Box 230, Beaver 
Falls, Pennsylvania. 


THE BABCOCK & WILCOX COMPANY 





TUBULAR PRODUCTS DIVISION 


Seamless and welded tubular products, solid extrusions, rolled rings, seamless welding fittings and forged steel flanges 
— in carbon, alloy and stainless steels and special metals 
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“Who makes it easy to get 
magnetic core components?” 


““Magnetic Metals, 
of course!”’ 





There’s no monkey business when you seek informa- you can count on. (Magnetic Metals ships cores and 


tion about magnetic cores and laminations from laminations from stock from both its East and West 


Magnetic Metals. No double-talk on specifications. Coast plants, so delivery is swift.) And you'll get 


No ifs, ands or buts about delivery. Here’s a source fast, written confirmation of your order, usually 
of supply that simplifies your purchasing job with 


within 48 hours. 


» strai acts—all the informati rou nee ’ F ; 
the straight facts—all the ir — ation you need to Besides making your job easier, Magnetic Metals 
, ¢ > >me ariale ce . ‘ ~ID1¢ Vv ' P P P 
en ve rials. A big comfort, particularl has much to offer in the special way its products are 
ne vs) : -athing low? r ACK. . . . . 

when Engineering is breathing down your neck made, in exceptional attention to detail all along the 


You'll get expert engineering guidance with any 
problems you may have with specifications. You'll 
get firm price quotations. You'll get delivery dates 


line, in its genuine interest in helping your engineers 
get best possible performance from magnetic core 


components. We’d like to hear from you . . . soon. 


/ [AGN E'TIC 


(aw 


E TALS 
Magnetic Metals Company 
Hayes Avenue at 2ist Street, Camden 1, N.J. 
853 Production Place, Newport Beach, California 
transformer laminations + motor laminations + tape-wound cores 
powdered molybdenum permalloy cores « electromagnetic shields 
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how much ts 
a pound of 


time worth? 


| savings. Emery Air 

Freight gives same day or 

overnight delivery any- 

where in the United 

States. Emery now enables 

you to go far and wide for new sup- 

pliers, to shop for the best at minimum 

cost. Plan now to take advantage of the 

speed and reliability of Emery Air Freight by 
specifying “Ship Emery Air” on your purchase 
orders. To find out how much faster Emery can deliver 
your purchase order from anywhere in the country call 
your local ae man, or write... 


oy EMERY AIR FREIGHT 


AS é 801 Second Avenue, New York 17, New York Offices in all principal cities. 





The Methods and News Magazine For Industrial suyers LU RC HASI NG 


AUGUST 28, 1961 
VOLUME 51, No. 5 


Editorial Staff 
Paul V. Farrell 
Editor 

Dean Ammer 
Executive Editor 
Ned Kellogg 
Managing Editor 
Harold C. Barnett 
Features Editor 
Leonard Sloane 
News Editor 

Ted Metaxas 
Midwestern Editor 
John Van de Water 
Technical Editor 
Thomas F. Dillon 
Associate Editor 
Barbara Grant 
Editorial Assistant 
A. N. Wecksler 
Washington Editor 
Walter E. Willets 
Consulting Editor 
A. W. Gray 

Legal Editor 


L. J. De Rose 
Consultant 


Art and 
Production Staff 


Gary L. Hoedemaker 
Art Director 


Jacqueline Reynaud 
Production Supervisor 


Senior Editor 
Stuart F. Heinritz 


Advisory Board 
Harold Berry, Rock 
Island Lines 
Duncan Gregg, Kaiser 
Aluminum & Chem. Corp. 
A. M. Kennedy, Jr., West- 
inghouse Electric Corp. 
E. M. Krech, J. M. Huber 
Corporation 
H. K. La Rowe, American 
Cyanamid Co. 

A. G. Ruediger, Carrier 
Corporation 

L. E. Treadway, The 
Federal Glass Co. 
Frank W. Wodrich, 
Texas Instruments, Inc. 


J. D. Wright, Universal 
Match Corporation 


Aucust 28, 1961 





B. P. MAST 
Chairman of the Board 


B. P. MAST, Jr. 
President 


RAY RICHARDS 
Vice President and Publisher 








How Much Should Purchasing Cost? 
Cold statistics aren’t enough—you have to analyze an 
terpret to know if your costs are really in line. 


Big Role of the One-Man Purchasing Department 
Making things easier for production helps a P.A. simplify 
his own job—handling about 100 orders a week. 


How Purchasing Uses Polaroid Pics 


Instant photos have become an important new communica- 
tions tool in many phases of the purchasing cycle. 


Checkup on Plant Purchasing 
Handy reference chart helps headquarters purchasing keep 
tabs on who does what at 28 plant buying departments. 


Mechanization Leads to Materials Management 
New purchasing and inventory control system unites pur- 
‘hasing and stores, improves service, saves $100,000 a year. 


Requisition Serves As Order Release 
Switch to an open order system helps purchasing cut paper- 
work, get more attention from selected vendors. 


Changes In Air Cargo Make It A Better Deal 
tates are lower, planes are better, there’s greater capacity, 
so shipping by air is more attractive than ever. 

Forms Forum 


Innovations in Union Steel Products’ forms include a “ 
sell” for company products on every purchase order. 


When Does the Vendor Accept? 
Acknowledgement indicates a supplier has received an or- 
der, but it’s not binding until he agrees to ship. 


Business News Analysis 
Pulse of Business 

Straws in the Trade Wind 

The Trend of Prices 


Washington Report 
International Report 
Purchasing Follow Up 


Regular Features 
Information for Your Catalog Files 
Letters to the Editor = 
Purchasing People 

F.0.B ; 


Products and Ideas .. 

Office Equipment and Supplies 
Association News 

Industry 

Book Review 

Employment Service 

Index to Advertisers 


Calendar of Coming Events . 
Purchasing Pointers ..... 
Editorial: What Good Are Reporis? 





CONOVER-MAST PUBLICATIONS, INC. EDITORIAL AND EXECUTIVE OFFICES, 205 EAST 42nd STREET, NEW YORK 
17, NEW YORK. 1961 by C-M Business Publications, Inc., PURCHASING is published every other Monday by 
C-M Business Publications, Inc., subsidiary of Conover-Mast Publications, Inc., at 440 Post Road, Orange, Conn. 
Editorial and executive offices, 205 East 42nd Street, New York 17, New York, Volume 51, No. 5. Subscription 
rates: United States, U.S. possessions and Canada: $4.00 per year; single copies 75 cents; elsewhere, $15.00 per 
year; single copies, $1.00. Second-class postage paid at Orange, Conn. and at additional mailing offices 





ANALYTIC “BLOODHOUND” SNIFFS OUT SECRETS 
OF BEARING CORROSION 


WE USE THIS HYPERSENSITIVE 
DEVICE TO TRACK DOWN 

ENGINE BEARING CORROSION TO 
ITS SOURCE. This instrument needs 


only a minute fragment of metal for 
accurate analysis. Consequently, engine 
bearing corrosion can be traced from 
its beginning through complete destruc- 
tion of the bearing surface. Because test 
variables are minimized, Federal- 
Mogul engineers can accurately relate 
degree of corrosion to specific engine 
operating conditions. This analytical 
tool is in continual use in our labora- 
tory, assisting research on many differ- 
ent projects. Prevention of corrosion 
and development of new bearing alloys 
are high on the list! 





SUCCESSFUL BEARING PERFORMANCE 

depends on selecting the proper alloy for 

the operating conditions to be met. Federal- 

Mogul engineers have had years of experi- 

ence with bearings and applications of all 

kinds . . . and this wealth of knowledge is 

available to bearings users. This is one reason 

why F-M sleeve bearings, >recision thrust 

washers, formed bushings, and low-cost 

spacers are chosen for use in virtually every- 

thing from baby buggies to tai >- ; ; 
heavy industrial cranes. There's much valuable data in our Design Guides on sleeve bearings, thrust washers and bushings; 


and in our brochure on spacers. For your copies, write Federal-Mogul Division, Federal-Mogul-Bower 
Bearings, Inc., 11077 Shoemaker, Detroit 13, Michigan. 


& 


Sleeve bearings DIVISION OF 
prenmereeams FEDERAL-MOGUL-BOWER 
AMMAR BEARINGS, INC. 
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Pulse of Business 


Business Sensitive [In THE NEXT several months business will play it by ear as 
the Berlin crisis and other international developments dominate 

To Berlin Crisis the news. Business will also seek to maneuver successfully in a 
domestic situation rife with explosive possibilities. 

Economic recovery has been buttressed by Washington’s plans to 
strengthen the defense program. Militarily, a reappraisal of ground 
troop needs and a determination to augment nuclear striking power 
with conventional weapons will bring Government expenditures to 
new highs. Passage by Congress of a $46.5 billion defense bill will 
add $3 billion to the economy in the next twelve to fifteen months. 
In addition, the steadily increasing expenditures for space tech- 
nology and attempts to close the gap between American and Soviet 
progress in the moon race can cost up to $40 billion in the next 
ten years. 


In foreign trade, the United States is faced with loss of business 
in Europe as the complexities of the Common Market are ironed 
out and Great Britain and other countries come into its orbit. More 
attention is being paid to Latin America, and it is in this area that 
the United States can compensate for European trade loss. To offset 
Communist influence, Washington is willing to pump a billion dol- 
lars into Latin America to assist in raising living standards. 

U.S. To Aid The United States is also prepared to give substantial aid to the 
recently independent African nations. 

African Nations There are uncertainties in the domestic trade picture. Negotia- 
tions between automobile manufacturers and the United Auto 
Workers Union are entering a critical stage. Meanwhile strikes in 
American-owned copper mining properties in Chile have raised the 
price of the red metal. 


The supply-demand situation in steel is still clouded. The possi- 
bility of a strike in the automobile industry is making it difficult 
for auto makers to predict their needs. Manufacturers ended 1961 
model production with fairly heavy inventories, but drastic curtail- 
ment of output in August should help clear these stocks. Assuming 
labor negotiations are concluded without a strike, manufacturers 


industrial Production At New High 


The pace of the business recovery 
is indicated by the Federal Re- 
serve Board’s Industrial Produc- 
tion Index, which reached an all 
time high of 112 in July, continu- 
ing on advance started in April. 
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How 


AMOCOOL" 
_lransparent 


Coolant 


helped 


profit 
picture 













Eliminate reworking because of rust, reduce wheel loading and extend intervals between wheel dressings; do these and you increase profit 
per unit, explains Detroit Edge Tool president, Dan Ebbing, to P. E. “Pappy” Stratton of American Oil. Sam Vineh, operator, looks on. 


by PAUL E. “PAPPY” STRATTON 
About the Author. 


“Pappy” Stratton has been 

providing technical help on 

lubrication and metalwork- 

ing problems to customers 
in the Detroit area for nearly all of the 
twenty-five years he has been working 
for the company. In addition to having 
this store of practical experience to help 
him, Pappy has completed the Company’s 
Sales Engineering School. 


By using a soap-base grinding com- 
pound, Detroit Edge Tool Company 
was getting excessive corrosion and 
rust on work and grinding machines. 
Oil vapor was collecting on machines 


r-r More 


and on the ceiling, causing dirty 
working conditions. Most important, 
high wheel loading was causing fre- 
quent down-time for wheel dressings. 


We worked out a test program on 
Amocoo. Transparent Coolant with 
the management. On our first test on 
one surface grinder, feed pressure was 
cut substantially while at the same 
time metal removal was increased. 


The cost of reworking parts to remove 
rust was eliminated. Time required to 
clean machines to get rid of the odor 
was cut in half. Less wheel loading 
and fewer wheel dressings have 
upped production and reduced costs. 
Our test program paid out in an im- 
proved profit picture. All grinding 


Facts Write No 


and drilling equipment has been con- 
verted to Amocoot Transparent 
Coolant. 


Would you like this kind of technical 
help to assist you in improving profits? 
Get it by calling the American Oil 
Company office nearest you. 


*Trademark 


AMERICAN 
OIL 
COMPANY 





910 SOUTH MICHIGAN AVENUE 
CHICAGO 80, ILLINOIS 
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Pulse of Business 


will probably step up output to over 400,000 
cars in September. 

Steel users are alert to possible labor trouble 
in the steel industry next year, particularly in 
the light of expanded defense requirements. It 


PRODUCTION 





may be early to worry about next year’s de- 
liveries, but P.A.’s remember their difficulties 
in previous strike periods. 

Steel prices have firmed, with some excep- 
tions in stainless and large steel consumers 
have begun to order at a rate which suggests 
they are building their inventories. The aver- 
age stock held in the fourth quarter this year 
will be substantially larger than it was in the 
fourth quarter of 1960. 








Prices are mixed in other industrial mate- 
rials. Prices are steady on large volume items 
in aluminum, but prices on aluminum special- 





ties have been soft. Custom smelters of copper 





have raised prices 14, cent a pound and prices 
{ 
can go higher if labor troubles are not re- 





solved. 





The textile market has also been showing 
strength, perhaps more on the basis of higher 
fiber prices than on evidence of increased de- 

















mand. Wool prices have advanced on a hint 
of short supply; raw silk prices are higher, 
and cotton has gone up with a reduction in 
government holdings and a rise in the govern- 
ment subsidiary price. 


Retail sales in July, adjusted for seasonal 




















variations, came to $18.06 billion, down 1 per 
cent from the June level. Durable goods sales 
fell 2 per cent from June to July, chiefly be- 
cause of the drop in automobile volume. Since 
the beginning of the second quarter, sales of 





television sets and major appliances have 
shown a marked improvement. 





Retailers are looking forward to a substan- 
tial increase in sales for the fall and Christ- 
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ADD THIS 


SPECIALIST —¥ 


to your 
barrel 


finishing 


team 


Your Carborundum Barrel Finishing Specialist can become 
an important means of cost reduction in your plant. He is 
trained in the most modern barrel finishing techniques — 
Carborundum's Carbotrol 7 system. He has had practical 
experience in many plants where he has helped demon- 
strate that barrel finishing, properly applied, can produce 
outstanding results at low cost. He can advise you on the 
correct equipment and methods for deburring, grinding, 
polishing, burnishing, radii-forming, cleaning, descaling 
and many other operations which you might require. Put 
this specialist in your finishing picture...phone your local 
Carborundum distributor or district office 


CARBOTROL 7—-CARBORUNDUM 











Pulse of Business 


mas season. Steady improvement in personal 
income and a greater willingness to buy have 
led retailers to plan for an advance of 3 to 5 
per cent in sales in the last four months of 
the year. 
Retailers aren’t the only members of the 
business community looking forward to a new 
boom. Manufacturers feel the same way. They 
have been gradually increasing their inven- 
tories. The rate of accumulation has been Dept. of Commerce 
slow so far but many expect it to be stepped (adjusted for seasonal variation) 
up in coming months. +r 
Manufacturers’ capital spending programs 
may also be increased. Construction expendi- 
tures are already at an all time high. And 
many expect the next Department of Com- 
merce estimate of plant and equipment ex- 
penditures to be up sharply over previous 
estimates. 
The stock market—which usually antici- 
pates actual business conditions by six 
months to a year—surged forward to new 
highs. So far, the Federal Reserve Board has 
made no attempt to restrain the boom that is 
developing. It probably won’t be nearly as Assn. of American Railroads 
eager to put on the brakes now as it was two 
years ago. In 1959, the Federal reserve delib- 
erately tightened up the money supply to the 
point where the Treasury couldn’t borrow 
money for less than 5%. Banks were unable 
to make many new loans because they simply 18 
didn’t have the money to lend. The objective 1700 
of the credit squeeze was to prevent inflation. 
This objective was achieved; prices have 
been stable for two years now. But many 1400 
economists now believe that the Federal ps 
Reserve’s tight money policy in 1959 was 1200 A 
premature and much too severe. As a result, a % 
they believe, the Federal Reserve turned a b+ 0 Dept. of Commerce 
boom into a recession. It’s unlikely that it will 1000 
repeat its mistake in 1961. 
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ARISTOLOY STEEL DIVISION 








yw 
Sea-20ing pinions... [a 
alloy steel of course 


COPPERWELD 
STEEL COMPANY 


4029 Mahoning Ave., Warren, Ohio - EXPORT: Copperweld Steel 


This small pinion gear operates under man-size 
loads. A vital part of the gear case assembly 
for an outboard motor, it must stand up under 
extreme stresses and strains—yet its size is 
restricted by compact design. OUTBOARD 
MARINE CORPORATION* selected Aristoloy 
8620— added strength without increasing bulk 
or weight. They report that this e/ectric 
furnace alloy machines, drills, and broaches 
easily —yields parts of uniform, smooth finish 
—and, most important, the strength and hard- 
enability characteristics after heat treatment, 
which they required. 


For more information about Aristoloy bars 
and billets, call your nearest Copperweld 
representative—or write today for PRODUCTS 
and FACILITIES CATALOG. 


*Manufacturers of Johnson, Evinrude 
and Gale Outboard Motors 


in ed 


For More Facts Write No. 161 on Information Card—Last Page 


= 


Cop-26 Broadway, New York 7, N. Y. 
% 


PURCHASING 








Straws in the 
Trade Wind 


> *61 AUTO OUTPUT OFF 10° —Production 
of automobiles during the 1961 model year is 
estimated at 5.4 million units by Ward’s Auto- 
motive Reports. This is a 10% decline from the 
6,011,481 produced in the 1960 model year. Gen- 
eral Motors is expected to account for 47.7% 
of the total; Ford Motor Co., 31.3% ; Chrysler 
Corp., 12.8‘7, American Motors, 7‘, and Stude- 
baker-Packard, 1.2%. 


&> NEW TRAFFIC GUIDE—A new issue of 
Uniform Freight Classification—a valuable 
source book for P.A.’s interested in informa- 
tion about motor freight classifications—will 
be brought out soon by the American Trucking 
Association. Copies may be reserved in advance 
by forwarding $7 to the ATA Order Section, 
1616 P St., N.W., Washington 6, D.C. 


> IST HALF STEEL SHIPMENTS OFF— 
Shipments of finished steel products in the first 
six months of 1961 totaled 31,227,998 tons— 
off 27% from the similar period of 1960. Cold 
rolled sheets, with over five million tons shipped, 
remained the product with the largest de- 
liveries, says the American Iron and Steel In- 
stitute. Both the automotive industry and ware- 
houses and distributors bought more than five 
million tons during the first half. 





For the P.A.’s Hot File... . 


Cotton cloth prices are heading up, 
after falling for about a year and a half. 
A major type 80-square print cloth is 
being quoted as high as 18 cents-a-yard 
in New York—about a penny more than a 
month ago. At the end of 1959, the price 
was 23 cents-a-yard. One big reason for 
the upturn: the Berlin crisis may result 
in a boost in the armed forces, thereby 
increasing the government’s clothing 
needs. In addition, many buyers now have 
minimum inventories and are ready to 
re-enter the market. 
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Pulse of Business 


> PRICES OF IMPORTS RISING—The day of 
reckoning may be coming for many P.A.’s who 
have been cutting costs by buying from sup- 
pliers in Europe or Japan. Foreign wages are 
rising much faster than American wages. 
Wage gains by foreign workers are now ex- 
ceeding productivity gains. British manufac- 
turers are already having problems staying 
competitive in world markets; eventually Ger- 
man and Japanese manufacturers may be faced 
with the same problem. 


> PRIVATE DOMESTIC INVESTMENT UP 
—Gross private domestic investment increased 
$8.2 billion (seasonally-adjusted annual rate) 
in the second quarter to $68 billion. The big 
change came in inventories—which were cut at 
the rate of $4 billion in the first quarter and ac- 
cumulated at the rate of $2.5 billion in the 
April-June quarter. 


> CARTON MAKERS BOOST PRICES—Ma- 
jor suppliers of corrugated paper boxes have 
increased prices at least 10% recently. The con- 
tainer makers cite mounting production costs 
in the industry. The price hike indicates that 
suppliers believe demand for cartons has firmed 
—which in turn usually means a general busi- 
ness pickup is on the way. 


®> MORE RESULTS FOR VA—Value analysis 
at General Dynamics/Fort Worth has cut hun- 
dreds of thousands of dollars off the cost of the 
supersonic B-58 Hustler bomber. Among the 
savings: $200,000 by realigning equipment for 
more effective use, $13,285 by adopting special 
tooling, and $1700 per bomber by eliminating 
parts no longer needed for an essential func- 
tion. 


> SALES HIKE FOR EQUIPMENT—Mate- 
rial handling equipment sales will rise 10° in 
the second half of 1961 over the first six 
months, says the Business and Defense Serv- 
ices Administration. This estimated increase is 
expected to bring total sales for 1961 above the 
1960 level. 


&® GSA SELLING NATURAL RUBBER— 
Sales of crude natural rubber from the national 
stockpile totaled 1127 tons last month, says the 
General Services Administration. In the last 21 
months, the government has sold 111,244 tons 
from the stockpile. 
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HENRY VOGT MACHINE CO, 
P. O. Box 1918, Louisville 1, Ky. 


SALES OFFICES: Camden, N. J., Charleston, W. Va., Chicago, Cleveland, Dallas, los Angeles, New York, St. Lovis. 
cae 


Forged Steel FITTINGS, 
FLANGES and UNIONS 





a] For Direct Long Distance to 


Louisville dial: 502 ME 4-941 
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> LABOR SURPLUS AREAS STEADY—The 
number of “substantial unemployment” areas 
remained at 88 in July for the third consecutive 
month, says the Department of Labor. The re- 
cession high of 101 labor surplus areas was re- 
corded in April. 


> WHITE COLLAR PAY HIGHER—Salaries 
of U.S. office workers rose slightly this year, 
according to a survey by the National Office 
Management Association. It says a weighted 
mean weekly salary for all types of white col- 
lar workers is up $2 to $75—the smallest year- 
to-year jump since 1955. The association also 
reports that unionization of clerical employees 
is down. Unionization has affected 7.3, of the 
offices compared with 9% ten years ago. 


& CONTROLLING EXPORTS TO RUSSIA— 
The Kennedy Administration is considering 
tightening controls on shipments to Russia and 
her satellites, says Secretary of Commerce 
Luther H. Hodges. It is “entirely possible,” he 
says, that there will be a reduction in the kinds 
of goods that are allowed to be shipped to the 
Soviet bloc. 


®& BUSINESS GETTING BETTER—Two lo- 
cal purchasing agents’ associations report that 
business conditions are better in their areas. 
The Chicago Association says “business is con- 
tinuing its steady improvement” and cites high- 
er production rates, increased employment lev- 
els, and more new orders. And the Cleveland 
group says “General optimism still prevails for 
the balance of 1961.” 


Pulse of Business 
Straws in the Trade Wind 


> GETTING THROUGH TO THE WORKERS 
—Only one message in five from top manage- 
ment gets through to the rank and file accord- 
ing to a study by the University of Minnesota. 
The study notes that even vice-presidents un- 
derstand only 67% of what they hear from the 
president. More effective communications thus 
remains a major management problem at all 
levels. 


> CANADIAN PRIVATE CARRIAGE—U. 5S. 
motor carriers are tuning in on a warning 
issued to Canadian truckers by the Canadian 
Industrial Traffic League. Dominion truckers 
were warned to take a new look at service and 
rates or face continued traffic erosion. Fifty- 
five percent of League members plan increased 
use of private trucks. 


&> FOREIGN OUTLAYS TO ADVANCE— 
American companies will invest $4.5 billion in 
overseas plant and equipment this year, a 20% 
increase over 1960, says the Department of 
Commerce. The figure is based on -a survey 
made prior to the buildup of tension over Berlin 
and may drop if some companies hold off until 
the crisis is resolved. Roughly one-third of the 
anticipated business expansion is in Europe. 


> AUTO SELECTION INCREASES — The 
five major U. S. auto makers will produce over 
400 versions of their cars during the 1962 
model year. In addition to the compact and the 
standard-size model, the industry will offer an 
“in-between” model and a “pocket-sized”, or 
sub-compact model later in the model year. 


TE! There is no longer a place for mili- 


UOTE! tant unionism around the _ bargaining 
. table, says Dr. Malcolm F. Severance, 


Professor of economics at the University of 


Vermont. 


Speaking to the National Association of Metal Finishers, 
he declared: “Unions and management must recognize 
that they have common economic interests which can 
best be satisfied by peacefully bargaining with discretion, 
responsibility, and rationalism.” He adds that “Surplus 
capacity in many basic industries plus increasing foreign 
competition are basically changing the bargaining frame- 
work of the earlier postwar years . . . Increasing public 
scrutiny plus a growing philosophy that union leadership 
must be held responsible for the economic consequences 
of their actions will reduce their power and influence.” 
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EXAMPLE: Schrader Square-end Cylinders not only have 
quality built into every part, but feature many extras. For 
instance, the unique cartridge-type bronze bearing assembly 
(A) is easily removed by releasing just one retaining ring— 
no need to dismantle the entire cylinder for bearing main- 
tenance. Special “step” design cylinder seal (B) assures per- 
fect alignment and positive seal without danger of gasket 
damage. Below surface cushion adjusting screws (C) are 
protected from damage but fully accessible. They lock to 
eliminate loosening due to vibration. 

Interchangeable with all JIC cylinders, Schrader also pro- 


Ong 


vides a variety of mountings. Special bushings are available 
for bone-dry piston rod in hydraulic operation. 


ANOTHER EXAMPLE: Schrader’s new direct action Hy- 
draulic Gauges without mechanical linkage (A) eliminate 
fatigue failure of internal parts. They can withstand 100% 
overload without damage to accuracy, and are triple- 
damped (B) to eliminate indicator oscillation from pump 
pulses, surges, or shock that would damage other types. Can 
be maintained and calibrated easily in the field. PSI pres- 
sure ranges 0-500, -1500, -3000, and -5000. 


FULL LINES OF QUALITY AIR CIRCUIT COMPONENTS ° OFF-THE-SHELF SERVICE AND INFORMATION FROM YOUR 
NEARBY DISTRIBUTOR * STAFFED WITH AIR CIRCUIT EXPERTS * CONSULT YELLOW PAGES OR WRITE FOR HIS ADDRESS 


A. SCHRADER’S SON 


Division of Scovill Manufacturing Co., Inc. 


® a 473 Vanderbilt Ave., Brooklyn 38, N. Y. 


eannene |, aoreeeevinn QUALITY AIR CONTROL PRODUCTS 
For More BA can ts Write No. 164 on Information Card—Last Page 
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e Orders for Nonferrous 
Metals Rise Slightly 


@ Copper Shipments Advance; 
Tin Prices Steady 


QO RDERING of nonferrous metals by pur- 
chasing agents picked up slightly toward the 
end of the month. However, many P.A.’s were 
still hesitant to boost their inventories over 
current levels. 

This is the current situation in copper, tin, 
lead and zinc: 


Copper: August shipments of copper will 
probably exceed the July total in the opinion 
of many observers. But deliveries will still most 
likely be under the June level of 139,700 tons— 
the highest in two years. 

A new proposal by a Chilean legislator could 
affect the supply of the red metal in this coun- 
try. Senator Salvador Allende, runner-up to 
President Alesandri in the 1958 presidential 
race, introduced a bill to nationalize Chile’s cop- 
per mining industrv. nearly 90% of which is 
owned by American companies. Although 
chances for passage of the bill are slim, the 
measure is a reflection of a growing feeling of 
nationalism inside of Chile. 

Shipments of American brass mill products 
were almost 50 million pounds higher in the 
first half of 1961 than in the last six months 
of 1960. Deliveries totaled 867,511,000 pounds 
in the January-June period this year, compared 
with 820,558,000 pounds in the last half of 
1960. 


Tin: Tin prices have been holding steady in 
recent weeks. The undertone of the market re- 
mains generally firm in New York, London, and 
Singapore. (Turn to Page 21) 
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Pulse of Business 


The Trend of Prices 


METALS AND METAL PROD 


NONMETALLIC MINERAL PRODUCTS 


ALL COMMODITIES 


FARM PRODUCTS 
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How 
METALOGICS* 
takes the P.A. off the 
high-cost hot seat! 


The following case histories are typical of how Ryerson Metalogics helps hundreds 
of companies save money, improve products, and cut production waste. 
Metalogics-trained Ryerson specialists help you value-analyze cost-soaring pro- 


duction problems—and they back up their suggestions with unbiased recommenda- 
tions on exactly the right steel, aluminum or plastic to do each job best for less. 


Little wonder, then, that more and more companies across the country find the 
high-cost hot seat a little cooler after inviting a Ryerson man to value-analyze 
specific problems, and come up with recommendations. Give him a call—perhaps 
he can help answer some of your high-cost questions. 


J . . . . . 
**METALOGICS — the Ryerson science of giving optimum value for every purchasing dollar. 


PRODUCTION COSTS REDUCED 40% 


Company was making chrome-plated table solution: make the legs from one piece of 
legs as a 3-piece weldment and having 3” O.D. soft-annealed, cold rolled, electric- 
problems in holding concentricity and mak- welded tubing—half the length tapered to 
ing proper preparation for the mirror finish. 2” O.D., holding concentricity to 1/32”. 
In addition, production costs were high. Results: surface was just right for chrome 
Ryerson recommended this Metalogical plating, and production cost reduced. 


THREAD GALLING ELIMINATED 


Manufacturer made this special coupling of aluminum to 
gain the advantages of light weight, corrosion resistance 
and easy machining. But a problem developed due to 
galling of threads. 

Following the recommendation of a Ryerson Metalogics 
specialist, the company hard-coated the parts by special 
low-temperature anodizing which produced a surface 
hardness of Rockwell 70 C. Galling was eliminated, and 
corrosion resistance increased. One more example of top 
technical help from Ryerson. 
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150 OPENINGS BURNED IN HUGE CONTROL PANEL ASSEMBLY 


Expert Ryerson flame-cutters burned more than 150 
openings in the steel plates that make up this huge con- 
trol panel assembly. 

Each opening had to be located and cut with extreme 
accuracy to permit proper installation of the complex 





instrument system. Distortion had to be carefully con- 
trolled and a high degree of flatness maintained so that 
the plates would have a good appearance when painted. 
All such requirements were readily met by Metalogically- 
oriented Ryerson service. 


One end of close-tolerance roll. 


Note 3-step machining of bar. 


SWITCH TO LEDLOY STOPS TEARING...CUTS REJECTS 


In making this roller coater—Gasway Corp., Chicago— 
was having trouble machining C-1018 bar stock to pro- 
duce a close-tolerance roll. Three-step machining was 
required at both ends of the bar, and tearing was fre- 
quent with up to five stops per cut to regrind the tool. 

After studying the problem carefully, their Ryerson 
specialist recommended a change to Ledloy 300. Results 
from this fast-machining leaded steel: higher produc- 


RYERSON 


JOSEPH T. RYERSON 4 SON, INC., MEMBER OF THE gg, STEEL FAMILY 


tion; longer tool life; rejects cut to a minimum. 

Other steels for this coater, including angles, expanded 
metal, and cut-to-size side plates, are also supplied by 
Ryerson. 

As P. A. Bill Vastine puts it, “Time and time again 
Metalogics takes me off the spot. It gives me technical 
help, plus convenient, dependable, single-source service 
on all my requirements.”’ 


METALOGICS j 


STEEL - ALUMINUM - PLASTICS - METALWORKING MACHINERY 
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You'll get smoother performance 
from ARMATURE SHAFTS made 
with famous G. S. precision... 


If you make floor polishers, food mixers, fans, drills, portable tools or 
other products where the mechanism includes an Armature Shaft, your 
best bet is to give your specifications to G.S. We've had a world of expe- 
rience in cutting Worms, Spur and Spiral Pinions, as well as Spiral Bevel 
Pinions, integral with the shaft. We know how much smoother, quieter 
operation and efficient performance you get when these parts are made 
right. With modern equipment, rigid inspection systems employing every 
known precision-measuring device, and the services of craftsmen who 
never compromise with quality, G.S. Armature Shafts are made right, to 
meet the most critical conditions with utmost success. 


Specialties, Inc. Our experienced engineers are at your service to discuss any Small 


Gearing problem with you—and help you get better answers. Call or 
2635-WEST MEDILL AVENUE write us—now. 
CHICAGO 47, ILLINOIS oo SEND FOR G.5S. illustrated folder! See where and how we masse 


Cc 4) 
Z 2. é ‘ ‘ . ‘ 
ahi) > —s manufacture Small Gearing to uniformly fine tolerances. Folder 
S contains 23 pictures of Small Gears, plant view, Diametral and Cir- 


SPURS © SPIRALS © HELICALS © BEVELS * INTERNALS cular Pitch Tables. Ask for your copyoncompany stationery, please! 
WORM GEARING * RACKS * THREAD GRINDING 


WORLD'S LARGEST EXCLUSIVE MANUFACTURERS 


aceaaail | 5 Yorts of cfuccialying in mall Gearing! 
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Pulse of Business 


More on Price Trends 


A possibility exists that the present level of 
Malayan tin production may soon be reduced. 
A Malayan government official says he doubts 
whether his country will ever again reach its 
postwar production record of 62,300 tons set in 
1956. Shipments of tin from Malaya last month 
were the lowest since last February. 

Most large American companies involved in 
the tin market, such as the major steel com- 
panies and can manufacturers, have expressed 
opposition to government proposals that the 
U.S. join the International Tin Council. They 
told the Department of Commerce that the 
United States can take advantage of the resuits 
produced by the council without actually be- 
coming a member. 


Lead: There has been a slight pickup in de- 
mand for lead. Orders for delivery this month 
were about evenly divided between the flat and 
the average price. 

Latest figures on lead held by domestic smelt- 
ers and refiners show that the inventory decline 
is continuing. Stocks of lead in all forms totaled 
307,485 tons—7000 tons lower than the 25- 
month peak established in March, says the 
American Bureau of Metal Statistics. 


Zine: Purchasing agents for steel mill gal- 
vanizers are continuing to buy prime western 
grade zinc in good volume. However, demand 
for special high grade remains slow. Reports 
are circulating that discounts up to 14 cent- 
a-pound below the official price for special high 
grade are being offered by vendors. 

Supplies of refined slab zinc at U.S. smelters 
dropped 1216 tons last month to 206,604 tons. 
This marked the fourth consecutive monthly 
decline, says the American Zinc Institute. July 
shipments to buyers were down 4676 tons to 
68,861 tons. 
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Precise heat treating results are a must for vital com- 
ponents of the electronic marvels produced by Inter- 
national Business Machines Corp. in Rochester, 
Minnesota. 

IBM heat treats about four million parts a year 
in Armour ammonia atmospheres. Heat treating pro- 
cesses used include carbonitriding, nitriding, anneal- 
ing and brazing. A good example of one of these parts 
is the Geneva Star Wheel shown above, which must 
be precise and as wear-resistant as possible. 

Helping to create consistently fine results is the 
uniform, high quality of Armour ammonia. Tested 
after filling to be at least 99.98% pure when delivered, 
every tank truck of Armour ammonia meets IBM’s 
rigid standards for heat treating. 


Armour ammonia has been used since the plant 
opened 214 years ago. But this confidence goes back 
further. Armour worked closely with IBM engineers 
in planning the initial installation, preparing blue- 
prints, and choosing the proper ammonia equipment 
and parts. Armour technical men also inspected the 
system and helped to get it under way and running 
smoothly. 

Prompt delivery from Armour’s South St. Paul 
plant is also important to IBM. Operating around 
the clock, IBM often requires same-day or next-day 
service—and they get it from Armour. 

Call Armour for ammonia. High purity assured (every cylinder 
and tank truck tested to be at Jeast 99.98% pure)...fast 
delivery (171 distribution points across the country)...expert 
technical service (whenever needed and at no cost). 


AMMONIA SALES: Cylinder, Tank Truck, Transport and Tank Car Service 


Armour Industrial Chemical Company 


One of The Armour Chemical Industries 


110 North Wacker Drive 
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Washington Report 





Defense Spending, Business 


Pickup, Boost GNP Estimate 


Eacu NEW GOVERNMENT 
commitment to spend is raising 
the sights on where the econ- 
omy will go the next 12 months. 
Before the Berlin crisis and the 
resultant increase in defense 
spending, estimates were that 
Gross National Product would 
increase 714‘ during the next 
year. 

Now, with expanded military 
procurement, it looks as though 
GNP will go up 9% by mid- 
summer of next year—and could 
hit $580 billion by the end of 
62. 

The immediate surge 
from increased government 
spending. The longer range in- 
crease will come from other 
sources: 

1. Government economic fore- 
casters point out that personal 
Savings have been increasing— 
that consumers have held back 
in making purchases. They pre- 
dict this will change, and the 
level of consumer buying will 
increase sharply. 

2. Inventories have been 
worked down, reflecting the 
lower level of sales over the ad- 
justment cycle. Inventory levels 
will undoubtedly be built up to 
back up higher sales. 

3. Spending for plant and 
equipment, which this year will 
be lower than last year, will 
start to reflect the new level of 
economic activity in 1962. 

Confidence the 
of the economy is buoyed by the 
remarkable 2.8% jump in GNP 
during the second quarter. 

There is still an area of un- 
certainty on prices. Price stabil- 
ity has extended over the last 
several years but how 


comes 


about course 


long it 
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will continue is problematical. 
With the rapid rise in GNP 
projected over the next year, 
some price creep is expected. 
Such increases, it is estimated, 
can be held to around 10%. 


No Rise in Interest Rates 


The administration is taking 
a major gamble in the area of 
prices with a two-front decision 
—first by deciding against a tax 
increase, to finance the military 
build-up, and second by deciding 
to hold interest rates down. The 
decision not to call for a tax in- 
crease or a rise in interest rates 
was made largely out of con- 
cern that such restraints at this 


time would’ discourage _ re- 


employment of jobless workers. 
Unemployment is still close to 
7% of the work-force, and 
President Kennedy is committed 
to bring it down to 4%. 

A decision was taken to let 
the economy ride through the 
remainder of this year without 
sharp curbs, with the objective 
of stimulating reemployment— 
even though there is an admit- 
ted risk that prices could begin 
to move. 

Kennedy will take another 
look in January, and if neces- 
sary call for a larger tax bite. 
The critical point will come 
when the level of unemployment 
drops to 314 million or 2% of 
the working force. At that level 
there will be pressure to in- 
crease taxes and cut back on the 
New Frontier welfare program. 


@ See no Sign of 
Industrial Boom 
Second looks at the economy 
by the Business and Defense 
Services Administration of the 





The Kennedy Admin- 
istration’s proposed 
Alliance for Prog- 
ress, whereby $20 
million would be as- 
signed for a ten- 
year program of 
Latin-American de- 


Aid to 


velopment, received 
its first airing at the 
Inter-American Eco- 
nomic and Social 
Conference in Uru- 
guay. Here Under- 
secretary of State 
Douglas Dillon dis- 
cusses the plan with 


Roberto Costillo of 


Dillon Offers 


Latin America 
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We put Life in your Springs 


For detailed information about 
who we are and what we make, 
write for ‘Pocket Guide to 
Springs and Other Things.” 


Associated Spring Corporation General Offices: Bristol, Connecticut 


Wallace Barnes Division, Bristol, Conn. and Syracuse, N. Y. Raymond Manufacturing Division, Corry, Penna. B-G-R Division, Plymouth and Ann Arbor, Mich. 
F. N. Manross and Sons Division, Bristol, Conn. Cleveland Sales Office, Cleveland, Ohio Gibson Division, Mattoon, Ill. 

Dunbar Brothers Division, Bristol, Conn. Chicago Sales Office, Chicago 46, Ill. Milwaukee Division, Milwaukee, Wis. 

Wallace Barnes Steel Division, Bristol, Conn. Ohio Division, Dayton, Ohio Seaboard Pacific Division, Gardena, Calif. 
Merchandise Division, Corry, Penna. Wallace Barnes Co., Ltd., Hamilton, Ont. and Montreal, Que. 
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Washington Report continued 





Department of Commerce sug- 
gest that the level of business 
for this year will roughly equal 
last year’s. 

These reports hew closely to 
forecasts issued during the first 
part of this year, and give no 
hint that a major industrial 
boom is in the making. 

In forecasting the outlook for 
steel for the remainder of this 
year, the BDSA report repeats 
an earlier estimate that steel 
ingot production will reach 100 
million tons—about the same as 
the 1960 figure. 

Aluminum shipments during 
the first part of this year lag 
behind those of last year, but 
are catching up. Final totals are 
expected to top last year’s. A 
similar forecast is made for 
magnesium. 

Nickel consumption pattern 
showed a sharp drop in the first 
quarter as compared with last 
year, and an increase in the 
second quarter. Leveling off is 
expected in the third quarter, 
and a further increase in the 
fourth. 


Strong Recovery In Copper 


Domestic copper made a 
strong recovery in the second 
quarter from a low level of first 
quarter operations which were 
down sharply from the 
before. 

Sales of consumer goods dur- 
ing the first six months were 
9% less than last year, but im- 
proved sales during the last half 
are expected to bring the total 
for the year even with 1960. 

One area where the level of 
activity has been clearly ahead 
of last year—and will continue 
to be—is construction. Private 
construction has roughly 
equaled that of last year, and 
total public construction figures 
are about 10°: ahead of last 
year. 


year 


e@ Pickup Indicated for 
Fourth Quarter 
Department of Commerce 

spokesmen say the BDSA indus- 

try forecasts indicate a pickup 
during the fourth quarter of 
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this year, followed by a sharp 
acceleration in the economy. 

The durable goods sector is 
expected to benefit from in- 
creased demand. Military orders 
will have an impact by the end 
of this year, and plant and 
equipment expenditures will re- 
flect the “boom” trend. 

Product lines likely to share 
in new orders from defense pro- 
curement, according to the 
Machinery and Allied Products 
Institute, are: 

Machine tools, materials 
handling equipment, trucks and 
other motor vehicles, textile 
machinery, ground support 
equipment, electronics and com- 
munications equipment, con- 
struction equipment, and com- 
ponents and spare parts. 

The impact of defense spend- 
ing on the economy can be esti- 
mated from comparative figures 
issued by the Department of 
Defense: 

Combined expenditures for 
major procurement and research 
and development in fiscal year 
1962 are expected to top those 
of fiscal year 1953, the last year 
of the Korean War, by $1.4 bil- 
lion; spending on missiles has 
quadrupled since 1956; research 
and development spending has 
more than doubled in the same 
period. Aircraft procurement ex- 
penditures have, of course, de- 
clined but the new emphasis on 
conventional warfare may re- 
verse this trend. 

Industrial productivity is ex- 
pected to increase greatly as 
output is stepped up. 

The patterns following the 
several postwar recessions all 
included an immediate substan- 
tial boost in productivity—as 
high as 6 to 7%. 

Initially as the volume of 
work increases, manufacturers 
lag in their hiring programs, and 
there is an abnormally high in- 
crease in output per manhour. 

As industry adjusts to the 
higher level of demand, the in- 
creased work force cuts down 
the initial productivity gains— 
and the average gain for the 
recovery year levels off to about 
4%. —A. N. Wecksler 





LOOK FOR THIS 
MARK OF QUALITY 


It stands for a company with more 
than 40 years of experience in the 
warehousing and distribution 

of quality tubular products. 


It stands for a company of specialists 
—mill-trained personnel well 
versed in all phases of 
tube manufacture and technology. 
It stands for a company whose vast 
inventory of steel and aluminum 
tubing assures you of the greatest 
selection of tubular items 
available for immediate shipment, 


Look for this mark of quality. 


—_—_1 oh 
fates mito 


DETROIT INDIANAPOLIS 


ST. LOUIS TULSA KANSAS CITY 


2 a 


CHICAGO 


C.A.ROBERTS CO. 
EAluminum Tiibe Specialists. 
2401 25th St., Franklin Park, Ill., Gladstone 5-6400 
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P.A. AND FRIEND FIND COOL $28,000 IN HOT METAL CAR BEARINGS 


You’re looking at three very pleased men. On the left, the 
purchasing agent for M. H. Treadwell Co., a major manu- 


facturer of steel mill equipment. He presented his com- 


the experience and the know how, and they’re backed 
up by the most advanced testing facilities in the industry. 
This always results in the most economical bearing appli- 
pany with savings of $28,000 in bearings. In the middle, cations. Timken bearing engineers can help your 
the design engineer to whom he introduced the man on 


engineers select the one bearing, from more than 10,247 
the right. That’s the Timken® bearing sales engineer who 


sizes and 30 types, that will stretch your bearing dollar 
the farthest. The Timken Roller Bearing Company, 
the capacity to handle car loads of molten iron. Canton 6, Ohio. Cable address: ‘“Timrosco’’. Makers of 

Purchasing agents who put their company’s engineers Tapered Roller Bearings, Fine Alloy Steel and Remov- 
able Rock Bits. Canadian Division: Canadian Timken, 
spectacular economies. Timken bearing engineers have St. Thomas, Ontario. 


ame > TIMKE 
wil” *: : 


service with... : 
tapered roller bearings 


recommended a smaller, less expensive bearing that had 


in touch with Timken bearing engineers often realize 
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international Report 


European Nations 


Fight Rising Prices 


‘ 
Tue CHIEF responsibility 
for the recurrent danger of in- 
flation in Europe lies with rising 
wages, according to an _ inde- 
pendent report, “The Problem of 
Rising Prices”, written by six 
economists. The report was 
published recently by the Org- 
anization for European 
omic Cooperation. 

The problem of rising prices, 
however, is more immediate 
than the longer-term danger of 
inflation. In this area, Sweden, 
Austria, and France are begin- 
ning to feel the pressure mount- 
ing. 

The chief causes of this trend 
are excessive demand for goods 
and labor and excessive wage 
increases arising from industri- 
al bargaining. Monopolistic pric- 
ing and temporary causes such 


Econ- 


INDUSTRIAL 


Base Year 


Germany 

France 
Netherlands 
Britain 

Italy 

Belgium 
Common Market 
United States 


100 
100 
100 
100 
100 
100 
100 
100 


Source 


as sales taxes are also re- 
sponsible in a lesser degree. The 
OEEC writers conclude from 
this that some form of govern- 
mental wage policy is needed. 
France has been one of the 
less successful among European 
countries in keeping prices down 
—with a 33% price rise since 
1953 contrasting with Switzer- 
land’s 7‘7. Sweden’s price rise, 
at 24%, is next highest, fol- 
lowed by the Netherlands and 
Britain with 20%, Italy with 
15%, West Germany with 14%, 
and Belgium (like Canada and 
the United States) with 10%. 
As 1960 ended, many econ- 
omists were suggesting that the 
danger of inflation was becom- 
ing less imminent as the Euro- 
pean boom lost momentum. 
More recent economic analyses, 


PRODUCTION 


1959 1960 
. 162 
152 
139 
122 
158 
119 
. 141 
116 


180 
173 
157 
130 
182 
126 
155 
119 


Institut National de la Statistique et des Etudes Economiques, Paris 


German industrial production rose 80% between 1953 and 1960, compared 
with 19% for the U.S. Production in the European Common Market was up 55%. 
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the 
once 


however, tend to opinion 
that the boom is more 
gathering speed and should last 
until late 1962 or 1963. 

The explanation of this con- 
tinued high level of activity is 
found chiefly in the strength of 
the balance of payments situa- 
tion in most European count- 
ries. This is based on the strong 
competitive position in world 
markets which Europe’s indus- 
try has built up since the last 
war. Advocates of trading 
unions also point out that the 
formation of the European Com- 
mon Market has_ stimulated 
member cour.tries’ trade. 


Investment Continues High 


This high level of export 
activity repeats itself on the 
domestic scene in the continuing 
high level of investment- 
lv a result of 
modernization forced on indus- 
try by rising demand and an 
increasing labor shortage. The 
pace of the boom will probably 
depend on the extent to which 
modernization investment can 
compensate for the lack of 
workers. A further incentive is 
the increasing competition as a 
result of lower tariffs. 

The intensity of current in- 
vestment may very well slow 
down in a year or two. Present 
expansion could bring about a 
considerable amount of surplus 
capacity. Industries where this 
surplus capacity could develop 
include steel, chemicals, 
motor vehicles. 

(Please Turn to page 29) 
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“The Gravity Kid” shows how 


Sa 


YOU CAN STOP CONTAMINATION WITH THE HELP 


OF CONTOUR-V 


In tubing, surfaces that are microscopically rough and 
ragged can cause contamination—simply because of the 
product becoming incrustated. Contour-welded tubing 
helps lick this problem because it’s smoother inside than 
any other tubing, welded or seam- 
less. 

This smooth surface is the 
result of Contour-welding, a 
patented* process that elimi- 
nates the weld bead. Unlike con- 
ventionally-welded tubing, it’s 
welded at the bottom. Gravity pulls 
the molten metal down so that the weld area corresponds 
to the inside contour of the tube. There’s no bulge on the 
inside surface. Even on the outside, the seam closely 
*U.S. Potent 2,716,692 


LDED STAINLESS TUBING 


conforms to the tubing shape. 


In conventionally-welded tubing, gravity pulls the 
molten metal down into the tube, forming a bead that is 
difficult to remove by cold working. And cold working 


can lead to undercuts that become focal points for 
incrustation. 


Even seamless tubing isn’t as smooth as Contour- 
welded tubing. That’s because it’s extruded or pierced, 
whereas Contour-welded tubing is formed from uni- 
formly rolled strip steel. 


But see for yourself. Write today for our free 48-page 
manual, which describes sizes from 1/8” to 40” O.D., in 


stainless and high alloy steels, titanium, zirconium, 
zircalloy, and Hastelloy**. 


**Trademark Haynes Stellite Co 


TRENTWELD*’ stainiess and High Alloy Tubing 


Trent, Tube Company, a Subsidiary of Crucible Stee! Company of America, General Offices and Mills: East Troy, Wisc.; Fullerton, Calif 
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Common Market Growth 
Changes Trading Patterns 


B RITAIN’s formal applica- 
tion for membership in the 
Common Market seems certain 
to have almost immediate and 
far-reaching consequences 
even before a decision is reached 
on the request. While accept- 
ance in the Common Market 
cannot be taken for granted, 
many of the changes in world 
trading patterns that would ac- 
company it will take place any- 
way. 

That’s because if current 
British tariff policy is not based 
on the assumption that Common 
Market membership will come 
about, there will be great con- 
fusion on tariffs in the next 
year or two—regardless of what 
happens in Brussels and the 
other capitals of the Six. 

At present, the Common 
Market countries have reduced 
tariffs between themselves 
30%, with a further step of 
10% or possibly 20% to come 
at the end of the year. British 
adherence to the Rome Treaty 
would obviously have to be fol- 
lowed by immediate extension 
of the same degree of tariff re- 
duction as that already achieved 
by the Six. Thus if her mem- 
bership in the Common Market 
is not accepted until the end of 
next year—and if Britain makes 
no preparatory moves—her in- 
dustry would have to cut tariffs 
overnight by as much as 50% 
in favor of her new 
partners. 

Much more likely is the offer 
of some unilateral tariff con- 
cessions within the framework 
of GATT. This would lower the 
scale of subsequent reductions 
necessary to consolidate mem- 
bership. It would also be widely 
welcomed by those who believe 
that the British economy needs 
to be subjected to a greater 
degree of competition, whether 
inside or outside the Common 
Market. 

The important aspect of pre- 
liminary tariff cuts these 


by 


trading 


on 
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lines is that they would have 
to be extended on a non-dis- 
criminatory basis to virtually all 
other countries with which 
Britain trades. And _ while 
British negotiators would clear- 
ly want to secure as much as 
possible in exchange for these 
reductions, the impression is 
growing that a 10% or even 
20% across the board cut (with 
certain exceptions) may be 
made at Geneva on a unilateral 
basis if necessary. 

A move of this kind could 
result in major changes in world 
trading. The comparative ad- 
vantages of competing sources 
of supply would be subtly al- 
tered, often in ways that can- 
not now be predicted in detail. 

Trade in raw materials would 
be changed in scale and direc- 


tion only to the extent that 
tariff changes led to increased 
industrial production in some 
areas. This could possibly be at 
the expense, at least in part, of 
other areas. The main impact 
on finished goods would proba- 
bly be a greater opening up of 
British and Commonwealth mar- 
kets to other nations. 
However, the area of greatest 
interest is probably semi- 
finished products with a high 
labor content. To the extent that 
these goods could be bought 
more cheaply by Britain and in- 
corporated into machinery and 
other products for subsequent 
export, there could be a major 
shift in supply and demand pat- 
terns. This shift is bound to 
come, whatever happens _be- 
tween Britain and the Six. 





European industry: 


after being pressed on. 


ing 40 knots. 





New Products From Europe 


Here are a few of the more recent developments in 


Exhibition Stand—An unusual exhibition stand with no 
visible means of support has been developed by N. V. 
Algemene Kunstzijde Unie (Velperweg 76, Arnhem, Hol- 
land). It is a tent made from coated material of the type 
used for collapsible floating oil containers. The stand, with 
welded seams, is held up by a slight difference in the in- 
ternal and external air pressure. 


Scale Ballpoint Pens—A ballpoint pen with a spring 
balance in the barrel containing a scale ranging from 1/6 
of an ounce to 11 ounces is being sold by Bass and Keller 
(Langenorgen/Bodensee, Germany). To weigh a letter to 
see if extra postage is required, the envelope is slipped 
under the clip which normally holds the pen in position 
in the pocket. By holding the pen at the top of the barrel, 
the weight can be read off the scale. 


Sticky Label Printers—A hand-worked machine, made 
by Novacel (6 Rue Paul-Baudry, Paris 8, France), will pro- 
duce self-sticking labels in relief. The machine is loaded 
with bands of adhesive, the desired information is com- 
posed letter-by-letter on the dial, and the impression is 
made by applying light pressure. This impression appears 
in white relief on the label, which will adhere permanently 


Crepe Yarn—A method of producing crepe yarn in one 
continuous operation has been announced by Sateri Oy 
(Valkeakoski, Finland). One knot is needed for every two 
kilograms of yarn—compared with earlier processes need- 











Forged Steel Shafting Adds 
New Life to Great Lakes. 


Il tons of forged steel 
machined to 
less than .002” tolerance 


Connecting the forged steel thrust shaft and 3-throw crankshaft 
at Fraser-Nelson Shipbuilding and Dry Dock Company, Inc., 
Superior, Wisconsin. 


This 11-ton 30-foot forged steel shaft assembly readies 
the Midland Steamship Lines carrier, Michael K. Tewks- 


bury, to do battle against the buffeting waves of the 


Great Lakes. The one-piece crankshaft was twisted and. 


machined to less than .002” tolerance along with the 


thrust shaft at Erie Forge & Steel Corporation. These 


components replace the drive system powered by an 
1800 hp. triple-expansion steam engine . . . new service 


life for this veteran Great Lakes ore and grain carrier. 


ERIE, 











Machining holes for connection between 
thrust and crankshafts. 


Photos courtesy 


Fraser-Nelson Shipbuilding and Dry Dock Co., Inc. 


Superior, Wisconsin 


Here, at Erie Forge & Steel Corporation, continuous 
quality control procedures direct the work of skilled 
craftsmen from order to shipping dock. 

Your requirements for quality forged and cast steel 
components are a challenge which we welcome — consult 


with us in full confidence that we will serve you well. 


PENNSYLVANIA 
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Businessmen Urged to Use 
Commerce Dept. Facilities 


American businessmen are 
being urged to use the facilities 
and information available from 
the Department of Commerce 
in a series of advertisements in 
leading business publications. 

Purpose of the advertise- 
ments is to make businessmen 
aware of the $9 billion fund of 
research and patent informa- 
tion at the Commerce Depart- 
ment. Free data is available in 
Washington, D.C. and 33 field 
offices on domestic marketing of 
products and services, foreign 
outlets for American companies, 
community development, gov- 
ernment patents and technical 
research, and similar areas. 

Secretary of Commerce Luth- 
er H. Hodges says “We 
reason to believe that many 
businessmen are not aware of 
the facilities we can offer them 
to help them increase their 
domestic or foreign markets, 
improve their products or proc- 
esses, or participate in 
velopment of their areas.” 

Purchasing agents interested 
in obtaining information and ad- 
vice from the Commerce De- 
partment can do so by writing 
to any field office or to 
quarters in Washington. 


have 


rede- 


head- 


Steel Warehouse Sets Up 
Combination Pricing 


A new method of steel ware- 
house pricing—which combines 
item and quantity discounts- 
has been established by Hawk- 
ridge Brothers Company of 
Boston and Waterbury, Conn. 

The system, called “profit- 
unit pricing,” combines two 
principal features: 

(1) Total Order Grouping 
whereby a customer can com- 
bine hot rolled, cold finished 
carbon steel, and alloy grades to 
make up a large quantity order. 
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(2) Uniform Price Extras 
whereby a uniform set of extras 
is used for all grades, instead 
of many different types of 
quantity extras. Extra costs are 
not related to particular product 
classes. Price sheets list extras 
on the basis of weight rather 
than product. 

Two years ago, the company 
set up a “profit-unit purchas- 
ing” plan and last year it insti- 
tuted a “profit-unit engineer- 
ing” plan. Hawkridge Brothers 
says that with all three plans, 
P.A.’s can save as much as 15% 
on purchase costs of steel. 

Edwin Hawkridge, president 
of the New England steel serv- 
ice center told PURCHASING 
Magazine that the new system 
is “‘cost-justified. The larger the 
order and the larger the items 
involved in the order, the less 
it costs us to fill it. We are try- 
ing to help customers who try 
to help us by reducing the cost 
of distribution.” 

The only requirement that 
buyers must meet to take ad- 
vantage of the plan is to group 
all items in one order issued on 


one day for shipment at one 


time to one destination. Mr. 
Hawkridge says that the new 
system will reduce the cost of 
steel to most of his customers 
in most cases. 


1961 Business to Come 
Close to ’60, PA’s Say 


Eight out of ten purchasing 
executives in the Chicago area 
expect 1961 to be as good a 
business year as 1960. Their 
collective opinion is voiced in 
the latest Business Survey Com- 
mittee report of the Purchasing 
Agents Association of Chicago. 

More than half (58%) of the 
respondents to the committee's 
survey expect business to be 
better this year than last; 26% 
expect it to be about the same; 
only 16% expect it to be worse. 

“The optimism shown in the 
report,” said chairman William 
L. Bucksot, “is particularly en- 
couraging, since 1960 was a 
near-record year for many com- 
panies. In spite of summer dol- 
drums and vacations, he said, 
“business conditions continue to 
improve.” 


Plant Spending to Rise in 3rd Quarter 
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The government estimates that plant and equipment expenditures in the July- 
September quarter will rise to $34.6 billion at seasonally adjusted annual rates. 
For the year, spending is expected to total $34.5 billion, off 3% from 1960. 





Case History No. 106 Dallas Cast Stone Co. 


Cg 


“WE GET 3 TIMES 
THE WEAR AT NO § 
EXTRA COST WITH & 
RIEGEL PLASTIC- 
COATED GLOVES” 


PE ee, Se ee ee ae,” eo ee WR 


Here Are The Facts! 





COMPANY: Dallas Cast Stone Co., Dallas, Texas 
GLOVE PREVIOUSLY USED: Competitor’s Plastic Coated 


GLOVE RECOMMENDED: Riegel Plastic Coated Palm, 
No. 418 


SAVINGS: “‘We get three times more wear: Far exceeds 
any type we have ever used before. Riegel’s No. 418 
costs no more, so we’ve cut our glove costs on 

this operation almost 66%!” 


COMFORT: “Our men prefer Riegel No. 418 because 

it is cut larger and feels more comfortable. The canvas 
back not only outwears all previous gloves, but 

the porous material breathes, making gloves cooler.” 


Here is another saving made possible because 
Riegel Industrial Analysts fit the right glove to 
the job. For help in reducing your glove cost, 
call or write Riegel today. 


el 7 Pustic on Bina free 


Glove Div.» RIEGEL TEXTILE CORP. - Conover, N.C. | Samnnae MMGLUAaE UES 


SALES OFFICES AND DISTRIBUTORS IN PRINCIPAL CITIES i Guide and Case 


History File 
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Look to 


AVENE 


for leadership in ball bearings 


Where cost is your problem... 


Costs can nip good design ideas in the bud. Fafnir 
helps cut costs with Flangette Units. Millions of these 
ball bearing “‘economy packages” — a Fafnir “‘first”’ 
— are used to improve performance and reduce main- 
tenance on products ranging from small conveyors 
to giant combines. When you’re up against costs... 
or any bearing problem... look to Fafnir. The 
Fafnir Bearing Company, New Britain, Connecticut. 


50 YEARS OF EXPERIENCE : | 
IN THE MANUFACTURE OF 
BALL BEARINGS 


“BALL BEARINGS 





Look to 


FAFNIR 


for leadership in 
bail bearings 


Where dirt 
is your 
problem... 


Dirt is cheap... but not when it gets into bearings. It 
handicaps production... runs up costs... shortens prod- 
uct life. How to keep dirt out? Disc harrow makers do 
it with Fafnir Ball Bearings .. . triple-sealed to “run 
clean” where it’s dirtiest. When you’re up against dirt... 
or any bearing problem... look to Fafnir for the diver- 
sity, the capacity, the research to find your answer. 
The Fafnir Bearing Company, New Britain, Conn. 


BAIN! 


BALL BEARINGS 





DIAGNOSIS: NON-CONTAINER-OSIS 
CURE: AMERICAN AIRLINES PAUL BUNYAN BOX 


American Airlines has the answer to your package 
problems—its exclusive Paul Bunyan Box. 

Capacity? American has it—170 tons-worth in mobile 
all-aluminum Bunyan Boxes each day. Locked securely 
inside, your shipment is moved swiftly, efficiently—pro- 
tected from handling and weather damage, free from 
pilferage. More than 113 cubic feet gives each box 


casters and can be positioned by manpower alone. 
Creative service ideas like the Paul Bunyan Box are 
only one reason why more shippers move more freight 
on American than on any other airline in America, 
Another reason is service from AIRfreight professionals 
that guarantees your traffic expert handling. 
When you ship by air, ship with the professionals— 
plenty of space for multi-package shipments—up to 2 call American AIRfreight. 
tons. At your option, you can pack a Bunyan Box in 


your own factory or warehouse. No special equipment AMERICAN AIRLINES 


needed because it’s mounted on its own roller-bearing America’s Leading Cargo Airline 
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Can you afford to purchase 
hydraulics without these 


FOUR SERVICE BENEFITS? 


WHETHER your're purchasing 
hydraulics for replacement of existing 
units or specifying components for 
new capital equipment—you are 
buying value over a period of time. 
You know that sooner or later, de- 
pending on type of service and hours 
of operation, the finest equipment of 
any type requires service. 


Your purchasing decisions will 
never be subject to criticism if you 
specify Vickers—because then you 
have these vital 4 service factors 
working for you for the life of your 
equipment: 








1. Regional stock and repair serv- 
ice centers—minimize downtime for 
essential production machinery. 































2. Help when you need it from 
skilled Vickers service men for start- 
up, in-plant service and expert 
trouble-shooting. 


<3. Factory training and unexcelled 
service literature for your service and 
maintenance men—greatly increasing 
their proficiency in preventive main- 
tenance and on-the-spot service. 














ICKERS. 


VICKERS INCORPORATED 
DIVISION OF SPERRY RAND CORPORATION 


Department 1566 





A. Practical based on 


designs 
unmatched hydraulic experience and 
an unequalled reputation for manu- 


facturing quality to insure 


troublefree life. 


long, 

























Remember too, 


if you are buying for or 
shipping to plants 
outside the United States, 
that Vickers parts made 


in plants throughout the 


Free World are completely 


interchangeable. 





Machinery Hydraulics Division 
ADMINISTRATIVE and ENGINEERING CENTER 


Detroit 32, Michigan 





...no other 
design material 
. no other supplier 


offers so much 


FELTS 
the 


problem 
solvers... 




















Our new FREE brochure describes these multi-functional 
materials whose more than 850 types meet the most 
stringent specifications in thousands of applications. A+ Felts 
have ideal characteristics for absorbing, wicking, filtering, 
sealing, cushioning, polishing, friction, shock absorption, 
thermal and sound insulation, padding, surfacing, vibration 
isolation, percussion control and decoration. 

Send today for your personal copy of this practical 
guide to A+ Felts . . . the problem-solving engineering and 
design material. 


American Felt 
Company 
is A+ in 

@ SERVICE 

@ QUALITY 

@ ENGINEERING 
and RESEARCH 
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A NEW HIGH NOTE 
IN HEEL FASHIONS 


WITH COLD FINISHED STEEL BARS 





Only steel could do the job. The designs for women’s new super-slim, high- 
fashion heels required greater strength. Small diameters must withstand terrific 
pressure. The material must give, not break. 

As have thousands of other manufacturers confronted with new product 
designs, heelmakers found the answer in a Bliss & Laughlin cold finished 
steel bar. 

Bliss & Laughlin cold finished steel bars are used in countless products. They 
impart high strength with safety, from high-fashion heels to automobiles. They 
make small boys happy with sturdy bicycles and model engines. They help 
transmit power to huge earth-moving equipment and giant ocean liners. 

Check out your designs with Bliss & Laughlin. As specialists in strength, 
finish, accuracy, straightness and machinability for 70 years, Bliss & Laughlin 
has recommended time and again the most suitable and economical bar from 
the industry’s most complete line of cold finished steels. 

Seven Bliss & Laughlin mills across the nation, collaborating with Steel 
Service Centers everywhere, assure highly personalized, local service! 


The smallest cross section in this heel is 

only .14". Strength is provided by a C-1144 cold 
finished steel bar, heat treated to a Rockwell 
hardness of 35-38 after machining. 
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Leading 

Independent Producer 
of Cold Finished 
Stee/ Bars 


ae) 


——e | 


LAUGHLIN 





GENERAL OFFICES: Harvey, Ill. MILLS: Harvey, Ill, Detroit, Cleveland, Buffalo, Mansfield, Mass., Los Angeles, Seattle 
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Information For Your Catalog Files 





AIR CONTROL PRODUCTS INDUSTRIAL RELAYS 


Catalog No. 125 lists air control products for au- 
tomating in-plant operations and for component 
use in new products. The 48-page digest-size bul- 
letin includes air and hydraulic equipment such 
as cylinders, valves, rotating joints, regulators, 
and hose fittings. Has information on dimensions, 
flow rates, and operating pressures. 


A. Schrader’s Son 
Write No. 1 on Information Card—Last Page 


FANS 


Bulletin No. A-1203 describes a line of HS fans. 
The 44-page, two-color catalog discusses con- 
struction features and covers available drive ar- 
rangements, configurations, and types of drive. 
Illustrates bearings, dampers, vanes, sound- 
absorbing bases, and drive speed control devices. 
Has capacity tables, outline type drawings, and 
a typical specification. 


American-Standard 
Write No. 2 on Information Card—Last Page 


FASTENERS 


A 162-page catalog on fasteners in stainless steel, 
brass, bronze, aluminum, and monel. Lists over 
40,000 different sizes, styles, and types, including 
15,000 stock items. Tells how quickly delivery 
can be made on non-stock items. Has an index 


of AN, MS, and NAS parts. 


Albany Products Company, Inc. 
Write No. 3 on Information Card—Last Page 


FUEL PUMPS 


Bulletin A-5242A describes fixed displacement 
vane-type fuel pumps. The six-page catalog in- 
cludes photographs showing various configura- 
tions, typical performance curves, schematic dia- 
grams, and a sketch showing principles of design. 
Specifications are given in tabular form. 


Vickers Incorporated 
Write No. 4 on Information Card—Last Page 


HEAT EXCHANGERS 


Folder 2911 describes Roto-Fin heat exchangers. 
The six-page bulletin has diagrams and photo- 


graphs that illustrate the design. Also outlines 
typical applications. 


Link-Belt Company 
Write No. 5 on Information Card—Last Page 


INDUSTRIAL GLOVES 


A 20-page, full-color catalog on protective in- 
dustrial gloves and finger cots. A chart offers a 
check on physical characteristics, such as tensile 
strength and heat resistance. Specifications are 
listed for approximate minimum thickness, length, 
weight, and size of each style. 


Wilson Rubber Co. 
Write No. 6 on Information Card—Last Page 





Bulletin GEA-7329 describes 10-ampere, 300-volt 
industrial relays. Photographs show how the re- 
lays are designed to make wiring and installa- 
tions easier. Also covers relay inspection, main- 
tenance, and modifications. 


General Electric Company 
Write No. 7 on Information Card—Last Page 


LABORATORY APPARATUS 


Catalog No. 161 covers laboratory apparatus, sup- 
plies, protective garments, magnetic stirrers, and 
plastic materials. The 40-page bulletin illustrates 
and describes over 300 products. 


General Scientific Equipment Company 
Write No. 8 on Information Card—Last Page 


MACHINE TOOLS 


Bulletin MT4 presents specifications and illus- 
trations of a line of machine tools. The 20-page 
catalog includes milling, grinding, automatic, hand 
screw, and turret drilling machines. Also de- 
scribes optional accessory equipment. 


Brown & Sharpe Mfg. Co. 
Write No. 9 on Information Card—Last Page 


MAGNETIC DRIVES 


Bulletin 3650 covers magnetic adjustable speed 
drives. Describes the basic components, theory 
of operation, controls, and design. Includes major 
features, such as the stationary field coil con- 
struction. 


Louis Allis Company 
Write No. 10 on Information Card—Last Page 


POWER CYLINDERS 


Bulletin AJH-104S covers air and hydraulic cyl- 
inders. The 32-page illustrated catalog provides 
data to select cylinders by size, thrust, bore, 
stroke, and mounting. Includes tables, charts on 
column strength, and safety factors. 


Miller Fluid Power 


Write No. 11 on Information Card—Last Page 


POWER FUSES 


Application Data 36-660 covers applications and 
selection of high-voltage power fuses. The 16- 
page booklet is a comprehensive guide for select- 
ing the fuse best suited for various applications. 
Includes refill, drop-out, and current limiting 
power fuses. Has data on the interrupting ability, 
continuous current ratings, and melting charac- 
teristics. 


Westinghouse Electric Corporation 
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Want to cut package costs? 
Want to cut packaging labor costs? 
Want to cut BOTH? 


sii TO TEKMOLD 


“floats”’ your products safely 


Protection is the first reason for packaging your products in 
TEKMOLD, the custom-molded cellulose forms that provide a 
= truly protective cushion. 


Novelty calendar shows TEKMOLD ability , . : - 
to engineer enclosures for fragile objects When youcan get major savings, too, you’ ve really hit the jackpot. 


of unusual! shape. 





Radio manufacturers, for example, report package savings up to 
9 cents per unit on table models, and labor savings up to 3 cents 
per unit, after switching to TEKMOLD from multiple-piece, 
die-cut corrugated assemblies that must be laboriously hand- 
assembled. And those savings are typical. 


TEKMOLD is adaptable. It may be the answer to your prob- 
sacl delhi “the datiils‘wintnis lem. For the complete TEKMOLD story, write, wire or phone 
TEKMOLD protective forms. us today. 





TEKMOLD 


2850 LINCOLN AVENUE 
DEPARTMENT P © PL 5-1664 
MUSKEGON, MICHIGAN 


Radio in low-cost TEKMOLD for utmost 
shipping safety 
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| “CALL FOSTER... 
THEY’LL SHIP 
PIPE PLUS” 











8. FOSTER Co. 


ary 




















Right! Whether it’s a routine order or an emergency 
request for unusual or hard-to-get sizes, Foster gives 
you pipe “‘plus.” 

You get all your pipe when and where you need it, 
cut to length or fabricated in complete-package ship- 
ments, at lowest possible cost. 

For non-pressure applications, check the unusual savings 
on Foster Structural Pipe. Foster’s nationwide ware- 
houses stock Tested & Structural Steel Pipe, 1/8” 
through 48” in all sizes and walls—‘‘plus” Stainless, 
Seamless, Alloy, Pressure, Aluminum, Wrought Iron, 
PVC Pipe and Valves, Fittings, Flanges. 


Write L. B. FOSTER CO. for latest Stock List PA-8 
Pittsburgh 30 e New York 7 e Chicago 4 e Cleveland 35 
Houston 2 e Los Angeles5 e Atlanta 8 


Faster From Foster 


PIPE e PILING e RAIL 
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Catalog Files 





POWER SUPPLIES 


A 16-page catalog containing 

exact specifications of power 

supplies. Includes power sup- 

ply charts in which all factors 

are tabulated for easy check- 

ing. Has photographs and dia- 
grams. 

NJE Corporation 

Write No. 13 on Information Card—Last Page 


POWER TOOLS 


Catalog AB-61 covers a line 
of industhial power tools and 
accessories. The 96-page bul- 
letin also contains specifica- 
tions and descriptions. Action 
photos and drawings supple- 
ment the text. 
Rockwell Manufacturing Company 
Write No. 14 on Information Card—Last Page 


TAPS 


A catalog and handbook on 
taps. Illustrates and describes 
both standard and _= special 
taps. Includes a tap. users’ 
guide, trouble shooting sec- 
tion, resharpening instruction, 
glossary of terms, and many 
tables. 
Besly-Welles Corporation 
Write No. 15 on Information Card—Last Page 


URETHANES 


A booklet presenting the ver- 
satility and variety of uses of 
pour-in-place urethanes. The 
12-page publication describes 
typical applications and con- 
tains many illustrations. Also 
lists physical properties of 
formulations. 
Nopco Chemical Company 
Write No. 16 on Information Card—Last Page 


VARIABLE SPEED DRIVES 


Bulletin 25103 covers two 
types of motion-control var- 
iable-speed sheaves. Pictures 
and describes “MS” sheaves 
rated from 2 hp to 15 hp and 
“MCS” sheaves rated at from 
7.5 hp to 20 hp. The 16-page 
catalog also includes pulleys, 
variable-speed belts, and mo- 
tion control motor bases, 


T. B. Wood’s Sons Co. 
Write No. 17 on Information Card—Last Page 
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Doorway to all Europe 
for your product... 


WORLD Ne fe 
‘wns 


Now, in one step, the most complete overseas 


marketing service ever developed helps you 


do business with Europe’s 343,000,000 consumers. 


WORLD-WIDE INFORMATION 
Current, valuable, authoritative 
information on 114 world trade 

centers in 80 foreign lands! 
¢ Pan Am helps you get marketing facts 
—plus special needed information. 
¢ Pan Am can help find markets for 
your product, also distributors, buyers, 
bankers overseas. 
«Pan Am advises all the way on 
containers, insurance, rates, routes, 
collections. 
¢ Pan Am monthly magazine lets you 
in on “inside” information, overseas 
opportunities ! 


*Trade Mark, Reg. U.S. Pat. Off 


D WI mil 
More flights direct to more major 
markets by the world’s largest, 
fastest overseas air cargo fleet! 
Fastest delivery overseas, from 15 
international gateways in U. S. plus 
faster, new ground procedures. 
* One source for documentation, plus 
world’s largest international truck-air 
system, cuts red tape. 
* More space, speed! More all-cargo 
planes, and over-ocean Jets. 
¢ Rates lower than ever! In more and 
more cases distribution by Pan Am 
costs less than by surface. 


CLIPPER 
CARGO 


WORLD-WIDE REPRESENTATION 
More American and English-speaking 
personnel to represent you 
and your product overseas! 
¢ You get 114 world-wide offices 
extra cost! Your product is handled the 
way you want. 
¢ American viewpoint on the spot from 
American-trained personnel with local 
market know-how. 
¢ World-wide contact service! Pan Am’s 
integrated sales/service organization 
takes the hitches out of world marketing. 
¢ World-wide follow-through makes 
world’s surest delivery! 


at no 


Ca// your cargo agent, freight forwarder or Pan Am office. 








PURCHASING PROBLEMS 


ANSWER: 


LONG DISTANCE 


Running short of stock? 


A call lets you shop your markets quickly, get the best buys. 
Troubled by fluctuating market conditions? 
Long Distance calling keeps you abreast of out-of-town changes. 


Delivery date suddenly revised? 


Calling cuts through delays and red tape. You find out exactly 


when merchandise will be shipped. 


Order need special attention? 


Long Distance calls provide personal two-way contact. You can 
be sure your supplier understands your needs. 


Pick up your phone and prove these things to yourself. 


BELL TELEPHONE SYSTEM 


Long Distance pays off! Use it Now... for all it’s worth! 








6 Features that make a big difference 
in counterboring operations! 


1. HAND DETACHABLE .. . a twist of : 4. BALANCED DRIVE... double bear- 
the wrist engages or releases the 2 ings—one on each side of drive lug— 
cutter after the severest cutting + provide extra rigidity. 

operation. . 


eeeeeeeeeoaeeeee eerereeee 


2. STURDY DRIVE . . . diametrically : 5. FREE FROM OBSTRUCTIONS... 

opposed drive lugs engage corres- : holder body slips easily into a bushing 

ponding abutments in the holder. ; or can be threaded for stop nuts or 
: collars or fluted for lubrication. 


3. EXTRA TORSIONAL RIGIDITY... . 6. PRACTICALLY INDESTRUCTIBLE 
drive lugs are close to seating : ... ho binding, no shearing—driving 
Shoulder of cutter for powerful, ; forces apply compression. 

smooth operation. . 





These are the features that make the difference in counterbores—six 
reasons why no one reports failure of a Continental Counterbore Drive! 








* 
| ontin DIVISION OF CORPORATION 
| DETROIT 32, MICHIGAN 
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If you think that fasteners 

ore “chicken feed”, think 

again. Your costs mount up 

when you use faulty fasten- 

ers that slow down and stop 

assembly operations, or cause 
damage to materials and tools. 


Why not buy quality fasteners in the first place, 
and then your fastener costs will really be 
“chicken feed’’. 

Order Southern Screws from your distributor, or 
write direct to Southern Screw Company, P.O. 
Box 1360, Statesville, N.C. 


Over 1,500,000,000 pieces in stock at factory 
and main warehouse in Statesville, N.C 


WAREHOUSES: 
New York e@ Chicago e@ Dallas e Los Angeles 


Machine Screws & Nuts * Tapping Screws ° 

Stove Bolts * Drive Screws * Carriage 

Bolts * Continuous Threaded Studs * Wood 

Screws * Hanger Bolts * Dowel Screws * 
Speaker Screws 


SCREW 


STATESVMNAE + 


COMPANY 


MORTH CAROLINA 
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Letters To 


The Editor 





BLUE RIBBON EDITION 
Dear Sir: 

I have just finished reading the 
excellent articles in the 1961 
Value Analysis Issue of PurcHAs- 
ING Magazine and wish to con- 
gratulate the editorial staff on an 
edition of which you can all be 
truly proud. 

Although we are a relatively 
small company, we believe that 
the concepts of value analysis can 
be put to work in any organiza- 
tion, regardless of size. 

Martin M. Trendler 
Fischer Machine Company 
Philadelphia 7, Penna. 


FREIGHT RATES 
Dear Sir: 

I recently read with great in- 
terest Thomas Dillon’s article 
“Lower Freight Rates—But Are 
They Legal?” which appeared in 
your April 10 issue. Enjoyed it 
very much and found it extreme- 
ly helpful. 

J. S. Smith 
Springmeier Shipping Co. 
St. Louis 1, Mo. 


SUPPLEMENTARY DATA 
Dear Sir: 

I am purchasing agent for a 
large wholesaler and jobber to re- 
tail laundries and dry cleaners 
and our business differs in many 
ways from manufacturers. 

Can you tell me where I can 
get some information which deals 
strictly with the problems en- 
countered by the non-manufac- 
turing wholesaler? I would like 
to supplement the valuable in- 
formation contained in PurcHAS- 
ING Magazine. 

R. E. Ausmus, Jr. 
Patek & Company 
San Francisco, Calif. 


®@ The Distributors Buyers Group, 
an organization affiliated with the 
National Association of Purchas- 
ing Agents, may be able to assist 
you. For more information on this 
group write to: chairman A. J. 
Pinkston, Moncrief Lenoir Mfg. 
Co., P.O. Box 2505, Houston, Tex. 


DISCERNING READER 
Dear Sir: 

We enjoy the feature “Forms 
Forum” and the many other in- 
teresting articles in PURCHASING 
Magazine and read each copy 
from “Kiver to Kiver.” 

Howard A. Taylor 

Battle Creek Packaging 
Machines, Inc. 

Battle Creek, Mich. 


WHO PAYS FOR RETURNS? 
Dear Sir: 

Each purchasing man reading 
your magazine must have snorted 
with indignation as he read the 
statement that most material re- 
turns were made because of pur- 
chasing department errors (p. 63, 
May 22 issue). 

Obviously, purchasing will con- 
tribute an occasional error be- 
cause we are people handling 
thousands of items weekly, but I 
find myself unwilling to accept 
the dubious distinction bestowed 
upon purchasing by Mr. Whet- 
stone. 

He apparently isn’t close enough 
to purchasing to realize that we 
buy only what is requested by 
others and certainly it is not our 
responsibility if two are ordered 
and only one is needed, or parts 
with wrong number specified (not 
to mention that most things are 
needed yesterday). 

What about parts returned be- 
cause they are no longer needed, 
replacement by improved design 
or a hundred other reasons? 

The comment I do find accept- 
able is the reference to restock- 
ing charges as being irritating and 
especially so if from a regular 
supplier. I have many times ex- 
pressed the opinion that a vendor 
enjoying a steady volume of busi- 
ness should accept an occasional 
return and issue full credit as a 
part of maintaining high level 
customer relations. 

Generally I find your magazine 
interesting, informative and most 
worthwhile. 

J. W. Tilden 
Crown Zellerbach Corp. 
Antioch, Calif. 
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CTW Keyway Broaches in Stock 
NOW for Immediate Delivery! 


i “as E 
: me ae J ) 


WAVY 
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Continental now stocks a popular range of standard keyway 
broaches to help you meet production schedules faster 
than ever, and to let you cut your tool inventory. 





Just call your CTW Representative, or order by catalog 
number direct from Continental. The broaches you need 
are in stock now—ready for immediate delivery to your plant! 


Sizes listed below are available for immediate delivery. See the CTW Catalog for other standard 
broaches. Special sizes quickly made to order. Send your print for a prompt quotation. 


BROACHING INDUSTRY SERIES 





tiene’ Width 


Nom. Decimal 
Dim. Dim. 


Toler- 
ance 


ee 


Yaa 0948 
Y% 126 

Y% 126 

VAG 1885 
“% 251 

1 


+ .0002 
+ .0002 
+ 0002 
+ 0002 
+ 0002 
+ .0002 





Min.t 
Length 
Cut 


Max. Width 


Length Body 
Cut B 


Total 
Broach 
Length 

C 


Height 
at Last 
Tooth 
D 


Height 
at First 
Tooth 
E 


Length 
of 
Shank 
F 





Vi 251 

y 251 

sf 314 
3765 
3765 
5015 
5015 








ORIGINAL XLO SERIES 


XLO 3 Vg 1885 
XLO 5 “se 1885 | 





* .0002 
~.0002 





% 
Y 


1% 1865 
.249 
3115 
374 
374 
499 


-367 
438 
594 
581 
612 
877 
1.250 
.908 
.938 
1.189 
1.312 
1,377 


.309 
364 
520 
476 
476 
741 


74 
739 
990 














Wp 


.250 
375 


—_ 





28 
28 


541 
541 


438 
438 


8% 
8% 


i. 





+MINIMUM LENGTH OF CUT RECOMMENDED TO PREVENT PART FROM DROPPING BETWEEN TEETH OF BROACH 





@ WORKS 


DIVISION OF 


Ontinente 
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HARD RUBBER 


the original plastic 
is the most INERT 





= Among the most chemically inert of all commercial 


ee engineering materials, hard rubber is immune to attack 
ard rubber molding will 


run 10-20 years under water 


by most acid and alkali solutions and fumes. 


STANDARD GRADES Good resistance to 
strong acids and alkalis is characteristic of 
Hard Rubber compounds in general. Many 
standard grades have excellent resistance. 
All grades withstand years of weathering 
with practically no change in properties. In 
addition, they are not affected by moisture 
or water. Many industries can thus profit 
by the combination of low cost and inert- 
ness offered by Hard Rubber. 


SPECIAL GRADES Organic solvent attack 
— often a major problem with plastics and 


elastomers — can be successfully resisted by 
special grades compounded to far exceed the 
limited resistance of most standard grades. 

An example of other tough problems that 
can be solved by Hard Rubber is the ACE- 
SIL Porous Acid-Proof rubber compounded 
by mixing processed rubber with silica- 
hydrogel. This product is mainly used for 
battery separators at present but many ap- 
plications where evaporating surfaces or 
wick-action parts are desirable may expand 
its use in the future. Perhaps you are looking 
for just such a material now. 


ws Contact American Hard Rubber today. Tell us what and we'll tell you how. 


INDUSTRIAL PRODUCTS SALES 


American Hard Rubber Company «&) 


ACE ROAD, BUTLER, NEW JERSEY « Tel.: TE 8-1000 


Hard rubber 
has excellent 
properties for 
electrical parts 








chair arm pad 
stays clean and attractive 
through long life 


Molded : Acid pump has 
molded hard rubber 
casing and gears, 


; ’ lasts for years. 





Quality Controlled at Every Step! 


Production parts bored, counterbored, spot-faced, milled, 
drilled, hardened and ground to your precise specifications 


Check an Ex-Cell-O process sheet 
on any Ex-Cell-O precision pro- 
duction part, and you'll find that 
at every step, quality control is 
an important part of Ex-Cell- 
Ability. 


Ex-Cell-O metallurgical labora- 
tories test each run of stock and 
maintain a close watch on heat 
treatment methods and results. 
Non-destructive testing closely 
follows many Ex-Cell-O machin- 
ing processes, and production 
inspection stations use the most 
modern equipment available. 


If precision parts and assemblies 
are important to your product, 
your local Ex-Cell-O Representa- 
tive has a quality control story 
that will be of interest to you. 
Call him soon, or simply send us 
your prints or requirements for 
a prompt quotation. 


These precision parts are produced in volume, 
yet they are quality-controlled to custom work 
standards. Large photo above shows typical 
inspection equipment—a 30-inch Ex-Cell-O Con- 
tour Projector used to inspect parts at 100X 
magnification, 


61-324 


EX-CELL-O FOR PRECISION Precision 


PRECISION MACH N« $e GRINDING ANO SORING SPINDLES - CUTTING TT + SMLROAD PINS AND BUSH- EX CELL-0 
ONGS © DRILL 11G BUSHINGS ©31G AND FIXTURE COMPONENTS - TORQUE ACT + CONTOUR PROJECTORS 


GAGES AND CAGING BOUIPMENTe GRAN ‘TES. + AIRCRAFT AND MISCEL- CORPORATION: 
LANEOUS PR THON PARTS « ATOM ‘ WENT + DAIRY AN PACKAGING EQUIPMENT DETROIT 32, MICHIGAN 
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EXIDE POWER PACKAGE 





Exide Industrial Marketing Division, The Electric Storage Battery Company, Philadelphia 20, Pa. (&58) 


Extra economy assurance for your new walkie-type truck—the Exide guarantee of battery life equal to truck life. 


BATTERY GUARANTEED FOR LIFE OF TRUCK 


Let’s say you’re about to buy a new walkie- 
type electric industrial truck. You want 
long battery life for maximum economy, 
and you don’t want the nuisance of ever 
replacing the battery, if you can avoid it. 


Well, this is the Exide offer: 


For walkie-type low lift trucks and hand 
tractors, the recommended Exide nickel- 
iron-alkaline battery (the type invented 
by Thomas A. Edison) is guaranteed for 
the life of the truck—provided the truck 
remains in your possession and approved 
maintenance procedures are followed. 


The Exide Power Package. Recommended bat- 
tery and charger from the world’s broadest lines 
-—plus factory-quality service to cover both. 


For More 





This is not a reckless offer. Exide knows 
from countless actual performance records 
that these batteries readily give this kind 
of life. Many Exide nickel-iron-alkaline 
batteries have been used in walkie-truck 
service for upwards of 20 years and are 
still going strong. So the plain fact is that 
we are simply giving you positive assur- 
ance of battery value that is already 
there anyway. 


Long life is one of the characteristics of 
Exide nickel-iron-alkaline batteries. They 
have other unique advantages too. They 
are lighter in weight than other batteries. 
They give off no corrosive fumes during 
use or while charging. And they can be 
stored indefinitely without injury. This is 
of special value during seasonal shutdowns 
or other inactive periods. All you do is 
discharge the battery, short-circuit the 
terminals and store in a clean, dry place. 


Of course, for any type electric industrial 
truck—walkie, rider, or narrow-aisle— 
the maximum power economy depends on 
three factors: the right battery for the job, 
a charger to match, and needed service. 
This combination is the Exide Power 
Package 


Your Exide representative studies your 
requirements, then recommends the bat- 
tery best for your needs from the broad 
Exide line. He is completely objective in 
determining your needs because Exide 
offers all types: Exide-Ironclad with tubu- 
lar positive plates, Exide-Powerclad pre- 
mium flat-plate, and Exide nickel-iron- 
alkaline. Exide chargers are available in 
both motor-generator and silicon rectifier 
types and in sizes to cover all needs. Exide 
service men are coast to coast, all factory 
trained on batteries and chargers. 


The Exide Power Package is your easiest 
way to get not only maximum battery life 
in your applications, but maximum bat- 
tery economy year after year. Write for 
details. Exide Industrial Marketing Divi- 
sion, The Electric Storage Battery Com- 
pany, Philadelphia 20, Pa. 


Exide 
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plastic packaging - folding cartons + shipping coutalners « poletot-porchaos Gioplays - paperboard - Sefton fore cons « lecal service from 125 markating centers 
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Coast to coast 2) CONTAINER CORPORATION OF AMERICA designers and engineers are making more 

out of plastics. For packaging. For dispensing. For protecting. For attracting. For selling— products like yours. 

When you make your next packaging decision, we'd like to be on hand showing you how the Garmold Plastics - 
Division can put the CCA Packaging System to work for you. 


The (ci) Packaging System is a method of integrating all the elements that make a successful package: 
materials, structure, graphic design, machinery, research, marketing, printing and production. ines, ai 
CONTAINER CORPORATION OF AMERICA * 2525 MILITARY AVENUE, LOS ANGELES 64, CALIFORNIA 
LACKAWANNA AVENUE, TOTOWA BORO, NEW JERSEY 
570 E. NORTH WATER STREET, CHICAGO 11, ILLINOIS : y 








Purchasing People in The News 





Thomas R. Laidlaw has been 
appointed purchasing agent by 
Inland Steel Products Company, 
Milwaukee, Wisc. He will be re- 
sponsible for the purchase of 
steel and non-ferrous metals, ma- 
chines, equipment and 
plant engineering requirements. 

Mr. Laidlaw was formerly as- 


tooling, 


Thomas R. Laidlaw 


sistant purchasing agent for A. 
George Schulz Company, Mil- 
waukee. He is a member of the 
Milwaukee Association of Pur- 
chasing Agents. 


The New Jersey Zinc Company, 
160 Front St., New York, an- 
nounces two appointments in its 
New York purchasing depart- 
ment. Robert T. Lardon becomes 
purchasing agent of the com- 
modities and engineering division 
and Frank A. Messenger, pur- 


R. T. Lardon F. A. Messenger 


chasing agent of the ores and 
metals division. 

Mr. Lardon is a civil engineer 
and a graduate of Virginia Mili- 
tary Institute. He holds an M.B.A. 
degree from New York Uni- 
versity. Mr. Messenger is a vet- 
eran of 24 years’ service with 
the Company. Both men are 
members of the Purchasing 
Agents Association. 


32 


Radiation Incorporated, Mel- 
bourne, Fla., has announced the 
appointment of James I. Markham 
as purchasing agent. Mr. Mark- 
ham’s new duties include overall 
responsibility for buying in Radia- 
tion’s Florida operation, an active 
part in material pricing for pro- 
posals, and supervision of the pur- 
chasing department. He reports to 
the director of materials. 

Mr. Markham joined Radia‘ion 


James |. Markham 


as a buyer in 1956, advanced to 
Senior Buyer in 1957, then to 
Chief Buyer in 1959. He was as- 
sistant purchasing agent for a coal 
mining concern in West Virginia 
before coming to Florida and is 
iber of the National Associa- 
Purchasing Agents. 


a men 
tion ol 


Mr. J. Raymond Berg, formerly 
purchasing agent, Buffalo Steel 
Corporation, Tonawanda, N. Y., 
has been appointed purchasing 
agent for The Carborundum Com- 
pany s Coated Abrasives Division, 
Niagara Falls, N. Y. 

Mr. Berg studied business ad- 
ministration at the University of 
3uffalo. Prior to his employment 
at Buffalo Steel Corporation, he 
was buyer for the National Gyp- 
sum Company and was also as- 
sociated with the General Electric 
Supply Company in Buffalo. 


J. Carl Nivus has joined Vickers 
Incorporated, Division of Sperry 
Rand Corporation, and will be in 


charge of purchasing at the firm’s 
Omaha, Neb. plant. 

Mr. Nivus has over 16 years’ 
experience in the purchasing field, 


J. Carl Nivus 


serving with various firms in the 
construction equipment, machine 
tool and steel industries. Prior 
to joining Vickers he was head of 
purchasing at the Brainard Steel 
Division of the Sharon Steel Com- 
pany and is a graduate of the 


Oberlin School of Commerce. 


Whiting Corporation, Harvey, 
Ill., recently announced the ap- 
pointment of R. W. Begnoche as 
director of procurement and H. J. 
Pierie as purchasing agent. 

Mr. Begnoche, who joined Whit- 


R. Begnoche H. Pierie 


ing in 1922, formerly held the 
title of purchasing agent. Mr. 
Pierie, with Whiting since 1951, 
was formerly the assistant pur- 
chasing agent. 





SEE PAGE 172 FOR MORE 
PURCHASING PEOPLE IN 
THE NEWS 
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Here’s how ARROW FASTENER Co. gets 


Truarc Retaining Rings FREE! 


Mechanized Ring-0-Mat designed by Truarc Engineers 


doubles stapler production 


Arrow Fastener Co., Inc., Brooklyn, N. Y., uses three 
Truarc Series 5144 reinforced E-rings to secure com- 
ponents in its Model T-50 compression stapler. Origi- 
nally, Arrow operators installed the rings by hand with 
conventional applicators and dispensers. Fast? Sure — 
but Truarc engineers suggested to the company how 
the job could be done even faster and more economi- 
cally by mechanizing the entire ring assembly operation. 


Working closely with the Arrow engineering and 
production staff, Truarc mechanization engineers de- 
signed the unique Ring-O-Mat shown above. The unit 
installs the three E-rings in a single operation, twice 
as fast as the former hand method. Savings with the 
equipment are $2500 a year — enough to pay for all 
the rings the company uses! 


Interested in getting your retaining rings FREE? 


Bulletin 459-13 describes a number of assembly techniques for mass-production 
ring installation. Write for a copy or see your Truarc representative. 


WALDES KOHINOOR, INC. 


47-16 Austel Place, Long Island City 1, New York 


For More Facts Write No 
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for saving of $2500/year 


Here’s how the Ring-O-Mat works. The Truarce rings 
are supplied in tape-wrapped Rol-Pak® cartridges 
which are loaded on vertical magazine rails at the cen- 
ter of the unit. To install the rings, the operator merely 
places the stapler in a nest at the front and pushes the 
control buttons . . . the Ring-O-Mat does the rest! 
Applicators connected to the air cylinders grasp the 
bottom ring in each stack and move forward, seating 
the rings in accurately located grooves pre-cut in pivot 
pins extending through the body of the stapler. When 
the rings are fully seated, the applicators are with- 
drawn automatically and the operation is completed. 
Simple, fast, fool-proof — a typical example of how 
Truarce retaining rings lend themselves to mechanized 
assembly. A good example also of how you get more 
than a fastener when you buy Truarc! 


WALDES 


OITRUARG 


=e RETAINING 
RINGS 
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Give fragile and high-value shipments the extra 
protection of MAYFLOWER “AIR-RIDE” vans 





~ 


“SAIR 
CHAMBER 





SAIR 
CHAMBER | 


Mayflower “Air-Ride"’ suspension on its 
vans absorbs shocks and vibrations. 








America’s Most Recommended Mover 


@ Fragile, sensitive products, prototype exhibits, a// your high-value shipments 
call for extra precautions. Modern Mayflower vans with “‘Air-Ride”’ provide riding 
qualities unequalled by ordinary equipment. Special Mayflower vans also feature 
higher, wider doors and greater safety of new Aeroquip nylon strap tie-offs. They 
can be double-decked and have specially-engineered auxiliary floors. Manned only 
by veteran ‘‘Accredited”’ van operators and backed by America’s number one dis- 
patching, Mayflower equipment is versatile enough to handle almost any kind of 
fragile or high-value shipment . . . safely, easily and economically. Give your 
local Mayflower agent a call! 


AERO MAYFLOWER TRANSIT COMPANY, INC. «© INDIANAPOLIS, INDIANA 
For More Facts Write No. 190 on Information Card—Last Page 
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Cities Service 
fits right in 
with their 
plans! 





NU-ERA MANUFACTURING COMPANY, New Bedford, hen: : 


There’s a bright future ahead for Nu-Era, manufacturer of replacement gears. The 
firm recently built this huge plant to handle increased orders... and Cities Service 
definitely fits in with their plans. Says General Manager Bill Rebone, ‘At first, all 
cutting oil brands seemed to be the same. However, we soon realized that Cities 
Service oils were giving us superior performance in every respect. Most of our gears 
are made of #5135 stee/, a real tough customer to work with. Yet, we find we’re 
getting long tool life, extra clean cuts with Cities Service Chillo 30 Cutting Oil.” 
Nu-Era now relies, exclusively, on Cities Service for their metal machining fluids. 
Find out how Cities Service can fit in with your plans. Simply contact your nearest 
Cities Service office or write: Cities Service .~ 

Oil Company, 60 Wal/ Street, N.Y. 5, N.Y. CITI ES (A) SE RVICE 

Out Front in Quality... Out Front in Service, too! 
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Value analysis of your current fastener practices 
by RB&aW technical advisors can result 
in substantial cost reductions 


Here are typical savings made pos- 
sible through recommendations by 
RBéW fastener specialists...made 
after carefully analyzing product de- 
sign and assembly upon request. 


Manufactured Cost Reductions 
product Made Possible 
Automatic machine assemblies $97,000 per year 
Cooler-and-condenser units $16,500 per year 
Refrigeration units $ 7,800 per year 
Compressors $12,000 per year 


The striking thing about all these 
cost reductions is that they required 
merely a substitution to be realized 
...a Standard high strength bolt 
rather than a special alloy fastener 
For More 
56 


..a hex screw in place of a socket 

screw. No product design changes 

were involved. 
How about a survey of your own 

fastening operations? Wherever 
fasteners are used in quantity, there 
are bound to be areas where you can 
shave costs simply by having assem- 
bly specifications altered. An RB&W 
fastener specialist, working with 
your engineers, can locate them for 
you. He’s no smarter than your own 
people, but knows his specialty best 
and also what to look for. Write Rus- 
sell, Burdsall & Ward Bolt and Nut 
Company, Port Chester, N. Y. 

Facts Write No 





RB-W 


117th year 


Plants at: Port Chester, N. Y.; Coraopolis, Pa.; Rock 
Falls, Ill.; Los Angeles, Calif. Sales office and ware- 
house at: San Francisco, Calif. Additional sales 
offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
Detroit; Chicago; Dallas. 


192 on Information Card—Last Page 


PURCHASING 





VEXOASEY, _.Producer of Refrigeration 


Condensing Units... uses Wolverine Tube 


—. waaan 
y" 
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WwW” VERINE CAPILATOR*—the tiny, precision-mad 
capillary tube for effective metering of hquids 
and gases — is an important contributor to the succes 


of the hermetic condensing manufactured by 


Tecumseh Products Company 


Tecumseh—one of the prominent producers of refrigera- 
tion compressors and condensing units uses Wolverine 
] 


Capilator in its highside control system. Wolverine 
seamless copper tube is also used in suction and con- 


al 


necting lines. 


So that it will meet the perfe 


mance standards of 
Tecumseh and other American manufacturers, Capi- 
lator is always plug-drawn to insure smooth, mirror- 
bright inside diameters. Its ends are chamfered for un- 


impeded flow and, for maximum cleanliness, each length 


= 
a 


a | eS a 
n~) yy 


‘ 
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is washed in solvent, purged with “dry” air and has the 
ends paper wrapped. Capilator’s manufacturing toler- 
ances are rigidly controlled to meet customer’s stated 
flow requirements. 

If your company uses seamless copper, copper alloy or 
aluminum tube why not follow the lead set by Tecumseh 
and other leading American companies—specify 
Wolverine. Write, too, for your free copy of the 
Wolverine Tubemanship Booklet. 


— WOLVERINE TUBE 


z 
DIVISION OF 


| 
“Oh Calumet Hecla, Inc. 


ept. P, 17250 Southfield Rd., Al 








en Park, Mich 





FOR GAS WELDING 
AND CUTTING 


Call 
hdgtrs! 


ES 





Your Airco 
Distributor... 


To get the most versatile welding and 
cutting torches in the industry (including 
the famous “800”) — or welding and 
brazing rods all Airco engineered for 
your job — call your Airco Distributor. 
To get a high quality welding and cutting 
outfit at the right price — regulators — 
portable shape cutting machines—or high 
purity gases—see your Airco Distributor. 

Here’s headquarters, too, for arc weld- 
ing electrodes and equipment — gas 
shielded arc welding process equipment 
— and arc welders. 

Phone your Airco Distributor. He’s 
listed in your Classified Telephone 
Directory under “Welding Equipment 
and Supplies.” 


AIR REDUCTION 
... represented by over 
700 Authorized 
Airco Distributors * 
from Coast to Coast 


For More Facts Write No. 194 
on Information Card—Last Page 
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FOB="“tilosofy of buying” 





For SOME very frank and 
penetrating comment on what 
may be developing into a danger- 
ous trend, get hold of a copy of 
Bob Doyle’s editorial, “The Whale 
Swallows Jonah,” in the July 
issue of The Chicago Purchasor. 
“Combining purchasing and 
sales into one department is like 
putting oil and water in the same 
beaker,” Bob begins. “But that’s 
what one company has done. The 
integration of the two departments 
was done because it was felt they 
shared common interests and their 
activities were interrelated. That 
certainly is true. Purchasing and 
sales are like a double head on 
one body, but the fact that they 
are both heads is about all they 
have in common. One might say 
the opposite poles of a magnet 
have a common interest too, but 
it would benefit nobody if one 
pole were merged into the other.” 
We're solidly in support of 
Bob’s main argument: “A com- 
pany benefits when both the sales 
function and the purchasing func- 
tion are actively engaged, even if 
they are engaged in conflict with 
each other. At least there are two 
opinions, two fields from which 
come two points of view. If the 
two departments come under one 
head, 


there will be one point of 


view, one road with no alterna- 
tive. This is not good, or healthy, 
for sales, for purchasing, or for 
the company.” 


A. T. TRIPP, purchasing agent 
for the City of San Antonio, Texas 
and president of the San Antonio 
Association, received a nice plug 
in The Light, a local newspaper, 
recently. 

Feature writer Dick Balmos 
described how Tripp’s department 
operates and some of the more 
dramatic cost reductions it has 
made on behalf of the city’s tax- 
payers. Balmos’ conclusion: “It 
is impossible to tabulate or esti- 
mate the savings the city has 
effected in recent years as a result 
of tightened purchasing proce- 
dures. But one thing is certain. 
Other cities are now turning to 
San Antonio to learn how they 
can benefit from our experience.” 


r HE LAST time we carried 
something here from the magazine 
The American Salesman it was 
widely and wildly misinterpreted 
(a salesman’s conception of a pur- 
chasing agent done in ludicrous 
cartoon form.) So we're a little 


. No | didn’t select him. | thought you people did.” 


PURCHASING 








cautious about this latest release 
from the magazine, but the temp- 
tation to comment on it is jusl 
too great. 

Two thirds of the professional 
salesmen recently interviewed by 
The American Salesmen said that 
business lunches, on the average, 
came to $5 or less, including 
drinks. Now that statement might 
be greeted by the average P.A. 
with a yelp or a yawn, because 
we’re not told whether the figure 
covers only his own lunch or 
lunch for two or more. If it’s the 
latter, we can deduce only one 
thing: more and more salesmen 
are entertaining their prospecis 
with salami sandwiches and cold 
cans of beer from the corner deli- 
catessen. The five-dollar lunch 
(with drinks) for two went out 
with the nickel subway ride. 

Another statistic that might 
raise a few eyebrows: 74% of the 
salesmen said they enjoy enter- 
taining—would entertain custo- 
mers even if they didn’t have to. 
Like the ones who keep on send- 
ing Christmas cards after the 
buyer has left the purchasing de- 
partment? 








COOL OPERATOR. ... that’s Campbell Chain in wet process 


cement kilns, because of its excellent heat transfer properties and high 
‘Tae Filosofer recently called at resistance to abrasion. Campbell Kiln Chain is one of many specialty 


the offices of the Purchasing Offi- items in the complete Campbell line of quality chain and chain 
cers Association, British equiva- assemblies, in every size and grade, to meet your particular needs. 
lent of N.A.P.A., located on 

Wardrobe Court, off Queen Vic- Here is another example of a Campbell Chain development: 
toria Street in London. We had 

long been familiar with this ad- 
dress, from previous correspon- 
dence, and were intrigued by it 
as another of those quaint Eng- 
lish place names like Chipping 
Camden or Moreton-on-Marsh. 
However, we found that there 
really is a courtyard behind the 
building, and a historic marker 
records the fact that some cen- 
turies ago this was the site of the CAMPBELL "HALLMARK"® CHAIN— When you buy Campbell’s 
King’s Wardrobe. Further nur “Hallmark” Chain you can see exactly what you’re getting! It’s per- 
brought forth the information ; , : 
that in those days the term manently identified two ways: By GRADE—the grade mark is on 
“Wardrobe” meant a supply depot alternate links; By MAKE—the Campbell “‘C”’ is on every other link 
or general storehouse and that ».. also with “MEASURE-MARK”’® every five feet for your convenience, 
the Master of the Wardrobe was 

the counterpart of a Chief Stores- For further information, contact your Campbell Wholesaler, or write direct 
keeper today. So, by appropriate 
coincidence, the present head- 


quarters of Britain’s purchasing CAMPBELL CHAIN COMPANY 


men is located on the traditional 3 FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif. 
site of the national stores depart- 


ment. 








WAREHOUSES: Medford, Mass.; Atlanta, Ga:; Dallas, Texas; 
Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 
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THE ONLY CHAIN COMPANY WITH FACTORIES AND WAREHOUSES rete , 


Keep jobs moving with... 
Thermo Big T belt and hose 


Thermoid can fill your specific need for hose or belt from the broadest line of belting in the industry and a 
hose line that covers every industrial application. Thermoid’s reliability and availability on a moment's notice 
keep production on schedule by holding down-time to a minimum. Call your indus- 
trial distributor today for the right Thermoid hose or belting for any industrial use. 


HOSE FOR WATER 
SUCTION OR DIS- 
CHARGE—Hose for HERCULES 

either heavy-duty suc- eae catenin id bee tr er 
tion or discharge serv- . * 


ice withstands full vacuum and direct con- 
nection of centrifugal or piston pumps. Give + eee 
long service in all industrial applications. ee 


MAINLINER UTILITY 
... for economy 





ane SUPER IRONSIDES ie Le ae VICTOR CL 
HOSE FOR AIR with high burst resistance . +. Synthetic tube a . ... for heavy duty 
—Have tough, serviceable high-tensile : : eens 
yarn and/or wire reinforcement and pro- , a 4 
vide strong burst resistance. Neoprene — ee ky aaa ; venonna 


tubes and covers. Working pressure REVOLC 


range from 160 to 400 p.s.i. - ++ molded cove — ry eo. ale ... Wire reinforced 


SUPER IRONSIDES 
...twolayers braided 


: : Zz IRONSIDES 
POWERFLEX a = ... One layer braided 
WIRE BRAID eo Bis steel 


. Oil-resistant tube 
eae] SUPER EBONITE 


and cover 
WIRE BRAID MEDIUM & ...wrapped, five plies 
COTTON COVERED LOW PRESSURE of duck 


.. oil-resistant tube ...Molded oil-resistant HOSE FOR STEAM withstands heat and 

a ene pressure—Features range from heat re- 

HOSE FOR HYDRAULIC FLUIDS stands high pressure—From sisting tube, horizontal wire braid rein- 

high pressure applications for hydraulic jacks, riveting ma- EBONITE forcement to cotton duck plies. Suitable 

chines, dump trucks to low pressure uses for air tools, air and ... wrapped, four for hot water service. Working pressures 
vacuum gauge lines, grease lines and many other applications. plies of duck from 100 Ibs. to 200 Ibs. 


a ~ 


“ey ZAR e Po = Ses 
= =e . : : | 
ire “| F Lo< : O68 BF ogg 


HOSE FOR WELDING remains free- oe ae 


flowing longer—T ubes insure free flow HOSE FOR ACIDS AND ALKALIS with 
of gases. Will not scale, flake or peel. 350 L.P. GAS L.P. VAPOR LINE high resistance—Suction and dis- 
Brass female swivel barbed inserts -- - oll-proof tube ++. oil-resistant tube charge hose in all types for industrial 


with standard use, including 


%e" welding HOSE FOR BUTANE-PROPANE resists per- chemical and pete | 
equipment meation—LP gas hose for distribution and steel plants, 

threads, at- customer service. Resist volatile gas perme- tanneries, fer- HYPALON TUBE 
tached with ation. For vapor release lines and loading tilizer plants, -- + Coen cuck pes 


brass ferrules. TULINE tank cars, domestic tanks, bottles and cyl- acid manufac: 


st RMA-IAA Pee inders. Working pressures 300 to 350 Ibs. turing plants. 
Specifications. 











FIRE HOSE withstands‘pressure and us- ‘ ; EE 
age—A complete line of fire hose, each ‘ ‘ 
to meet specific service conditions—both seaalind as samme) 


municipal and industrial. Lightweight, PETROCHEM DELAWARE 
flexible, easy-to-handle, resists hard use ... 100% polyester jouble 


» jacketed 
fiber jacket 


cover 


— 


PORTER D. J. DELUXE QUAFLEX 
... bonded polyester ... Factory Mutual 
fiber jacket approved 


' QHERMOID Big conveyor belts for any type of material 


BELTING FOR HOT MATERIALS BELTING FOR OILY MATERIALS—Victor Neoprene. Resists abra- 
Kaloric. Withstands temperatures sion and oily conditions. High quality impregnated duck with neo- 
to 350°F. Recommended for slag, prene skim between plies. Cover has high adhesion properties, 
r cement, etc. In Neoprene or Butyl weathers well. 
be) heat resistant cover compounds. 
i Tricircle. Resists heat up to 225°F. 
Handles near-glowing chunky ma- 
terial such as Hot Coke. Special 
Buna Scover resists heat that hard- 
ens and cracks ordinary covers. 











BELTING FOR PACK- 

AGES—Ruff Top. Many 

elastic, non-skid grip- 

per points on cover 

give high co-efficient 

of friction, even on 45° 

incline. Furnished in 

6" to 48” widths. Can z : : ® y 3 

be supplied with neo- \ ; LAE ty ao Ee 4 
prene or natural rub- - sat % = me t 


ber covers. BELTING FOR ABRASIVE MATERIALS 


Victor. Outstanding natural rubber belt for use where high tensile 
strength is required. Friction pull 20 to 24 Ibs. Rubber cover ten. 
sile strength 3500 to 4000 Ibs. In 6” to 72” widths in all cotton. 
nylon and cotton fabrics. 
Ebonite. Excellent cold rubber belt for highly abrasive materials. 
Friction pull 16 to 19 Ibs. Cover tensile 2500 to 3000 Ibs. Breakers 
j available for maximum resistance to impact tearing and gouging. 
BELTING FOR FOOD- Hercules. An economical belt for moderately abrasive materials: 
STUFFS — Foodmaster. Has 800 to 1000 Ibs. tensile cover. Ply adhesion of carcass rated 
Resists vegetable and at 12 to 15 Ibs. average. 
fruit acids, imparts no Plasticoal. General purpose P.V.C. belt for coal mining use. Supe- 
odor or taste to foods. rior resistance to moisture and mildew, excellent resistance to 
Friction pull 16 to 19 Ibs. edge wear and rips, superior flexibility, easy to handle in low coal 
Rubber cover tensile seams. Also bears the U.S. Bureau of Mines designation #28-11. 
1700 to 2000 Ibs. Meets Can also be supplied in neoprene construction. 
F.D.A. requirements. Thermocoal. Specifically for underground coal mine use. Bears U.S, 
Bureau of Mines designation #28-11 by meeting or exceeding after- 
flame and after-glow requirements. All neoprene construction. 


THERMOID POWERFLEX AND POWERFLEX WEDGE, FRACTIONAL AND MULTIPLE V-BELTS 
Static-resistant fractional and multiple V-belts in a variety of styles. Provide higher percent- 
ages of delivered power and offer top performance. Full size range. Write for complete details. 


THERMOID DIVISION p f H. K. PORTER COMPANY, INC. 


200 WHITEHEAD ROAD, TRENTON 6, NEW JERSEY 





onan “ - Baw 


END THIS » » e Removing snow by shoveling, or 


with salt, chemicals or cinders costs you money. It ties 

up manpower which could be used more productively. 

And you run the risk of over-exertion or injury. 
Chemicals and salt erode paving. Cinders require a 


clean-up job at the first thaw. None of these methods 
will really do an efficient job; there’s still the danger of 
someone slipping on an icy patch. What’s more, your 
business can be delayed due to snow-covered drives and 
loading-dock areas. 





WITH THIS « « » There is a better way — with 


a SPANGRID Steel Pipe snow melting system. 

Here’s a walk with a built-in snow melting system of 
pipe grids under the paving. It’s hooked into the build- 
ing’s steam heating system. At the first sign of snow, the 
system goes to work and automatically melts the snow 
as it falls. 

A SPANGRID Steel Pipe snow melting system costs less 
than you would think. In the long run it will pay for itself 


co? 


in materials, maintenance and manpower that’s saved. 

With sPANGRID, you get a dependable, top-quality steel 
pipe especially constructed for snow melting installations. 
Consult your piping contractor for complete details. Be 
sure he specifies SPANGRID Steel Pipe. 

SPANGRID Steel Pipe is one of the many fine products 
produced by National Supply Divi- rr 
sion, Armco Steel Corporation, Two  § ste) +> 


Steel’s Symbol 
of strength, 


~ . . long life, 
Gateway Center, Pittsburgh 22, Pa. 


s 
7 
Py and economy 


ARMCO National Supply Division 
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Purchasing 
Directors tell us 


Financial 
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TAA A 


Stability 
is important in the 
carrier they choose 


9, 


Shippers in the know’ respect the fact 
that J[f’operates in the black! 





Businessmen know from experience that a 
financially healthy company is a good one 
to do business with. Selecting a bank or 
choosing a supplier, you look for careful 
management, progressive thinking, efficient 
operation. 

When you invest valuable time and 
money in transporting raw materials or fin- 
ished products, it makes equally good sense 
to entrust them to a successful carrier! 

Last year, D-C again maintained an im- 
pressive operating ratio while moving more 
than a billion pounds of freight. That’s why 
D-C has money to plow back into new 


DENVER CHICAGO TRUCKING CO., INC. 


the ONLY 


direct coast-to-coast 


Key— carrier! 


equipment, preventive maintenance, ex- 
panded terminal facilities. 

With million dollar morale top to bottom 
and coast-to-coast, D-C specializes in serv- 
ice that benefits everyone. More daily sched- 
ules from 18 key cities. Less time on the 
road or in a terminal. It’s the service you'll 
profit from when you choose the Depend- 
able Carrier for your next shipments! 
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WHEN YOU NEED SPECIALS If your product calls for special bearings or hardened 
and ground precision parts, Aetna’s many years of specialization in these areas can save 
you money. In fact, many times, original equipment manufacturers find their problems 
have already been studied and resolved by Aetna’s engineers and that tooling is avail- 
able. For other special units, Aetna can step in at any point —from research through 
design, testing, or production, to help solve your specific problem. Ask your Aetna 
representative —listed in your classified telephone directory—for detailed information 
on our design and production facilities, and outline your anti-friction or parts needs 
for our study, consideration, and recommendations. 








AETNA BALL and ROLLER BEARING COMPANY 4600 SCHUBERT AVE. 
DIVISION OF PARKERSBURG-AETNA CORPORATION CHICAGO 33, ILL. 


ANTI-FRICTION SUPPLIERS TO LEADING ORIGINAL EQUIPMENT MANUFACTURERS SINCE 1916 
For More Facts Write No. 199 on Information Card—Last Page 
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Calendar of Coming Events 
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Aug. 28-Sept. 1. American So- tion Maintenance Show, 
ciety of Mechanical Engi- Hotel Sheraton, Philadel- 
neers: Second International phia, Pa. 

Heating Conference, Uni- 

versity of Colorado, Boul- Sept. 27-28. American Die Cast- 

der, Colo. ing Institute: Annual Meet- 
ing, Edgewater Beach Hotel, 

Sept. 11-15. Instrument Society Chicago, Ill. 
of America: 16th Annual 
Meeting, Fall Conference Sept. 28-29. American Produc- 
& Exhibition, Los Angeles, tion and Inventory Control 
Calif. Society: 4th Annual Nation- 

al Conference & Technical 

Sept. 12-14. Plant Engineering Exhibit, Pick Congress 
& Maintenance: 3rd South- Hotel, Chicago, Ill. 
eastern Show, Greensboro 
Memorial Coliseum, Greens- Oct. 2-6. National Hardware 
boro, N. C. Show, McCormick Place, 

Chicago, Ill. 

Sept. 14-15. American Society 
of Mechanical Engineers Oct. 9-11. National Electronics 
and American Institute of Conference, International 
Electrical Engineers: Engi- Amphitheatre, Chicago, Ill. 
neering Management Con- 
ference, Hotel Roosevelt, Oct. 10-12. American Standards 
New York, N.Y. Association: 12th National 

Conference on Standards, 

Sept. 18-20. Standards Engi- Rice Hotel, Houston, Tex. 
neers Society: Tenth An- 
nual Meeting, Hotel Sher- Oct. 23-27. National Business 
man, Chicago, IIl. Show: Coliseum, New York 

City. 

Sept. 21-22. Missouri Valley 
Electric Association: Pur- Oct. 23-27. American Society for 
chasing & Stores Commit- Metals: Cobo Hall, Detroit, 
tee, Sheraton Jefferson Mich. 

Hotel, St. Louis, Mo. 


INDUCTION - CONSUMABLE - LEADED 


18-20. National Packaging 
Sept. 25-26. Steel Founders’ So- Forum: Twenty-third An- 
ciety of America: Fall nual Meeting, Biltmore 
Meeting, The Homestead, Hotel, New York, N. Y. 
Hot Springs, Va. 


He 52100 nouss 


18-20. Purchasing Agents 

Sept. 25-28. American Welding Association of Tulsa and 
Society: Fall Meeting, Adol- University of Tulsa: Fourth 
phus Hotel, Dallas, Texas Petroleum Industry Pur- 


ae chasing Management Semi- 
Sept. 26-28. Institute of Sanita- inar, Western Hills Lodge, 


tion Management: Sanita- Tulsa, Okla. 


SUBSCRIPTION CORRESPONDENCE AND CHANGE OF ADDRESS: Write to Circulation STEELS ING. 
Department, PURCHASING Magazine, 205 East 42nd Street, New York 17, N. Y. | i 


Please give title and company affiliation in all correspondence. Notify us promptly 
of ony change of address. Be sure to give old as well as mew address; include 


. . 
postal zone number, and new company name and title. Enclose address label from Union, N. J. . Wethersfield, Conn. 


a recent issue, if possible. Since mailing labels are addressed in advance, please . . 

allow 5 weeks for change to become effective Detroit, Mich. - Melrose Park, iil. 
a : For More Facts Write No. 200 

on Information Card—Last Page 
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WHEN YOU NEED SPECIALS If your product calls for special bearings or hardened 
and ground precision parts, Aetna’s many years of specialization in these areas can save 
you money. In fact, many times, original equipment manufacturers find their problems 
have already been studied and resolved by Aetna’s engineers and that tooling is avail- 
able. For other special units, Aetna can step in at any point —from research through 
design, testing, or production, to help solve your specific problem. Ask your Aetna 
representative —listed in your classified telephone directory—for detailed information 
on our design and production facilities, and outline your anti-friction or parts needs 
for our study, consideration, and recommendations. 
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Calendar of Coming Events 
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Aug. 28-Sept. 1. American So- 
ciety of Mechanical Engi- 
neers: Second International 
Heating Conference, Uni- 
versity of Colorado, Boul- 
der, Colo. 


Sept. 11-15. Instrument Society 
of America: 16th Annual 
Meeting, Fall Conference 
& Exhibition, Los Angeles, 
Calif. 


Sept. 12-14. Plant Engineering 
& Maintenance: 3rd South- 
eastern Show, Greensboro 
Memorial Coliseum, Greens- 
boro, N. C. 


Sept. 14-15. American Society 
of Mechanical Engineers 
and American Institute of 
Electrical Engineers: Engi- 
neering Management Con- 
ference, Hotel Roosevelt, 
New York, N.Y. 


Sept. 18-20. Standards Engi- 
neers Society: Tenth An- 
nual Meeting, Hotel Sher- 
man, Chicago, IIl. 

Sept. 21-22. Missouri Valley 
Electric Association: Pur- 
chasing & Stores Commit- 
tee, Sheraton Jefferson 
Hotel, St. Louis, Mo. 


Sept. 25-26. Steel Founders’ 
ciety of America: Fall 
Meeting, The Homestead, 
Hot Springs, Va. 


So- 


Sept. 25-28. American Welding 
Society: Fall Meeting, Adol- 
phus Hotel, Dallas, Texas. 


Sept. 26-28. Institute of Sanita- 
Q. 


tion Management: Sanita- 


tion Maintenance Show, 
Hotel Sheraton, Philadel- 
phia, Pa. 


Sept. 27-28. American Die Cast- 
ing Institute: Annual Meet- 
ing, Edgewater Beach Hotel, 
Chicago, Ill. 


Sept. 28-29. American Produc- 
tion and Inventory Control 
Society: 4th Annual Nation- 
al Conference & Technical 
Exhibit, Pick Congress 
Hotel, Chicago, Il. 

Oct. 2-6. National Hardware 

Show, McCormick Place, 

Chicago, IIl. 


Oct. 9-11. National Electronics 
Conference, International 
Amphitheatre, Chicago, Ill. 


Oct. 10-12. American Standards 
Association: 12th National 
Conference on Standards, 
Rice Hotel, Houston, Tex. 


Oct. 23-27. 
Show: 
City. 


National 
Coliseum, 


Business 
New York 


Oct. 23-27. American Society for 
Metals: Cobo Hall, Detroit, 
Mich. 


18-20. National Packaging 
Forum: Twenty-third An- 
nual Meeting, Biltmore 
Hotel, New York, N. Y. 


18-20. Purchasing Agents 
Association of Tulsa and 
University of Tulsa: Fourth 
Petroleum Industry Pur- 
chasing Management Semi- 
inar, Western Hills Lodge, 
Tulsa, Okla. 


SUBSCRIPTION CORRESPONDENCE AND CHANGE OF ADDRESS: Write to Circulation 


Department, PURCHASING Magazine, 
of ony change of address 
postal zone number, 
a recent issue, 


Be sure 


if possible. Since 


Avucust 28, 1961 


205 East 42nd Street, 
Please give title and company affiliation in all correspondence 
to give old as well as new address; 
and new company name and title. 


mailing labels are addressed 
allow 5 weeks for change to become effective 


New York 17, N. 

Notify us promptly 
include 
Enclose address label from 
in advance, please 
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PETERSON 
STEELS, INC. 


Union, N. J. 


Detroit, Mich. - Melrose Park, Ill. 
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There's no catalog reaching and part number 
seeking when determining shaft sizes for C/R 
oil seals. You can tell from the stock number 
immediately. 

Take the number on the illustrated box 
above: 13830—this C/R seal fits a shaft with 
a diameter of 134” or 1.375”. Easy, isn’t it? 
C/R has the only numbering system in the 
industry that makes sense. Besides this, C/R 
part numbers are included on the inside of the 
tuck-in flap on the box for cross reference. 

The C/R catalog is simple and easy to under- 
stand, too, making ordering and identifying a 
pleasure for a change. Here’s a corner from 
the C/R catalog—showing all the valuable 
information (including shaft dia.) needed to 
get the correct C/R oil seal replacement. Be 
sure you have your C/R oil seal catalog. 


SEAL OF PROVED PERFORMANCE 


OIL SEAL 


STOCK NUMBERS 
TELL YOU SHAFT SIZE 


WHETHER 
REACHING FOR 
THE C/R 

PACKAGE 


| OR REACHING FOR 
THE €/R CATALOG 








IMMEDIATELY! 


Remember to keep downtime costs at a min- 
imum...always replace—never re-use old oil 
seals. Your source for new C/R oil seals is 
your C/R Bearing Specialist—a valuable mem- 
ber of your engineering and maintenance 
teams. 


CHICAGO RAWHIDE MANUFACTURING COMPANY 
SERVICE SALES DIVISION + CHICAGO 22, ILLINOIS 


in Canada: Chicago Rawhide Products Canada Limited, Brantford, Ontario @ Export: Geon International Corp., Great Neck, New York 
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Purchasing Pointers 
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PURCHASED PARTS DISPLAY TELLS ALL—Vendors don't have to guess at what 

GM's Saginaw Steering Division purchasing department wants 

in the way of price and value. Volume purchased parts are 
displayed regularly in a large area, along with a handbook 
that lists every part number, description, function, and ap- 
proximate annual usage. "Can you suggest ways to improve the 
quality and reduce the cost of these items?" purchasing asks. 
"Check the display often, because other items will be shown." 


KEEP AFTER PACKAGING STANDARDIZATION—How many times are purchased parts 
moved from container to container before they reach the 
production line? If it's more than once, check your vendor's 
packaging. If he can standardize on containers that can be 
rested, for example, so that parts don't have to be transferred 
to storage racks, you'll eliminate one costly materials 
handling operation. And you may be able to cut down on the 
number of different types of lift trucks you need in the plant. 


WHAT MORE CAN A VENDOR DO?—The idea isn't exactly new, but you may 
have been neglecting it lately: a survey of vendor facilities. 
Companies are merging, expanding, and diversifying rapidly. 
Keep yourself informed about what they can do for you by 
making regular checks on their capacities, special skills, 
new departments, product lines, plans for the future, etc. 
You'd be surprised how often a salesman will fail to keep 
you up on company developments that might be of help to you. 


GOT AN IDEA? PUT IT ON A PEGBOARD—The pegboard as part of a value 
analysis display is standard equipment in many purchasing 
departments. But there are many other ways this simple device 
can be used effectively right in your department—for 
rotating displays of educational material, performance charts, 
company products, etc. One word of warning: if you use the 
board, keep it attractive and up to date. Change exhibits 


around before they get stale and dusty, post a real surprise 
occasionally. 


WANT TO CUT DOWN ON LETTER COSTS?—The cost of a typed letter is already 
high, but it shoots 'way up when a typing error is made. 
Help your harried typists by supplying them with some of the 
new items for correcting typing mistakes easily and quickly. 
One is a white coated paper that is placed over the mistake. 
When the same key is struck against the paper, the mistake 
on the original is eradicated. Another is a white fluid that 
is painted over the original, leavirg a clean space so that 
the right letter can be typed in. 
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Enjay bends every effort to 
bring you on-time deliveries 





Enjay products follow the fastest path to your 
plant, using whatever transportation facilities 
are needed to meet your delivery requirements 
on time. 

Coastal ships carry Enjay chemicals to major 
U.S. ports. Push-tow barges travel the inland 
waterways, while pipelines provide an integral 
link to many of our customers. Tank cars and 


tank trucks reach every corner of the country 
with high-quality Enjay products. 

From supply points strategically located coast- 
to-coast, Enjay speeds its products to you. If 
dependable deliveries are important to your oper- 
ations, it will pay you to learn more about Enjay. 
You can do so by writing to Enjay at 15 West 
51st Street, New York 19, N.Y. 


EXCITING NEW PRODUCTS THROUGH PETRO-CHEMISTRY 


ENJAY CHEMICAL COMPANY 


A DIVISION OF HUMBLE OIL & REFINING COMPANY 


For More Facts Write No. 202 on Information Card—Last Page 
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What Good 


Are Reports? 


PuRCHASING MAGAZIN! 
AucustT 28, 1961 


EDITORIAL 





6 
Dow YOUR CHAPS have enough to do without being 
forced to make all kinds of reports on what after all are their 
routine activities?” 

“Don’t you need armies of clerks to handle all the paperwork 
involved in making reports and filling out forms?” 

“Why go to the bother of inundating management with a mass 
of information already available to them through other channels?” 


These are questions a number of British purchasing officers 
put to me during seminars conducted for Materials Management 
International. The questioners were curious about some of the 
techniques becoming popular in American purchasing depart- 
ments. Their comments were more inquisitive than critical, but 
were very much to the point. They were particularly concerned 
that we might be wasting our time and effort on such things as 
cost reduction reports and vendor evaluation reports. 


To give a sensible answer to the Britons’ questions, we have 
to ask ourselves several other questions: Is the information we 
collect in reports of value to ourselves and to our management? 
Is it being reported properly, or are we misusing or abusing 
reports? Are the reports producing the results we expect from 
them? 


Only if the answer to all three is “yes” can we justify the use 
of a form or a report that takes more than a few minutes of a 
buyer's time. 


Cost reduction data, for example, is definitely of value to 
purchasing and management. It should be reported regularly. 
(Don’t fall for the argument that management will hear about it 
anyway. Management will hear about your failures, but you are 
the only one who will report your achievements.) But cost re- 
duction reports that are doctored versions of routine activities 
are foolish and dangerous. And if the reports and the buyers 
who make them are not properly evaluated—not merely on the 
basis of dollar volume, but on imagination and skill—they eventu- 
ally will cause you trouble by breeding discontent instead of 
healthy competition among buyers. 


So it is with any other reports. If in your judgment they are 
worthwhile and producing results, you need not feel guilty about 


asking your people to spend time on them. But if you can’t honestly 
justify them, get rid of them before you’re buried by them. 
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How Much Should 
Purchasing Cost? 


Tue AVERAGE purchasing department spends 
$4.68 to issue a purchase order. Its operating costs 
amount to less than one percent of its purchases— 
specifically 0.8%. 

PURCHASING Magazine arrived at these averages 
from a survey it sent to 2,500 P.A.’s in all types of 
industries. If you’re interested in seeing how your 
department compares with the average, here’s how 
to do it: 

(1) Add up your annual purchasing department 
budgets for salaries, telephone, travel, telegraph, 
supplies, and miscellaneous expenses. 

(2) Determine what part of these expenses is 
for strictly purchasing activities (buying, expedit- 
ing, value analysis.) Exclude costs of any jobs 
handled by your department which may not be 
handled by purchasing departments of other com- 
panies. These extra duties would include receiv- 
ing, shipping, inventory control, traffic, and many 
others. 

(3) After you determine your “pure” purchas- 
ing expense per year, divide this figure by the 
number of purchase orders issued annually. This 
gives you your cost-per-order. To determine your 
operating costs take your pure purchasing cost 
and divide it by your annual dollar volume of 
purchases. This will tell you how much it costs to 
spend a dollar. As noted before, the average oper- 
ating cost for the P.A.’s taking part in this survey 
was 0.8¢. 

If your costs prove to be much higher than 
average, it doesn’t necessarily mean that you’re 
less efficient than the average purchasing depart- 
ment. Nor does it necessarily mean that you’re 
doing an exceptionally good job just because your 
costs are lower than average. It’s easy to have 
low costs if you’re understaffed. On the other 
hand, creative purchasing requires high-priced 
manpower. This naturally boosts operating costs 
but the extra expense is probably negligible when 
compared with the amount a skilled purchasing 
department can save through cost reduction. 

In line with this, one of the more interesting 
findings of the survey is that half the respondents 
say they do not have a large enough budget to do 
a first-rate purchasing job. Among the dissatisfied 
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By Dean Ammer, 


Executive Editor 


P.A.’s were many with relatively high operating 
costs and above average cost-per-order ratings. 
One P.A., for example, reported that he spends an 
average of 2.2¢ for each $1.00 of purchase volume 
and has a cost per order of $25.20. Does his higher 
than average cost mean that his department is 
overstaffed and inefficient? Not necessarily. His 
costs could be high and he could still be under- 
staffed for a number of reasons: 

—It costs small companies more to spend $1.00 on 
purchases. A very small company requires the 
same types of materials, supplies and services as 
a larger company in the same industry. As a result, 
it issues almost as many orders as the larger firm. 
This means it has almost as much purchasing 
paperwork as the larger company even though 
the average value of its orders is much lower. A 
company with a $1 million purchasing volume 
might issue about 6,000 orders per year while a 
company with a $10 million volume might issue 
10,000 orders. The smaller firm has a purchase 
dollar volume that is only 10% of the larger com- 
pany’s, yet it supports a clerical workload that is 
60% as great. Even though it may save a little on 
salaries, the cost of spending $1.00 is inevitably 
much higher for the small company. 

—Cost per order rises when purchase order volume 
goes down. This is another reason a purchasing 
department may have higher than average costs 
and still not be inefficient. Take the case of a 
company that issued 10,000 purchase orders per 
year and had an annual budget of $80,000. Its cost 
per order would have been $8.00 ($80,000/10,000 
orders per year). Suppose it changed its purchas- 
ing procedures, grouped more of its orders, or 
used blanket orders for repeat purchases. Because 
of these changes the number of orders issued 
might drop from 10,000 to 5000. This 50% reduc- 
tion in the number of purchase orders issued 
naturally wouldn’t cut the department’s expense 
anywhere near that much. There would be some 
saving on paperwork but most other expenses 
(for example, buyers and purchasing agents’ 
salaries) would go on as before. Expenses might 
drop to $75,000 and, as a result, cost per order 
would actually rise from the old $8.00 figure to 
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$15.00 ($75,000/5000 purchase orders per year). 


This means that even though the department is 

operating more efficiently than before, its cost of 
issuing an order has risen. 
—Costs vary in different industries. This is one 
more reason why a purchasing department's costs 
may be higher than average even though the de- 
partment is doing a good job. Some industries have 
inherently high purchasing costs; others have in- 
herently low costs. Both cost per order and the 
cost of spending $1.00 on purchases are highest 
in industries like electronics and aircraft where a 
company may buy tens of thousands of high pre- 
cision parts. No single item generates much dollar 
volume but each requires lots of purchasing time 
because of quality and delivery problems. 

For the most part, however, variations in pur- 
chasing costs in different industries are not partic- 
ularly important (see tables pgs. 72, 73). For ex- 
ample, the food, textiles and tobacco industries 
have the lowest cost for spending $1.00, the aver- 
age coming to little more than half a cent (0.63¢). 
On the other hand, they had the highest average 
cost for issuing an order: $6.92. At the other end 
of the scale, organizations selling services (rail- 


This is the first of a series of three articles on measuring 
administrative efficiency in the purchasing department. 
The second article in the series, to be published in the 
Sept. 11th issue, describes how a medium-sized company 
used time study techniques to measure the cost of its 
purchasing cycle. The third, to be published in the Sept. 
25th issues, describes how you can use work sampling 
techniques to measure efficiency and improve performance. 
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roads, government, hospitals, schools, etc.) had 
the highest average cost of spending $1.00—1.18¢ 
and the lowest cost per order: $4.44. The narrow 
spread between purchasing costs in these industries 
is trival when you consider the wide differences 
in purchasing problems. Food, tobacco, and textile 
industries all spend a large percentage of their 
sales dollar on relatively few raw materials. Each 
purchase order for raw material gets a great deal 


of attention (thereby raising cost per order) but 


each order also accounts for a substantial amount 
of money (thereby reducing cost of spending $1.00). 

Service industries, on the other hand, buy no 
productive raw materials. Their purchasing agents 
devote all their time to buying supplies. As a 
result they issue a great many low-value orders. 
They don’t spend much time on each order so 
cost per order is relatively low, but the cost of 
spending $1.00 is high since it takes so many more 
orders (and paperwork) to generate a given dollar 
volume of purchases. 

As the tables show, differences within industries 
are much more important than differences between 
industries. For example, the food, tobacco, and 
textile group and the services group include com- 
panies which spend less than $2.00 to issue an 
order, they also include companies that spend 
more than $10. 

It might seem that the larger companies in a 
particular industry would have lower costs per 
order than the smaller companies in the same 
industry. Theoretically, the larger companies can 
make greater use of mechanization and can divide 





How Much Does It Cost. to 


Metal Products (Including Instruments, and Transportation Equipment) 


COST PER ORDER 


Volume of Purchases High 
Less than $5 million $9.60 


$5 to $20 million $7.00 $2.80 
Over $20 million $10.20 $2.50 


COST TO SPEND $1.00 
$0.0240 $0.0022 
$0.0140 $0.0040 
$0.0115 $0.0028 

Average Cost per Order for Industry: $5.04 

Average Cost to Spend $1.00: $0.0084 


Typical Company 
Low (Mode) 


$2.40 
$4.40 
$6.80 


Less than $5 million 
$5 to $20 million 
Over $20 million 


$0.0080 
$0.0070 
$0.0040 


Primary Metals, Mining, and Construction 


COST PER ORDER 


Volume of Purchases 
Less than $5 million 


$5 to $20 million 
Over $20 million 


Typical Company 
Low (Mode) 


High 
$10.00 $4.20 
$9.10 $1.80 
$12.60 $3.60 


COST TO SPEND $1.00 


$0.0140 $0.0022 
$0.0245 $0.0022 
$0.0180 $0.0025 


Average Cost per Order for Industry: $5.41 
Average Cost to Spend $1.00: $0.007 


$5.70 
$5.40 


Less than $5 million 
$5 to $20 million 
Over $20 million 


$0.0080 
$0.0050 
$0.0035 


Institutions and Governments 


COST PER ORDER 


Volume of Purchases 
Less than $5 million 
$5 to $20 million 
Over $20 million 


Typical Company 
(Mode) 
$4.00 


$5.50 
$4.50 


Low 
$1.20 
$2.50 
$3.20 


COST TO SPEND $1.00 
$0.0280 $0.0030 


$0.0250 $0.0016 
$0.0120 $0.0024 


Average Cost per Order for Industry: $4.44 
Average Cost to Spend $1.00: $0.0118 


High 
$9.70 
$14.00 
$10.50 


Less than $5 million 
$5 to $20 million 
Over $20 million 


$0.0150 
$0.0070 
$0.0050 


work among purchasing personnel more efficiently. 


But as the tables show, this isn’t necessarily true. 
Some large companies have a high cost per order; 
others are on the low side. The same pattern (or 
lack of pattern) holds for smaller companies. 
Apparently, cost per order depends more on in- 
dividual ordering procedures and basic policies 
than on size. Purchasing departments that group 
purchases, use blanket orders, and have well-paid 
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people working on cost reduction inevitably have 
higher order costs than departments that simply 
fill each requisition they receive. 

There is a relationship, however, between the 
size of the company and its cost of spending $1.00. 
In general, the bigger companies operate their 
purchasing departments more efficiently in relation 
to their purchasing dollar volume. For example, 
the table shows that it might cost a primary metal 
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Run a Purchasing Department? 


Food, Textiles, and Tobacco 


COST PER ORDER 
Volume of Purchases High Low 
Less than $5 million $12.70 $4.60 $6.30 
$5 to $20 million $12.20 $3.50 $4.95 
Over $20 million $6.20 $1.80 $5.90 


COST TO SPEND $1.00 


Less than $5 million $0.0160 $0.0055 $0.0095 
$5 to $20 million $0.0090 $0.0022 $0.0040 
Over $20 million $0.0042 $0.0015 $0.0020 
Average Co;t per Order for Indus‘ry: $6.92 
Average Cost to Spend $1.00: $0.0063 


Typical Company 
(Mode) 


Chemicals, Petroleum, and Paper 


COST PER ORDER 
Volume of Purchases High Low 
Less than $5 million $10.00 $1.95 $3.90 
$5 to $20 million $13.00 $2.05 $5.50 
Over $20 million $12.80 $4.80 $7.60 


COST TO SPEND $1.00 


Less than $5 million $0.0240 $0.0038 $0.0080 
$5 to $20 million $0.0120 $0.0020 $0.0060 
Over $20 million $0.0084 $0.0030 $0.0056 


Average Cost per Order for Industry: $5.70 
Average Cost to Spend $1.00: $0.0074 


Typical Company 
(Mode) 


Non-Metallic Products (Wood, Rubber, Stone, Clay, etc.) 


COST PER ORDER 


Typical Company 


Volume of Purchases High Low (Mode) 


Less than $5 million $13.80 $2.25 
$5 to $20 million $10.75 $2.40 $4.20 
Over $20 million $8.20 $3.30 $6.70 


COST TO SPEND $1.00 


Less than $5 million $0.0180 $0.0035 $0.0090 
$5 to $20 million $0.0155 $0.0022 $0.0075 
Over $20 million $0.0095 $0.0024 $0.0046 


Average Cost per Order for Industry: $5.56 
Average Cost to Spend $1.00: $0.0082 


producer or mining company about 0.4¢ to spend 
$1.00 if its volume of purchases were $20 million, 
but it might cost 0.8¢ if volume were $2 million. 

It doesn’t take an IBM computer to find out that 


each $1.00 of purchase volume. 

Chances are the higher cost purchasing depart- 
ment is making the greater contribution to com- 
pany profit. But there’s no denying that manage- 
a purchasing department with a $14 million pur- ment is impressed with low operating costs. Only 
chasing volume and which spends 1.4¢ for each by having a sound understanding of its operating 
$1.00 of purchases, has more people making higher costs and of how much it saves the company 
salaries than a department with a $16 million through cost reduction can a high-cost purchasing 
purchasing volume which spends only 0.4¢ for department substantiate its case. END 
Avucust 28, 1961 
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THE BIG ROLE OF THE 
One-Man 


Purchasing Department 


Many SMALL companies rely 
on the purchasing department to 
keep production going practically 
on a day-to-day basis. They need 
many different items, but they 
can’t afford to stock much of any 
one. The combination of diversi- 
fied needs and minimum inven- 
tories means that purchasing has 
to place without 
and must make sure that 
are shipped promptly. 
That’s why Bill Matthews’ one- 
man-and-a-girl department clears 
out all requisitions daily. “We 
must keep moving,” he says. “Our 
inventories are small, 


orders delay 


£0 yds 


and in our 
type of business we need every- 
thing immediately.” 

Matthews is P.A. for the Pan- 
nier Corp., Pittsburgh, Pa., a small 
but well-known manufacturer of 
marking devices. It makes rubber 
printing plates and stamps, print- 
ers, and tag embossing machines. 
Raw material requirements run 
heavily in the rubber, plastics, 
and metals strip lines. In addition 
to these, purchasing buys a wide 
variety of castings and mechani- 
cal parts. 

To keep materials moving and 
handle 100 or so orders a week 
comfortably, Matthews uses a 
straightforward buying system 
that avoids frills, yet covers all 
the bases. He does the buying, 
expediting, and invoice checking. 
His secretary takes care of order 
typing, distribution, and filing. 

Matthews works closely with 
production through the shop fore- 
men who write all requisitions. 
He has found two ways to 


simplify their task: standardized 
descriptions, and traveling requi- 
S1tT10Ns. 

“At time,” he explains, 
‘foremen didn’t get a copy of the 
purchase order, so they had noth- 
ing to go on when they had to 
write a requisition. Descriptions 
varied and frequently the specifi- 
were not clear. When 
Matthews began sending foremen 
copies of purchase orders he end- 
ed most of this uncertainty. A 
requisitioner who has a previous 
ler to refer to when re-order- 
ing is soon using standard termi- 
nology and talking in the language 
of the trade. 

Recently purchasing started to 
put certain items on traveling 
requisitions. So far t.r.’s cover 
metal strip used in the 
stampings department, but Mat- 
thews expects to cover all stock 
items before long. By gradually 
changing over now, he is antici- 
pating the plants move to larger 
quarters. There, stock will be 
centralized, instead of divided 
among the using departments, and 
the permanent type of requisi- 
tion will be especially useful. 


one 


cations 


or¢ 


1 
only 


Cards Last Five Years 


Matthews has tried to get as 
much data on a 5”’x8” traveling 
requisition card as is reasonable 
without crowding. There is space 
to list 30 purchase orders, 15 on 
each side, which gives the cards 
an average life of five years. In- 
of providing a predeter- 
mined number of lines for descrip- 
and boxes labeled “size”, 
number”, “drawing num- 
Matthews has made 
the form more flexible by leaving 
a large blank space for descrip- 
tions and specifications. A similar 
space on the reverse side of the 
card has room for up to six sup- 
plier names and addresses. 


stead 


tions 
“part 
ber” 


etc., 


Pannier’s purchase order sys- 
tem is equally efficient. A stand- 
ard purchase order set has six 
parts: original and acknowledg- 
ment copy for the vendor, a copy 
for the requisitioner, and one for 
receiving. Purchasing keeps two 
copies: one for the order file (by 
vendor), and a follow-up copy. 

Matthews makes each copy 
work. In fact. one of the reasons 
he added the foremen’s copy some 
time ago was to answer the com- 
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PURCHASE ORDER FOLLOW UP 


To Date 
WE HAVE NOT RECEIVED SHIPMENT 


mon question “Did you place my 
order?” as well as to make requi- 
sition writing easier. 

Each follow-up copy is filed 
chronologically in a forward file 
which is checked one week after 


Ot Order Dated 
If Order Will Be Delayed, Give Reason 





the order has been placed. Mat- 
thews secretary first finds out if 
the order has been acknowledged 
When Will You Ship sectacs or delivered. Then, if delivery is 
aie unsatisfactory, she gives it to Mat- 
, thews who checks the vendor. 
Did You Ship As Requested ‘ 

When material comes in, the re- 
ceiving department uses its copy 
of the purchase order as a re- 
ceiving report and returns it with 
a packing list to purchasing. The 
secretary matches the receiving 
report and the packing list with 
the purchase order open file copy 
and holds them for the invoice. 
A few times a week Matthews 
checks and approves invoices for 
payment. Then the original in- 
voice, receiving report, and pack- 
ing list go to accounting. Pur- 
chasing closes its file with an in- 
voice copy. For quick reference, 
Matthews’ secretary keeps a 
numerical list of order numbers 
For orders not followed up by telephone, Matthews which she checks off when the 
uses a double postcard to check delivery schedules. order is complete. P END 


Signed by 











QUANTITY | oRoER no. Rewaans 


PANNIER TRAVELING REQUISITION 


Pannier P.A. William A. Matthews: Pannier’s traveling requisition solves a space problem by simply leav- 
He’s made a science out of one- ing a blank strip across the top for descriptions and specifications. 


man purchasing. Vendors’ names and addresses go in a similar spot on the reverse side. 
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How Purchasing 


Uses Polaroid Pics 


P urcHasiNG has always used written com- 
munications effectively. Now it’s also employing a 
visual tool—Polaroid photographs—to do a better 
buying job. 

For several years Polaroid cameras have been 
used in purchasing departments to take photos of 
materials and parts that were damaged in transit 
or which had defects when they left the vendor. 
P.A.’s found that by sending a vendor a picture of 
a damaged or defective part it was much easier 
to work out reject problems. 

But now, in addition to this fairly standard use 
of the Polaroid, a number of purchasing depart- 
ments have come up with new and unusual ways 
to employ the camera which are illustrated on these 
pages. Natural y, the main reason a Polaroid has 
been used is its speed—you can get a print in 10 
seconds. 


United Machine & Tool Co., 

has found Polaroid photos a big help 

in making decisions on whether 

or not to buy used machinery 

for renovation and resale. 

Field men take photos of the machines 
and then forward the shots 

to purchasing. Here a member 

of United Machine’s purchasing department 
studies a photo of a piece 

of machinery while talking on the phone 
to the owner about the machine's 
operating characteristics. 


At Lever Brothers 10-second photos are used by draftsmen to pre- 
pare blueprints for revisions to plant equipment and to guide 


purchasing in buying the materials and parts needed to make the 
revisions. 


Photo on the far left is typical of the Polaroid pics which Hamilton 
Standard Corp.’s purchasing department sends to vendors. The 
item shown is a clay model of an engine for an aircraft air con- 
ditioning system. One metal part has been worked into the clay 


mock-up to show the supplier exactly how the part fits into the 
final assembly. 


Hamilton Standard also uses the Polaroid as proof that goods 
were received in damaged condition. As the adjacent photo 
shows, rails protruding through the wooden packing crate 
punctured a section of the propellor mounting causing it to rust. 
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In a reverse twist, S&C Electric Co. photographs 
loaded cars before shipment and sends the print to 
its customer to prove that the shipment 

was blocked correctly. 


Harold Taft, P.A. for the Taft Chinaware 
company, photographs merchandise as it 
is unpacked and mounts the prints in a 
special inventory book. He finds the 
book simplifies the job of reordering the 
many different patterns of chinaware 
and crystal that the company buys. 





$ 


Casting department at I-T-E  Circuit- 
Breaker Co. photographs defective cast- 
ings (left) which are sent to purchasing for 
use in working out reject and charge-back 
negotiations. 

The “1” and “2” markings on the print 
(below) indicate location of the defects. 





Review purchase req. for details” 
Distribute purchase req. to buyers 
Pull travel. reqs. to match stock stat 
Review travel. reqs 

Prepare new or revised travel. req 


Screen purchase reqs. against surf 


REQUISITIONS 


Establish order quattity on Wavel.¢ 


Selection of vendors 
Typing of req. inquiries 
Dispatching blanket 
Filing of open inquirie 


Matching quotes with open inquiries 


INQUIRIES 
AND QUOTATIONS 


Process reqs. for typing of P.O. & intr. pit. req 
Dist. of P.O. and purchase reqs 

Schedule arrival of mt 

Expediting — first step 
Expediting — second step 

Negotiation contracts 

Type P.O 

File P.O. & intr. pit. reqs 

Closing out open P.O. against re a 
Handwriting blanket order releases 

Type intr. pit. reqs 


Interview salesmen and arrange meetings 


PURCHASE ORDERS 


Determination of vendor's qualifications 
Review vendors’ ack 
Maintain order register 


Pertormance complaints 


Direct supv. rec. & storage 
Review overshipments & sub 
Process collect frt. bills and re 
Note ai! claims for traffic 


Planning storage arrange 


o 
z 
= 
a 
o 
a 


Super. of mt!. tagged for W.O. & Est 


AND STORAGE 


Checkup on Plant 


Purchasing 


A UNIQUE procedural chart is 
helping Celanese Corporation’s 
headquarters purchasing group 
keep track of operations in 28 
plant purchasing departments. 

Each plant purchasing super- 
intendent periodically completes 
the 18” x 36” chart, using a sim- 
ple set of symbols (see illustra- 
tion, which shows form in two 
sections.) Then it goes back to 
Celanese headquarters at Char- 
lotte, N.C., for review by Direc- 
tor of Purchases Henry Michel 
and Assistant Director Frank C. 
Campbell, Jr. 

The charts make it easy for 
Michel or Campbell to compare 
titles, responsibilities, and work- 
loads of purchasing personnel at 


different plants. In discussions 
during regular visits to the plants 
they can determine whether the 
differences are based on local con- 
ditions or whether they can be 
eliminated to make practice more 
uniform throughout the company. 

Campbell, who designed the 
form, points out that it’s not 
meant to force standardization on 
the plant purchasing superintend- 
ents. “It helps both them and us,” 
he says. “It gives the superintend- 
ent a chance to regularly and 
systematically review what his 
people are doing. And it enables 
us to check the whole purchasing 
organization, and pass ideas on 
personnel utilization from one 
plant to another. 
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ISSUIN 
AND SHIPPING 








Screen stock 





Serve on Stock nmittee 
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Mechanization Leads to 


Materials Management 


Thanks to a mechanized inventory control system, 


purchasing and stores at the Bettis Laboratory are now united 


under single management. The new materials system 


has cut costs, increased efficiency. 


By Oo. F. Kraft, Manager Inventory Materials, 


Bettis Atomic Power Laboratory, 


Westinghouse Electric Cor; 


A MECHANIZED purchasing 
and inventory control system is 
saving more than $100,000 a year 
at the Bettis Atomic Power Lab- 
oratory, Pittsburgh, Pa. In addi- 
tion to cutting both operating 
and material costs, the new sys- 
tem also makes possible: 

® Better inventory control by 
management; 

@ Streamlined materials organ- 
ization; 

@ Better service to using de- 
partments. 

Since mechanization of the in- 
ventory activity at Bettis (oper- 
ated by Westinghouse for the 
A.E.C.), the stores and purchas- 
ing functions have been merged 
into a single group called the in- 
ventory materials department. 
This unified responsibility under 
one management gives better con- 
trol over inventory and exploits 
mechanization to the fullest. The 
idea is now developing into an 
application of the materials man- 


Author Kraft (r.) and data processing 
supervisor W. J. Walter watch as W. L. 
Allison adjusts inquiry station controls 
to read out order and inventory status 
data. Kraft is responsible for both 
stores control and inventory buying 
at Bettis. 
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Pittsburgh, Pa. 


agement concept. The change has 
produced greater efficiency and 
improved communications. 

The mechanized system is an 
extension of machine ledger-keep- 
ing that was introduced in the 


laboratory in 1955. Initially it was 
programmed and operated on con- 
ventional tabulating equipment. 
But now it uses a small scale 
computer with random access 
(Please turn to page 82) 
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Whenever an item hits order point, computer system punches stores requisition 
card. After inventory controller determines required quantity, machine prints 
stores order release. As most inventory items are on annual open orders, 
releases take the place of purchase orders. For items not on open orders, 
requisition cards are used to prepare conventional p.o. 


When material is delivered, receiving department completes receiving card, 
and, in case of discrepancies, adjust- 
ment card. The two are used to pro- 
ACCOUNTING DEPT. -1 ‘a 
duce a receiving report that authorizes 
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Bid card does double duty as inquiry and quotation. Vendor enters quotes for 
items directly on cards which then go back to Bettis data processing for tabulation 
and evaluation. 


STORES VENDOR PERFORMANCE REPORT 


DATE 


Vendor performance report is typical of six reports prepared regularly by com- 
puter to help Bettis buyers. It shows number of late deliveries, rejections, shortages, 
and overages. 


memory. Under this system, all 
inventory work is operationally 
integrated. 

One of the distinct characteris- 
tics of the system is the stream- 
lined method of inventory con- 
trol. In developing the system 
emphasis was on maximum use 
of the machines to process the 
detail work then performed man- 
ually. Originally no attempt was 
made to superimpose the ma- 
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chines upon existing systems de- 
signed for effective manual oper- 
However, the machines 
have opened up completely new 
and different ways of performing 
daily inventory control operations 
and, in many instances, are mak- 
ing the manual methods obsolete. 

Here are some of the changes 
in philosophy and operations that 
contribute to improved inventory 
control: 


ations. 


(1) Signed individual requisi- 
tions are eliminated; in their 
place IBM cards are used as 
requisitions. 

(2) Vendors are not permitted 
to make partial shipments. In fact, 
a “No Partial Shipments” clause 
is made a part of each open order. 
If a partial shipment is made, 
the “Stores Release” is considered 
complete and closed-out. If a 

(Please turn to page 180) 
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Requisition Serves As Order Release 


By Philip Richardson Hill 
Material Supervisor 
Magnetic Research Corp 


A SWITCH to an open (blank- 
et) order system is saving us an 
amount equal to almost 1% of our 
material costs. By putting almost 
a third of our 7500 orders on an 
“open” basis we have cut paper- 
work substantially and made our- 
selves important to a few vendors 
rather than a nobody to many 
vendors. 

Only purchase order is 
written during the period covered 
by the order (usually a year). 


one 


Our redesigned requisition form, 
closely modeled after the p.o., is 
used as a release against the or- 


der. Requisitioners fill in amount, 
part numbers, and descriptions of 
items needed. 

The requisition has four parts, 
including a vellum like 
the one used in the purchase or- 
der. Requisitions used in the sys- 
tem are numbered with the num- 
ber assigned to the original open 
order. 

The first copy goes to inventory 
control then to purchasing. The 
fourth copy also goes to purchas- 
then back to the originator. 
No additional typing is necessary, 
since all releases are telephoned 
directly to vendors. 


master 


ing, 


The vendor 
does not receive any form except 
a copy of the original order. The 
third copy stays with the requisi- 
tioner. 


The vellum (second 
copy) goes to receiving where it 
is used to duplicate receiving in- 
formation for interested depart- 
ments. 

More than one-third of our an- 
nual total of 7500 orders are now 


master 


open orders and we hope to in- 
crease this number during the 
current year. We make special ef- 
forts to select only the highest 
type of vendor when placing or- 
ders, with the result that we have 
had problems minor 
ones at that—with only two open 
orders out of 2,500. We have been 
able to establish better relations 
with fewer suppliers, so that to- 
day, when a hot job hits us we 
have very little trouble getting 
extra fast delivery. P END 


and only 





SPECIAL INSTRUCTIONS 


DELIVERY IS A MAJOR CON! 


+ ALL INVOICES IN DUPLICATE 


OnGINATOR 


Requisition (r.) has been redesigned to conform, 
in general, to purchase order. Both forms have 


a vellum master, which goes to receiving 
where partial shipments are recorded 


and duplicate copies of receiving 
reports are run off for 
interested departments. 


PURCHASE 
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Changes in Air Cargo Make It 
A Much Better Deal 


Rate cuts, increased freight capacity, new types of planes, 


make air cargo much more inviting than it used to be. Here’s how 


to decide whether air cargo would pay off for you. 


\, ; 7 \ Ny; “ay 
SA y/ m 


By Thomas F. Dillon, 


Associate Editor 


Because of its low operating cost, the 
hinged tail CL-44D, manufactured by 
Canadair Limited, is expected to push 
air freight tonnage up while lower- 
ing air freight rates. The new plane 
has a maximum payload of 65,000 
pounds, a range of over 3,000 miles, 
and a maximum speed of 395 miles 
per hour. 


Aur FREIGHT 
ting and there is good 
to believe they will con- 
tinue to drop. If you have ever 
considered using air freight serv- 
ice and decided against it because 
the rates were too high, it might 
you to take a second look 
Three developments have 
air freight a good trans- 
portation buy for P.A.’s: intro- 
duction of new cargo aircraft, the 
expansion of air cargo capacity 
of conventional aircraft, and use 
of giant jets in passenger service. 


rates are get- 
lower, 


reason 


r 
pay 
now 


1 
Y lo 
maQt 


In June, The Flying Tiger Line 
and Seaboard World Airlines 
started testing a unique aircraft 
which promises dramatic develop- 
ments in the future of air cargo 
transportation. Built by Canadair, 
Ltd., the $5.5 million jet-prop 
CL-44D, is the first airplane to be 
manufactured as an_ all-cargo 
commercial air freighter. 

The new plane features 4 
hinged tail, which permits the en- 
tire tail section to swing aside for 
end loading of cargo. Ground 
loading and unloading time will 
be cut to minutes from the hours 
required to side-load other air- 
craft. 

The CL-44D’s huge capacity 
(it can carry a maximum payload 
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of 65,000 pounds versus 35,000 
pounds for conventional models) , 
has already affected the rate 
structure of the North Atlantic 
air cargo carriers. Anticipated use 
of the CL-44D in North Atlantic 
service has placed emphasis on 
volume shipments. To encourag 
such shipments, carriers have an- 
nounced reductions ranging up to 
65‘. of former rates. The new 
rates will become effective on 
September Ist. The change is ex- 
pected to boost North Atlantic 
air cargo volume 50%. 


New Use for Old Planes 


Domestically, air cargo capacity 
began to expand when turbine 
jet and pure jet planes replaced 
propeller-driven aircraft on pas- 
senger runs. The non-jets, “old 
before their time’, are being con- 
verted to cargo type aircraft 
Seats are being pulled out, win- 
dows are being barred up, and 
floors are being reinforced 

Even more cargo capacity is 
available in the new jets them- 
selves. These larger planes can 
carry more cargo than the piston- 
driven planes they replace. The 
DC-8 jet, with a full passenger 
load, can haul as much cargo on 
a transcontinential flight as a 
DC-4. And the greater speed of 
jets of course means more trips 
per week. 


Rates Are Going Down 


Lower domestic rates are be- 
ginning to reflect the airlines’ de- 
sire to fill their additional cargo 
space. One airline published three 
reductions in its air freight rate 
within four months. 

Airlines are working hard to 
make air cargo more attractive 
in other ways too: 

—Cargo facilities have been ex- 
panded and improved. 

—Scheduled freight service ei- 
ther direct or in cooperation with 
motor carriers is now provided 
to 5,000 domestic points and 160 
cities in foreign countries 

—The advantages of container- 
ization are now being offered th 
air shipper. 

—An electronic cargo reserva- 
tions system, similar to that used 
for passenger service, will soon be 
put into operation. 

—To reduce paperwork, airlines 
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With seats pulled out and cargo handling equipment built in, converted 
passenger planes, such as this Eastern Air Lines’ “Flying Freighter” 
are making more air cargo space available to the nation’s shippers. 
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Does It Pay to Go Air Freight? 


ITEM/ORIGIN [DESTINATION 


ALR FREIGHT 





CITIES OR ITEMS 
EVALUATION FORM 








SAVINGS IN INVENTORY COSTS 


Days of Invent 


y Saved 
Tra Pp 


tal (5-46-4748 


1. ANNUAL SAVINGS IN INVENTORY 


(35 days ) 


365 days 





SAVINGS IN WAREHOUSING COSTS 


12. Rent t 





ANNUAL GROSS SAVINGS 

16. Annual Savings in Inventory ¢ 
(from line 11) 

7. Annual Saving Waret 
(from line 15 


18. ANNUAL GROSS SAVINGS 
(16-417 





ADDED TRANSPORTATION COSTS 


19. Annual weight 


7. ANNUAL ADDED TRANSPORTAT 


COSTS 
25—26 





TOTAL ANNUAL NET SAVINGS 


3. Annual G S Savir 
fro e 18 


29. Annual Added Tra 


30. TOTAL ANNUAL NET SAVINGS FROM 


AIR FREIGHT 














Freight rates are only part of the cost of distribution. To get the whole picture you have to 
consider inventory and warehousing costs as well. This chart prepared by United Air Lines 
is designed to help you decide whether it would pay to ship by air. 


are investigating use of “single 
shipping document through rate 
service” in connection with motor 
carriers. 

Annual air freight ton miles 
have increased 45 times since 
1946, the first full year of air 
freight operations, but industry 
leaders say the growth so far is 
insignificant when compared with 
the potential that exists. They 
point to the fact that air freight 
still accounts for only one-half of 
one percent of the total intercity 
ton miles of freight moved by all 
forms of transportation in the 
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United States. 

Until now, two big obstacles to 
the growth of air freight have 
been limited cargo carrying ca- 
pacity and high freight rates. 
Now cargo capacity is ample bu‘ 
freight rates, though getting 
lower, are still high. At present, 
they average 22 cents per ton 
mile, while surface transportation 
rates average from three cents 
to 11 cents per ton mile. 

Yet the airlines contend that 
freight rates are only part of the 
distribution cost. The P.A. who 
does not consider “total distribu- 


tion costs,” they say, is fooling 
himself. 

S. G. Tipton, president of the 
Air Transport Association of 
America, says the initial higher 
expense of air freight is often 
justified, when all elements of 
distribution are considered. Tip- 
ton cites some examples: 

—A motorcycle manufacturer 
ships his vehicles by air freight 
completely assembled and _fac- 
tory-adjusted. His packing con- 
sists of wire strapping the motor- 
cycle to a dolly. Even though air 
freight rates are higher than sur- 
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face rates, the manufacturer 
figures he saves $7.50 wer machine 
by not having to reastemble and 
adjust the machine at « egtination. 

—Boeing Airplane § Company 
makes airplane engines on the 
East Coast and ships them to the 
West Coast for assembly to th« 
air frame. Previously the engines 
were packed in heavy metal con- 
tainers. When they go by air 
freight the engines are packed in 
zippered plastic bags and bolted 
to shipping stands. Boeing esti- 
mates it has saved $750,000 in 
shipping costs on the first 100 air- 
craft shipped in bags. 


One Warehouse Serves All 


—Raytheon Corporation has 
combined air freight with an auto- 
matic data processing system and 
is now able to serve its distribu- 
tors throughout the country from 
one warehouse in Westwood, 
Massachusetts. Raytheon has 
closed branch warehouses at 
Atlanta, Chicago, Los Angeles, 
Kansas City, and Memphis and 
three regional centers. Savings 
made by eliminating duplicate 
inventories have already hit $2 
million. Delivery time to cus- 
tomers is down from an average 
of seven days to one day. 

What should a P.A. know about 
air cargo in order to take ad- 
vantage of it? First, he should 
know something about the dif- 
ferent types of service available 
He should also know just how 
much air cargo service 
Finally, he should not auto- 
matically write off air cargo as 
“too expensive” without taking 
a good look at it. 

There are four types of air 
cargo service to choose from: air 
parcel post, air express, air 
freight, and air freight forwarder 
service. 


costs 


More Space Now Available 

Air mail and air parcel post 
have priority over all other cargo. 
Next comes air express, and 
finally air freight. However, with 
the increased air cargo capacity 
now available, space priority is 
not as important as it was at one 
time. 

When he uses air parcel post 
the P.A. is doing business with 
the Post Office department. The 


same size and weight limitations 
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governing surface parcel post 
govern air parcel post. In addi- 
tion, he can’t ship anything that 
may be damaged by low tempera- 
tures or high altitudes. Of course, 
with air parcel post, there is no 
pickup service. Shipments are de- 
livered as quickly as practicable 
by regular delivery service. Spe- 
cial delivery is not included in 
air parcel post rates and can be 
obtained only for an extra charge. 

Air Express is a service offered 
by R E A Express. Pickup and 
delivery service is included in air 
express rates. Since R E A Ex- 
press has an agreement with 
many airlines, it has a wide selec- 
tion of carriers to choose from in 
selecting the fastest schedule for 
your shipment. Also, when bad 
weather grounds aircraft, R E 4 
Express can use its surface trans- 
portation speed de- 
livery. 


system to 


Air freight is the cargo service 
furnished by the airlines them- 
selves. Air freight rates do not 
include pickup and delivery serv- 
ice. In other words, rates are 
quoted on an_ airport-to-airport 
basis. Arrangements can be made 
through the airlines for pickup 
and delivery service. 


How the Forwarder Operates 
Air freight forwarder service is 
offered by private companies 
which are customers of the air- 
lines. Forwarders operate their 
own trucks, buy space from the 
airline, and consolidate small 
shipments into large shipments. 
Their profit margin is the differ- 
ence between the they 
charge their customers for small 
shipments and the rates they are 
charged by the airlines for the 
consolidated = shipments. Air 


rates 


(Please turn to page 177) 


Air Versus Surface Transportation 


A comparison of time in transit, availability of pickup and delivery service, and 
rates on shipments of electric motors from New York City to Chicago 





ELECTRIC MOTORS 
SHIPPED FROM 


Days 
N.Y.C. TO CHICAGO 


Parcel Post No 


| 


Bus Package Express No 
REA Express 


Air Parcel Post 


Air Express 
Railroad 

Air Freight 
Freight Forwarder 


Motor Carrier 


1 


Air Freight Forwarder Yes | 


Pick Up | Delivery | 
Service | Service 


Yes se 


No 05 | 2.60 | 


Yes 


5 Ibs. 20 Ibs 40 Ibs. | 100 Ibs 
No Service 


2.25 | 290+ Maximum 


! | 


3.95 | 8.00 


4.68 6.70 | 12.81 


No Service 


— 20+ Maximum 


6.20 | 10.40 | 23.00 


4.00 
Minimum Charge—100* | 


6.00 
Minimum Charge—50+ 


6.01 
| Minimum Charge—100+ 


6.46 6.46 6.46 


| 7.05 


9.83 | 13.17 | 20.10 





Rates shown in this chart are for electric motors only. P.A.’s should check with 
their carriers to obtain the correct rates on other products. A rate relationship 
that holds true for one product is not necessarily valid for other products. 
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sales pitch on the p.o. Butters 

spends about $5 million a year 

and his department writes a pur- 

chase order on the average of 

every 15 minutes per day. As a 

result the product listing on the 

p.o. gets a great deal of exposure. 

Also on the purchase order is a 

| wreRESTING innovations have line which gives the vendor the 

been incorporated in the forms name of someone to contact at 

used by Leonard Butters, pur- Union Steel. This helps eliminate 

‘thasing agent for Union Steel misdirected mail and phone calls. 

Products Co., Aibion, Mich. A special form (see cut of “Ma- 

On the purchase order, for ex- terial Receiving Record”) is used 

ample, Union Steel includes a par- to notify purchasing of partial 

tial list of the products it man- shipments. When an order is com 

ufactures. Since almost every pleted in one delivery, the re- 

Union Steel supplier is also a_ ceiving department uses its copy 

potential customer, there’s a good of the purchase order as a re- 
reason for putting a low pressure ceiving report. 


Purchase order used by Union Steel 

carries a partial list of the products 

it makes. Purpose is to promote 

sales and to give vendors a 

chance to think about other 

Union | ways their products might 
Steg, P be used by Union Steel. 


A 


" sc duet, 7 


| Inion Stee] 


AL 
BION, ms HIGAN 


ucts Co, 


Union Steel Products Co. 


ALBION, MICHIGAN 











For one-time purchases and non-stock 
items Union Steel uses a form which 
makes it possible for requisitioner to 
suggest possible sources for the mate- 
rial. Purchasing, of course, reserves the 
right to make the vendor selection. 
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Traveling requisition is used at Union 
Steel for stock items. Top portion of 
5” x 8” card is used for item description. 


Special receiving record is used 
for partial shipments. Complete 
orders are reported on Receiv- 


ing’s copy of the p.o. 


REQUISITION 


ON 





Purchasing Department 














When Does the Vendor Accept? 


To make an order binding, a vendor must at least 
imply an agreement to ship. Mere notice that he 


has received the order is not enough. 


Unt a vendor accepts your 
order there is no contract and he 
cannot be held liable for failure 
to deliver. Conversely, the pur- 
chasing agent can cancel an un- 
accepted order with a clear con- 
science. 

But how do you know if an 
order has been accepted? If the 
vendor has made no reply at all, 
or when he has sent an “accept- 
ance of order,” there is no prob- 
lem; in the first case there has 
been no acceptance, in the second 
there has. When the vendor re- 
plies with an “acknowledgment”, 
however, there can be consider- 
able doubt about the order’s 
status. It will depend largely on 
the phrasing of the vendor’s reply. 

A case involving the Pacific 
States Sales Corp. (a jobber) and 
an Illionis manufacturer makes a 
clearcut distinction between ac- 
knowledgment and acceptance. 


Only an Acknowledgement 


The manufacturer regularly ac- 
knowledged the jobber’s order 
with a form memorandum show- 
ing the buyer’s order number, 
his own sales number, shipping 
instructions, and the statement 
“Sold to the Pacific States Sales 
Corp.” After this was a descrip- 
tion of the items that were the 
subject of the order, with the unit 
price, extension price, discounts 
and net price. 

Stamped on each of these ac- 
knowledgments in red ink was: 
“This is an exact copy of our or- 
der as entered on our books. If 
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By Albert Woodruff Gray, 


not correct please notify us at 
once;”’ followed by: “This is not 
an invoice. Acknowledgment of 
order only.” 

Six months after receipt of 
these orders the manufacturer 
wrote, “We are going to make 
every attempt to deliver your or- 
ders. We are entirely at the mercy 
of our raw material suppliers and 
our steel situation not only has 
not improved but has actually 
declined, which we hope is only 
a temporary condition.” 


Not a Contract 


When later the jobber sued the 
manufacturer for damages for 
failure to fill these orders the de- 
fense claimed that there had been 
no contract and consequently no 
obligation to ship. He had not 
accepted any orders the seller 
said, but merely acknowledged 
their receipt. 

The U. S. Court of Appeals de- 
cided in favor of the manufacturer 
and held that he had assumed no 
obligation to deliver. In its opin- 
ion the court wrote: “Plainly 
printed on each acknowledgment 
was, ‘Acknowledgment of order 
only.’ The use of the word ‘only’ 
cannot be ignored. Every ac- 
knowledgment of the receipt of 
an order is not at law an accept- 
ance thereof. It is not enough that 
the words of a reply justify a 
probable inference of assent.” 

In rendering this decision the 
federal court followed the pat- 
tern set by two New York deci- 
sions nearly half a century before. 


Legal Editor 


In one of these instances an or- 
der had been given by a farmer 
for a cider press. The seller had 
replied on a postal card, “Your 
order of Aug. 29 for press, etc., 
received and will have our best 
attention,’ signed by the manu- 
facturer. 

The decision, in favor of the 
seller held: “In the postal card 
the seller notified the buyer that 
the order was received. ‘and will 
have our best attention.’ It would 
hardly seem to need authority 
for the proposition that this com- 
munication did not constitute an 
acceptance of the order. 

“The acceptance of an order re- 
quires consideration not only of 
the terms of the order but of the 
responsibility of the party to 
whom the credit is given. The 
only obligation expressed in that 
communication was the obliga- 
tion to give prompt consideration 
for the purpose of ultimately de- 
termining whether or not the or- 
der should be accepted. 

Under the law which holds a 
seller not liable for a failure to 
deliver after the mere acknowl- 
edgment of an order, the contrary 
is equally true, that an order may 
be countermanded or cancelled at 
any time by the purchaser until 
it is accepted by the seller. 

Such a situation occurred when 
the purchaser of a cash register 
wrote, “Referring to my order 
of June 23 for one #542 cash 
register to be shipped me at once, 
inasmuch as this register has not 
been shipped as yet, you may can- 
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cel my order for the same.” 

In its ruling the court quoted 
the acknowledgment which the 
manufacturer had sent to the 
purchaser the preceding week: 
“This is to acknowledge receipt 
of your order for one of our #542 
cash registers. We thank you 
for your order and assure you 
that it will have our best atten- 
tion.” 

When the seller brought suit to 
recover what it claimed was a 
purchase contract, the court dis- 
missed the action on the ground 
that the circumstances did 
make a contract. 


What Does This Mean? 

“The only claimed acceptance 
of the customer’s order was the 
writing of the card wherein the 
seller acknowledged receipt of 
the order and ‘assure you it will 
have our best attention,” the 
court said. “Was that an accept- 
ance? Was it an agreement on the 
part of the seller that it would 
comply with the terms of the or- 
der? Did it thereby agree to ship 
to the purchaser the cash register 
as soon as possible? 

“What does it mean when 
seller says, ‘We thank you for 
your order and assure you it will 
have our best attention’? In what 
way is the seller to give attention 
to the order? Does it mean that 
the seller will investigate buyer's 
financial ability and ascertain 
whether a cash register could 
safely be shipped him, before 
shipping it ‘as soon as possible’? 

“Does it mean that the seller 
may or may not ship the register 
as the exigencies of the transac- 
tion demand? Does it mean that 
the seller may or may not ship 
the register as the interests of the 
seller demand? Does it mean that 
the order will receive the seller's 
best attention so that the question 
of shipping the register may be 
determined? Did the seller by 
giving the purchaser its assur- 
ance that his order ‘will receive 
our best attention’ thereby be- 
come obligated to ship the reg- 
ister as soon as possible? 

“Suppose the seller had refused 
to ship the register according to 
the terms of the order, upon what 
covenant of the seller to make 
such shipment could the pur- 
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chaser rely to recover his dam- 
ages for non-shipment? 

“It is elementary that an ac- 
ceptance of an offer or proposi- 
tion made without any present 
consideration, to ripen into a con- 
tract must be certain, sure, com- 
plete, unequivocal. A promise on 
the part of the seller that the pur- 
chaser’s offer ‘will have our best 
attention’ seems to mean nothing 
more than that the seller will 
think about the offer—will con- 
sider it. It certainly does not mean 
that the seller has thought about 
it, has considered it and agrees to 
accept, abide by and comply with 
the terms of the offer. It is quite 
plain that there was no contract 
between the parties.” 

However circumstances them- 
selves may alter the meaning of 
what otherwise would be a mere 
acknowledgment. Words used in 
the acknowledgment must be 
translated with reference to the 
negotiations and relationship of 
the parties concerned. 


“Entered” Makes It Legal 


Upon the receipt of an order 
from a Michigan telephone com- 
pany for manhole frames and cov- 
ers, a foundry replied, “We have 
entered your order for 500 man- 
hole covers and frames, delivery 
as directed; at storage yard or on 
line of work. Thank you for the 
order which will 


receive our 


























prompt and careful attention.” 

When the foundry later sued the 
telephone company for refusal to 
accept delivery of the quantity or- 
dered, the defense was made that 
the letter acknowledging receipt 
did not make a contract. 

“We understand the contention 
to be that this did not amount 
to an acceptance,” said the court 
in holding that there was indeed 
a binding and enforceable con- 
tract. “The word ‘accepted’ is not 
used but the statement that the 
order had been entered by the 
seller and thanking the buyer for 
the order with the assurance that 
it would receive prompt and care- 
ful attention, leaves no doubt or 
ambiguity as to what was done.’ 

Acknowledging an order for 
snap fasteners a New York man- 
ufacturer wrote: “We herewith 
beg to acknowledge receipt of the 
following orders * * *. We agree 
to have these goods ready in time 
for shipment on the steamship 
California, sailing October 16th.” 

Here again the court held the 
acknowledgment to be an accept- 
ance, making the offer of the buy- 
er an enforceable contract on 
which action for damages for a 
breach could be brought. “The 
acceptance by the manufacturer 
of the buyer’s order was not 
drawn with the precision and de- 
tail of a formally drawn legal 
instrument, but it was not neces- 
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A promise on the part of the seller that the purchaser’s order “will have our 
best attention” means nothing more than that the seller will think about it. 
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sary that it should be carefully 
worded,” the court pointed out. 

“Business men are free to draw 
their agreements in their own wa: 
and letters which fairly show a 
meeting of the minds of the par- 
ties upon the terms of a contract 
are as competent to bring such a 
contract into existence, even if 
somewhat artificially phrased, as 
if the greatest care was used to 
apply technical terms to every de- 
tail.” 

With this characterization of the 
letter of acceptance the court 
continued, “If they were simply 
acknowledging receipt of a letter 
they would have said so and then 
set forth what they agreed to fur- 
nish and would have been bound 
only to supply that and no more. 
But when they acknowledge 
receipt of orders and proceed to 
specify how the total amounts of 
both orders was to be shipped, 
which accorded with the buyer’s 
proposal, they accepted the latter 
and a contract was made between 
the parties.” 

No Binding Agreement 

Before a Tennessee court re- 
cently, an action by the Calcasieu 
Paper Co. was defended on the 
grounds that the paper company 
had broken the terms of a pur- 
chase contract in failing to fill or- 
ders which it had received. To 
these charges the company assert- 
ed that it had made no binding 
agreement on which the buyer’s 
counterclaim 
be rested. 

During World War II the paper 
company had endorsed on its form 
acknowledgment of orders, “Be- 
cause of the present 
emergency we do not guarantee 
prices, quantity or delivery. The 
price prevailing at the time of 
shipment will apply. Priorities, 
preferences or other limitations 
of supply affecting our suppliers 
or us and transportation delay, 
shall be deemed beyond our con- 
trol.” 

For twenty years this customer 
had been a purchaser from the 
paper company. During that time 
the paper company had never 
used other than a mere acknowl- 
edgment of orders showing the 
date received with the added 
clause, “All agreements are con- 
tingent upon strikes, 
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delays of carriers and other hind- 
rances unavoidable or beyond our 
control.” 
In this case the court did 
not accept the defense’s conten- 
tion that this form acknowledg- 
ment was not an acceptance. The 
form’s intent, the court said, must 
be determined not only from its 
language, but from trade customs. 


‘A seller's promise that the 
purchaser's offer will have his 
best attention certainly does 
that he 
accept, abide by, and comply 
with the terms of the offer. 
Words used in the acknowledg- 


ment must be translated with 


not mean agrees to 


reference to negotiations and 


relationships of the parties con- 


cerned.” 


recognize the rule that a 
acknowledgment of the 
receipt of an order without more, 
is not an acceptance of the same. 
Likewise the addition of mere 
words of business courtesy which 
do not convey the idea of ac- 
ceptance, do not make a contract. 
But expressions which are fairly 
susceptible of being construed as 
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Businessmen are free to draw their agreements 


an acceptance will be so 
sidered. 

“In the instant case we are not 
dealing however, with one iso- 
lated transaction where we are 
confined to the document itself. 
On the contrary we have a long 
course of dealing and many like 
transactions over the years where 
merchandise has invariably been 
delivered on this form of docu- 
ment without further communica- 
tion between the parties. 

“On the other hand it nowhere 
appears that the seller ever re- 
jected an order or stated that it 
would do otherwise than ship 
when conditions permitted. It 
seems to us, therefore, that even 
if it could not fairly be deter- 
mined from inspection of the ac- 
knowledgment that the 
same was an express acceptance 
of the order, the conduct and 
course of action of the parties 
shows unequivocally an implied 
acceptance. 

“Thus becomes applicable to 
the construction of the facts here 
appearing the rule of practical 
construction that, the interpreta- 
tion given by the parties them- 
selves to a contract as shown by 
their acts, will be adopted by the 
court and to this end not only 
the acts but the declarations of 
the parties may be considered.” 


con- 


alone 


in their own way which fairly 


shows a meeting of the minds on the terms of the contract. 
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New 
vo Allegheny Stainless 
Bar Program 
Means... 


FAST DELIVERY 
BETTER MAGHINABILITY 


TOP QUALITY 
PROCESSING 








FAST DELIVERY 
5.000.000 lhs. of finished bars 


8.000.000 lbs. of semi-finished stocks 


to back-up distributor inventory 


Allegheny Ludlum now stocks at the mill 
depots, Rounds, Hexagons, Squares, Flats 
and Forging Billets in the ten most popular 
grades that account for over 85 percent of 
all stainless bars made. This huge stock of 
over 2,500 tons backs up the large inven- 





tories carried by the authorized Allegheny 
Ludlum Distributors. 


In addition to the finished stock, over 
4,000 tons of quality checked rerolling bil- 
lets and ingots in 30 grades are in inventory 
to cut delivery time and to insure predict- 


ability. @ 

Each month, A-L publishes a Bar, Wire, 
and Forging Billet Stock List which lists 
the grades, sizes, and actual pounds of each 
in stock at the first of that month. It’s avail- 
able to you through the Steel Service Cen- 
ters authorized to sell A-L Stainless Bars. 
For the names of the distributors in your 
area, just call the A-L District Office. 
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BETTER MACHINABILITY 


Research, Constant Testing 
and Controlled Processing 
Result in Greatly Improved 
Machinahility and Uniformity 


... from Lot to Lot 


Several years ago, A-L took a hard look at 
its own stainless steel bars. While quality 
was good, it could be made better and more 
uniform, particularly in the area of machin- 
ability. 

One of the finest metalcutting laborato- 
ries in the country was retained to make in- 
dependent, exhaustive comparative tests on 
A-L stainless bars and competitive bars. 
Ratings were based on tool life, determined 
by turning and drilling tests. A-L’s Re- 
search Center, probably the largest in the 
stainless business, correlated these results 
with metallurgical factors such as compo- 
sition, microstructural and mechanical 
properties. 

From Research to the melt shops went 
instructions to revise and narrow the limits 
of composition. This, combined with proc- 
essing changes, vields general purpose 
(stocked) grades with predictable, better 
machinability. 

RESULT: Testing general purpose ma- 
chining grades as made three years ago with 
the same grades made today shows better 
than a 50 percent increase. 











ANALYSIS LIMITS 


Allegheny Stainless composition limits, already much 
tighter than AISI Specifications, have been narrowed 
even further to improve the composition-sensitive ma 
chining properties of all A-L Stainless Grades 


MACHINING TESTS 


Exhaustive turning and drilling tests on stainless 
bars of all types pin-pointed the composition and 
processing variables that most affected machining 
properties, and made possible the adjustment of 
these variables for improved machinability and 
predictability of response from heat to heat. A 
continuing program of these machining trials 
serves as an additional safeguard to the quality and 
unmatched dependability of an A-L Stainless Bar. 










































TOP QUALITY PROCESSING — 


Special Care and Special Equipment 
Mean Better Bars at Your Machines 


What’s been your big trouble with cold finished 
stainless steel bars .. . nicks and gouges, off-size, 
burred ends, grinding marks, damaged shipments? 
Glance over the panels at the right, and see how 
these common faults are eliminated from Alle- 
gheny Ludlum cold finished stainless bars. 

These are precautions that make a difference be- 
tween an A-L quality bar and all the others . 
quality you can see, and feel, and measure. Quality 
that shows up in bar automatics, in all your fabri- 
cating. 

And this quality is no accident. A few years ago, 
Allegheny Ludlum investigated stainless bars from 
the customer’s viewpoint. A-L teams held field 
interviews, toured customer’s plants, watched 
stainless bars undergoing every conceivable fabri- 
cating operation. A good part of the trouble was in 
mill finishing. And A-L revamped their entire fin- 
ishing operation to suit. 

Special equipment is installed, and every opera- 
tion becomes a matter of painstaking care. Rubber 
padding covers every work table and inspection 
table, lines every transfer buggy ... chain and cable 
slings are eliminated, and soft rope substituted . .. 
cardboard collars are fitted to bars in process, to 
prevent rubbing and scratching. 

Quality Audit Teams continually audit and 
maintain quality control standards by making pin- 
point quality checks through every phase of pro- 
duction .. . right onto the shipping dock. 

Many of these practices have been widely imi- 
tated in the industry. Some are still A-L exclusives. 
But, this is how quality is made. . . stainless steel 
bar quality... by the world’s leading stainless steel 
producer. 








CONSISTENT SIZE AND NICK-FREE, SCRATCH-FREE BARS 
STRAIGHTNESS TOLERANCES Nothing harder than cardboard, ropes or rub- 
A-L’s famous quality control and inspection ber ever touches finished A-L bars. Cardboard 
procedures mean greater uniformity . . 


collars eliminate sliding, metal-to-metal con- 
mizes special handling in your plant. tact... chain or cable are never used. 


* 


. mini- 


Sey ; | quality and coreful finishing | 
result in a surface vastly superior to the 


industry-accepted average 
All bar's are protected with — 

and then the bundle is 

with triple-thickness waterproof 

tect the superior finish during 

duces damage in transit. 





And if You Want Something Special 
A-L is a Complete Bar Source 


HIGH TEMPERATURE STEELS & ALLOYS 


A-L stocks certain finished bars in the most commonly 
used high temperature steels and alloys plus a large stock 
of approved billets in these same grades. Needs for bars 
of A-286, 19-9DL, AM-355, Waspaloy, AL 901, R 41, 
S-816, M-252, etc., are usually quickly satisfied from this 
finished and semi-finished stock of Allegheny Ludlum. 


FORGING BARS & BILLETS 


Also in stock is a full range of forging-quality bars and 
forging billets from 4 to 30 inches Round Cornered 
Squares in a wide range of grades, all meeting appropriate 
specifications. 


SPECIAL ANALYSIS AND PROCESSING 
For special requirements, A-L is able to tailor-make prop- 
erties to fit the end use. From knowledge gained in the 
machining research program, chemistry and processing 
can be varied to increase a specific property for a particu- 
lar application. Improvements in such things as hot work- 
ability, cold workability, hardenability, finish after ma- 
chining, improved machinability in non-free machining 
steels, mechanical properties, corrosion resistance, are 
examples. 

It’s something you should discuss with your A-L sales 
representative. 


MACHINING AND HEAT TREATMENT DATA 


A-L mill and research specialists are available, through 
the A-L sales representatives, for help and counsel on 
problems involving Allegheny Stainless Bars. Qualified 
machining engineers are at your service. These men de- 
vote their full time to provide the best service and assist- 
ance available anywhere. 


NEW BAR BOOKLET 


On the printing press now is A-L’s new booklet, jam- 
packed with helpful information on using, heat treating 
and machining Stainless Bars. For a copy of this tech- 
nical, data-filled booklet, check the A-L authorized dis- 
tributor in your area, or the A-L Sales Office nearest you, 
or write: Allegheny Ludlum Steel Corporation, De- 
partment QIP 3, Oliver Building, Pittsburgh 22, Pa. 
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engineering help 
fast delivery 
uniform quality 
special compounds 


National’s District Field Offices give you fast service on O-Ring 
engineering problems and O-Ring procurement. You talk with seasoned 
field engineers equipped with the latest O-Ring information and backed 
up by the piants of one of America’s largest sealing products manufac- 
turers. National O-Rings are precision-made, uniform in quality, specified 
and used by leading equipment manufacturers across America. 


NATIONAL SEAL 


Division, Federal-Mogul-Bower Bearings, Inc. 
General Offices: Redwood City, California 
Plants: Van Wert, Ohio; Redwood City and Downey, California 


CALL YOUR NATIONAL FIELD ENGINEER 

Atianta 8, Georgia: George W. Smith Company, 394 Williams St., N.W., JAckson 3-7140; Chicago (Franklin Park) IMinois: 
10013 West Grand Ave., GLadstone 5-4420; Cleveland 18, Ohio: 210 Heights Rockefeller Bidg., 3091 Mayfield Road at 
Lee, YEllowstone 2-2720; Dallas 19, Texas: Benson Engineering Company, 2514 West Mockingbird Lane, FLeetwood 
2-7541; Detroit 27, Michigan: 13836 Puritan Avenue, VErmont 6-1909; Indianapolis 5, Indiana: 2802 N. Delaware St., 
WAlnut 3-1535; Kansas City (Prairie Village) Kansas: Benson Engineering Co., 2902 West 72nd Terrace, ENdicott 
2-2843; Los Angeles (Downey) California: 11634 Patton Road, TOpaz 2-8163; Milwaukee 4, Wisconsin: 647 W. Virginia 
Street, BRoadway 1-3234; Red Bank, New Jersey: 16 Spring Street, SHadyside 7-3242; Wiehita, Kansas: Benson 
Engineering Company, 519 So. Broadway, AMhurst 2-6971 ~ 
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From the finishing end, press ejects 
trimmed forgings on a continuous con- 
veyor and into tote boxes. The entire 
operation requires only two men— 
one to load the billet furnace and 
another to operate press controls. 


After loading the automatic forging 
unit, billets pass through the furnace 
automatically, are rapidly heated to 
forging temperature, and transferred 
to press (far right). 


Products and ideas 


Automatic Forging Process 
Doubles Production Speed 


An AUTOMATIC forging pro- 
cess that can cut the cost of some 
forgings by as much as 20% is 
now operating at the American 
Brake Shoe Co.’s AmForge Di- 
vision in Chicago. 

The new forging complex, the 
first of its kind, is notable for 
these reasons: 

@ It handles the entire forging 
process—from billet heating to 
trimming—without a single man- 
ual operation. 

@ It can produce commercial 
forgings at least twice as fast as 
other forging techniques now in 
use. 

@ It requires only half the man- 
power usually employed in con- 
ventional hammer or press opera- 
tions. 

@ It offers buyers a press forging 
that is cheaper than other com- 
mercial forgings but which is 
comparable to them in strength 
and has excellent dimensional 
tolerances and surface qualities. 

The installation consists of a 
specially designed gas-fired fur- 
nace, billet transfer equipment, 
and a 2500-ton press with auto- 
mated features. Furnace controls 
permit a short heating cycle to 


bring billets up to temperature. 
As they leave the furnace, billets 
are picked up by the transfer 
equipment and carried to the 
press, where mechanical fingers 
move them through a four-stage 
die. At the fourth station, the 
forging is trimmed and hot-coined 
in one stroke, then ejected onto 
a conveyor line which carries it 
to a waiting tote box. 

Because of its automatic fea- 
tures, the entire process requires 
only two men. One man charges 
the furnace; the other attends the 
control panel in front of the press. 

The press itself is a high-speed 
machine with a 14-inch ram stroke 
that can operate at speeds up to 
40 strokes per minute. For its 
initial order of track links for 
crawler tractors, AmForge is run- 
ning the press at half speed. Yet 
it turns out 600 links per hour, 
about double the industry aver- 
age. 

The shorter heating cycle and 
speedy transfer of billets to the 
press expose them to the air for 
only a short time. This reduces 
scale formation and results in 
cleaner forgings. It also permits 
forging to closer tolerances — 
which should in many cases eli- 
minate the need for additional 
finishing. 

All of these advantages may 
save the buyer from 10 to 20% 
of the forging cost, depending on 
the part and on the volume of 
the press run. 

The new press is most effective 
producing fairly symmetrical 
forgings which do not require dies 
with deep cavities. Because rather 
lengthy set-up time is required, 
large production runs are most 
economical for fully automatic 
operation. 
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NEW IDEA—Electric Hacksaw! NEW IDEA—2-Speed Jig Saw! NEW IDEA—‘'Burnout-Protection" 
Has 2 speeds for cutting all metals from World's fastest—high speed for cutting Motors. New ultra powerful saw motors 
stainless and cast iron to mild steel, wood, plastic, composition; low speed backed by full year free service policy 
non-ferrous metals (Model 701). for metals (Model 160) (on all Skilsaw circular saws) 


Do you know about these 
© NEW SKIL Power Tool ideas? 
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NEW IDEA—Treaded Disc Sander NEW IDEA—2-Way Sander. Orbital NEW IDEA—3-Way Hammer. Ham- 
Pad. Prevents disc slippage. Quick action for fast sanding Straight line mers, drills, does both simultaneously 
change nut locks on steel pins—no action for finest finishing! Big 4%" x 9 for fastest masonry drilling at lowest 
cloggedthreads (all Skil Disc Sanders). sanding pad (Model 692) cost per hole (Model 726) 


NEW IDEA—Low Cost Air Buffer NEW IDEA—Improved 2-Speed NEW IDEA—Lowest Cost Power 
and Grinder. Uses super-tough tung- All-Purpose Saw. High speed cuts Screwdrivers. For light to heavy duty 
sten carbide rasps, rods. Complete wood, plastic, compositions; low speed production. Skil Mo 139 sells for 
kit—Model 412—$135.00. cuts metals (Model 700). $42.50, reversing model 140—$49.50! 


Ask your Skil distributor for demonstrations. Look under 
“Tools-Electric” in the Yellow Pages. Or write for 68-page catalog: 
Skil Corporation, 5033 Elston Avenue, Chicago 30, IIl., Dept. 125H 
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SARDINES SWIM aboard boat with an assist from B.F.Goodrich suction hose. 
A special soft rubber lining guarantees the thin-skinned swimmers a bruise- 
free passage. Taking aboard a ton of sardines a minute with hose is twice as 
fast as hauling in heavy nets by hand and shoveling fish into the hold. 
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FLOUR BLOWS through hose into a special railroad car. The light, easy- 
to-handle B.F.Goodrich hose is a cinch to operate. Hook it to a hatch, 


turn on the blower, and flour speeds through at 800 pounds a minute. Eee: age »y, 
Each car loaded this way by a Nebraska miller saves some bakery “, os 2 wa ‘ 
the $250 it would cost if the flour were delivered in 100-pound bags. a We ‘3 ee 


CEMENT ROARS through hose as it is loaded aboard 
a river barge. The wear-and-tear of abrasive particles 
wore out one hose in only two months. Then a 
BFG hose, lined with the toughest wear-resisting 
rubber known, was tried. It’s still on the job after 15 
months, and a half-million barrels 0: cement handled. 


You can’t imagine all the stuff 
that blows, flows, swirls, swims, 
rushes, roars, gushes and pours 
through B.F.Goodrich hose 


Seems like nearly every time we turn around someone thinks of 
something new for hose to do. 

Take sardines. Commercial fishermen used to haul heavy nets 
over the side of the boat by hand, then shovel fish into the hold. 
Then a Maine canner got the idea that maybe fish could be 
taken aboard by hose. B.F.Goodrich designed a light, flexible 
hose that picks up fish like a vacuum cleaner. 

A manufacturer needed a hose to handle broken glass. BFG 
developed it. Now it’s used in scores of places for transporting 
brick chips, sawdust, coal and the like. 

B.F.Goodrich makes hose to carry almost anything—from 
blasts of air to torrents of water, for scalding steam, corrosive 
chemicals, abrasive sand. And when a customer needs some- 
thing new, we go all out to develop a hose that'll do the job— 
which explains why today BFG makes more different kinds of 
hose than anybody. 

Your nearby B.F.Goodrich distributor can explain the 
different types of hose we make, tell you what to expect from 
each, help you decide which is your best buy. B.F.Goodrich 
Industrial Products Company, Department M-141, Akron 18, O. 
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HOT, CORROSIVE ACID SWIRLS through 
B.F.Goodrich hose at a Massachusetts plant 
manufacturing dyes and finishes for fabrics. 
The acid is so strong it eats its way through 
regular rubber hose, causing dangerous, costly 

B EG ri 2 leaks. But this acid hose, by BFG, is lined 
with a new rubber compound that can stand 

Goodrich 


even the most corrosive acids and chemicals. 
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PRODUCTS 


FLEXIDYN 
THE DRY FLUID DRIVE 


New soft starts — overload protection 


TAPER-LOCK 
CHAIN COUPLINGS 


No reboring —no waiting! 


SC, SCM BALL BEARING 
PILLOW BLOCKS 


Quality, for normal and medium duty! 
@ 
Write for Bulletins! 


Y Flexidyne Drives & Couplings. 
VY Chain Couplings and Sprockets. 
VY Bearings — Ball and Roller. 


DODGE MANUFACTURING CORPORATION 
1300 Union Street * Mishawaka, Indiana 


DODGE 


» of Mishawaka, Ind. 
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Light Elevating Truck 
Stacks Drums Three-High 


A lightweight portable elevat- 
ing truck can stack fibre and steel 
drums weighing up to 850 lbs. 
three high in narrow aisles. 
Counter-weighted trucks them- 
selves weigh as little as 865 Ibs. 
but require no outriggers. Overall 
length of truck is 36 in., its width 
26-34 in., and the required turn- 
ing radius is less than 4? in. 
Features include heavy duty 
brakes, unitized welded construc- 
tion, alloy-steel masts, built-in 
charger, safety lowering valve and 
overload relief valve. American 
Pulley Co., 4200 Wissahickon 
Ave., Philadelphia 29, Pa. 
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Portable Air Compressor 
Has High Capacity 


A portable air compressor pro- 
vides a capacity usually found 
only in larger units. It will de- 
liver 1.0 cfm of air at 100 psi 
pressure. Compact unit measures 
only 28 in. high and 38 in. long 
and is mounted on 8 in. rubber- 


tired wheels. Features include 
rugged, all-welded construction, 
bronze bearings, aluminum alloy 
piston and rod, stainless stee) 
valves, forged steel crankshaft, 
fin-cooled cast iron head, and 
1/2 hp 115 volt 60 cycle a-c motor. 
Assembly includes pop safety 
valve, 10 gal. tank, pressure gov- 
erning switch, and 160 psi pres- 
sure gage. Compressor Div., 
Johnson Service Co., Milwaukee 
5, Wisc. 
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Barrel Rack 
Feeds by Gravity 


A gravity-feed barrel rack saves 
space and handling costs. Barrels 
loaded at receiving end roll to- 
ward removal end where they 
are held in position by arrester 
gate which also acts as shock 
absorber. Spring-loaded gate per- 
mits removal of single barrel at 
a time from each channel while 
holding the rest safely in posi- 
tion. Heavy-duty rack, tailor-made 
for each application, lends itself 
to use of first-in-first-out method 
of handling inventory. Dexion, 
Inc., 39-25 62nd St., Woodside 77, 
ie A 
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Really Portable Welder 


Does Man-Sized Jobs 
A full 125 amp portable arc 
welder weighs only 45 lbs. and 
measures 12 x 16 x 9 in. high. 
Unit will weld anything from light 
sheet metal to % in. plate. No 
special electrodes are required. 
Welding range is from 25 to 125 
amps in 12 stages, and unit oper- 
ates from any 115 to 230 volt a-c 

(Please turn to page 106) 
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SINGLE STRAND, HEAVY SERIES 


DOUBLE PITCH TRANSMISSION 


DOUBLE PITCH CONVEYOR 


DOUBLE PITCH CONVEYOR, LARGE ROLLERS 


CALL THE TR ANSMISSIONEER — your local Dodge Dis- 


tributor. Factory trained by Dodge, he can give you / 


valuable help on new, cost-saving methods. Look under 
“Dodge Transmissioneer” in the white pages of your 
telephone directory, or in the yellow pages under 
“Power Transmission Machinery.” 


NO KEYSEATING! 


NO WAITING! 


REUSABLE! 


DoDGE Quality Roller Chain, 
teamed with Dodge Taper-Lock Sprockets, results in chain drives 
and chain conveyors that have the precision, efficiency and stamina 
necessary for the real economy of Jong life. 

Moreover, Taper-Lock’s reusable bushing makes a difference 
in overall cost. The ease of Taper-Lock mounting, the elimination 
of reboring, keyseating, and wasted time, add to the saving. Pre- 
cision machining and true articulation lengthen the life of both 
sprocket and chain. 

The Dodge line of chain, including standard attachments, is 
extensive. It meets a high percentage of all chain requirements. 

In the Double Pitch series (both Transmission and Conveyor) 
the sizes which require special spacing for perfect tooth action are 
offered from stock in special double pitch design — to double 
the life of the chain and the sprocket! 

Ask your local Dodge Distributor. Or write us for bulletin. 


DODGE MANUFACTURING CORPORATION, 1300 Union St., Mishawaka, Ind. 


+ DODGE 


of Mishawaka, Ind. 
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BUYING GLASS-BASE LAMINATES? 


Taylor Fibre belongs as a supplier of sheets, 


rods, tubes, copper-clad and fabricated parts 


There are good reasons for investi- 
gating Taylor glass-base laminated 
plastics as high-strength-to-weight 
materials in your design. They offer 
light weight, corrosion resistance, 
electrical and thermal insulation, 
and ease of fabrication. 

For example, 
laminates have the highest mechan- 


glass-fabric-base 


ical strength of all laminated plastic 
materials. They have been success- 
fully used in the fabrication of criti- 
cal parts, including aircraft parts and 
bases for printed circuits. They are 
most valuable where extremely low 
moisture absorption, increased heat 
resistance and superior electrical 
properties are required. 

Taylor Fibre produces a number 


LAMINATED PLASTICS 


of different glass-base grades in 
sheet, rod and tubular form, and 
copper-clad. Those with phenolic 
resin are recommended for mechan- 
ical and electrical applications re- 
quiring heat resistance. Those with 
melamine are characterized by their 
excellent resistance to arcing and 
tracking in electrical applications. 
They also have good resistance to 
flame, heat and moderate concentra- 
tions of alkalis and most solvents. 
Those with silicone exhibit very high 
heat resistance, combined with good 
mechanical and electrical properties. 
They also have highest arc resist- 
ance. Those with epoxy offer ex- 
tremely high mechanical strength, 
excellent chemical resistance, low 
moisture absorption, and high 
strength retention at elevated tem- 
peratures. 

Technical data about these and 
other Taylor laminated plastics are 
available. Ask for your copy of the 
Taylor Laminated Plastics Selection 
Guide. Taylor Fibre Co., Norris- 
town 36, Pa. 


aylor 


VULCANIZED FIBRE 
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line, with 75 volts open circuit for 
easy arc starting. Fan-cooled 
transoidal transformer keeps its 
heavy duty windings ventilated 


and supplies high efficiency with 
extremely low weight factor. 
Bren Weld Sales, Inc., 5114 Third 
Ave., Brooklyn 20, N.Y. 
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Vacuum Cleaner 
Features Two Heads 


A dry-pickup commercial vac- 
uum cleaner features an unusual 
head design, one for hard floors 
and another for carpeted floors, 
plus dual disposable dust cart- 
ridges. Pickup head mounts di- 
rectly to front of 53 lb. machine 
and has_ swivel-bellows neck 
which allows side-to-side tilt of 
up to 3 in. and up-and-down 
movement of %% in., assuring full 
contact with floor at all times. 
Each cartridge has its own motor 
which operates at 1700 rpm and 
draws 5 amps. at 115 vac/dc. 
Nobles Eng. & Mfg. Co., 645 E. 
Seventh St., St. Paul 6, Minn. 
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PURCHASING 




















Cla eo] ge 


... high-carbon spring steel from the Athenia 
Steel Division of National-Standard is available in 
WYi(o h GatcmO] om CoM ob-Man (-1an) 91-14-10 Mr- ale We Lo lmtore) (eae) (-10 mele 
annealed, with thicknesses from .001" to .065”. 

The high quality and uniformity of Athenia 
spring steel is the result of precision rolling, pol- 
ishing and slitting to rigid standards on the most 
raarerel-1aam-te]0l] o}aal-ialem,-\dal-tali- Ws) (-1-1 Bice) |F- 10) (-macelan 
National-Standard Company, Clifton, New Jersey, 
and from thefollowing: National-Standard Warehouse, 
Plainville, Conn.; D & B Steel Co., Cleveland; Krusen 
Wire & Steel Co., Los Angeles; Lapham-Hickey Steel 
‘Corp., Chicago; Voss-Davidson Steel Co., Detroit; 
Zurbach Steel Co., Somerville, Mass., Plainville, Conn. 








For technical information, write to... 


NS 


NATIONAL 


Athenia Steel Division 
NATIONAL-STANDARD COMPAN 
Clifton, New Jersey B1-A ; 









ee 


New N-S stainless wire tests 100,000 psi 


From National-Standard research and develop- 
ment comes NS-355—a stainless steel, corrosion 
resistant spring wire having much greater elasticity 
than conventional stainless steel wire 


NS-355 is a semi-austenitic alloy, originally de- 
veloped for use in heavy wire sections fabricated 
from bar, billet or plate stock—applications requir- 
ing corrosion resistance, strength, durability and 
hardness. National-Standard searched for a way to 
apply these outstanding advantages to highly 
stressed spring wire applications. 

After comprehensive research in processing meth- 
ods, National-Standard metallurgists developed the 


capability to draw NS-355 alloy into exceptionally 
high-tensile spring wire. Spring production tests 
were made on .125 and .075 inch diameter wire sam- 
ples with a tensile strength over 100,000 psi higher 
than music spring wire, proving that NS-355 wire 
could be satisfactorily run on automatic coiling 
machines with excellent formability. 


Further evaluation tests were conducted in the 
Spring Laboratory of Bendix Corporation, South 
Bend, Indiana. Here, engineers ran life cycle tests 
on NS-355 stainless steel springs and determined 
spring modulus values. On a mechanical cycling 
unit—eight springs to a fixture—NS-355 springs 











above music wire 


were subjected to 600 compression cycles per min- 
ute—a total of 10-million cycles under stresses from 
20,000 to 150,000 pounds. 

The development of NS-355 stainless steel spring 
wire creates an entirely new solution to highly 
stressed, corrosion resistant spring requirements for 
jet engines, food and beverage equipment, chemical 
machinery and a growing number of other special 
wire applications. 

For more information about new NS-355 stainless 
steel spring wire, or help in developing high quality 
wire to meet your special or unique applications, 
write National-Standard Company, Niles, Mich. 


National-Standard NS-355 stainless steel springs with 
an index as low as 3 can be formed on automatic coil- 
ing machines without breakage 


NATIONAL-STANDARD COMPANY 
Niles, Michigan 61-Wos 





Phacunsae Aca 
HERE’S A HOIST 
YOU REALLY 
CAN'T AFFORD 
TO OVERLOOK 
WHEN BUYING 


lodestar; 


the newest of hoists... the 


first truly heavy-duty version of the 
small electric hoist. 


...@ hoist with features and 
performance never before available 
in a small electric hoist. 


...@ hoist that is priced surprisingly 
low because of its more efficient 
design and automated production. 


THOUSANDS 


ELECTRIC 
HOIST 


Complete range of capacities from 

Ye to 2 tons and lifting speeds from 8 
to 60 fpm. Single and 3 phase. 

Ye ton size weighs only 51 Ibs. 


TYPICAL FEATURES 


Safe, Heavy Duty Performance 
Push Button Control 
Lifetime Lubrication 


Self-Adjusting Magnetic Brake 


Minimum-Maintenance Operation 
Fully Enclosed Protected Components 


Lowest Headroom 


: 
e 
* 
e 
@ Ultra-Modern Electric Braking 
s 
a 
e 
a 


“CM-Alloy” Flexible Link Chain 


Request catalog and name 
of local stocking distributor 


CHISHOLM-MOORE HOIST DIVISION 
. Columbus McKinnon Corporation 
Tonawanda, New York 
REGIONAL OFFICES: NEW YORK e CHICAGO e CLEVELAND 
In Canada: Columbus McKinnon Limited, St. Catharines, Ontario 
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Transparent Tubing 
Comes in 76 Sizes 


Transparent butyrate plastic 
tubing comes in 76 standard sizes 
ranging from .750 in. O.D. with 
a 1/16 in. wall thickness up to 
a 6.625 in. O.D. with a % in. 
wall thickness. Tubing is clear as 
glass, but has few of glass’s 
mechanical or physical disadvan- 
tages. It is highly machinable and 
can be drilled, sawed, tapped, 
lathe-turned and cut. Material is 
comparatively inert, and can be 
used safely with many chemicals. 
Impact strength of 2 ft-lbs per in. 
of notch at 73.4 F drops to only 
0.9 ft-lbs at minus 40 F. Busada 
Mfg. Corp., 32-21 Downing St., 
Flushing 54, N. Y. 
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Tool Has Automatic 
Self-Centering Feature 


A recently developed tool has 

a number of worthwhile features 

in drilling, reaming and other ma- 

chining applications. Too] will self- 

center stock and center drill it 

for machining or grinding, regard- 
(Please turn to page 113) 
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SILICONE NEWS from Dow Corning 





Why Hire Part-Time Paint? 


SILICONE -ALKYD 
BAKING TYPE 


‘ SILICONE-ALKYD 
AIR ORY TYPE 


ne _—! 
~ = 
= 


ALKYD- AIR ORY 





~**ee,, EPOXY ESTER 


Silicone-based paints last longer, cost less 


It makes little sense to keep an employee that doesn’t have the qualifications 
or capacity to do the job. Yet this is, in effect, exactly what many plants 
do when they use maintenance paints that break down shortly after appli- 
cation. To be sure, a coat of paint doesn’t punch a time clock or demand 
fringe benefits, but it does have to work twenty-four hours a day. Thus, 
its cost of “employment” warrants considerable attention. 


In practice, it’s the interval between paintings that really determines your 


cost. The longer a paint film lasts, the less it costs to use—in time, labor 


and material. But perhaps most important are the costs that can’t be calcu- 
lated—for example, production lost when facilities must be shut-down 
for repainting. 

Here’s how you can save. By reducing labor costs and production 
down-time, paints based on Dow Corning Silicones make important contri- 
butions to your profit picture. Silicone paints, of course, take just as long 
to apply as do conventional paints. And like other high quality products, 
they are premium priced. But once they’re on, they 


stay on, and on, and 
on, and then your savings start to pile up. 


What makes silicone-based paints the good 
investment they prove to be? 


The simple 
answer is 


-greater resistance to the many 
that maintenance 
face day and night. 


enemies coatings must 
Included on this list 
are heat, cold, moisture, rust, corrosion, 
salt spray, ozone and the many other paint- 


killers that assault plants and equipment. 


Hot spots no trouble now. When 
exposed to heat that, on some stacks and 
mufflers, soars to 1000 F, ordinary paints 
crack, peel and burn away. Moisture gets 
in. Rust, corrosion and trouble follow fast. 
But not so when you're using paints made 
with Dow Corning silicone resins. They 
are at their best when the “heat’s on”. 


Some equipment is hot on one end and 
cold on the other . . . silicone paints hold 
tight on both ends. Film, gloss and color 
retention are excellent as well. There’s no 
unsightly chalking, fading or streaking. 


Concerning color: silicone-based coatings 
are now available in almost any color 
desired. Hot-running equipment and piping 
can be color-coded for increased safety and 
efficiency. And as refineries have 
learned, a plant made more colorful and 
attractive helps improve public relations. 


some 


Best for your products, too. Silicone 
paints will work just as hard for you on 
the products you sell. Product finishes 
based on silicones keep color and gloss 
without fading or chipping just as their 
maintenance-coating fellows do. They stand 
up longer to hard wear, heat and abuse 
improve customer satisfaction. 


It all adds up to this: paint maintenance 
is probably costing you a lot more than 
it should. In many cases, this cost can be 
cut in half by using silicone paints that 
last up to 100% longer. 


So every time 
you think about paint 


for maintenance 
or products —consider paints based on 
Dow Corning Silicones. Most leading paint 
manufacturers now offer these longer last- 
ing coatings . . . coatings that really pro- 
tect valuable plants and equipment. 





Send for your copy of “Why Silicone- 
Based Paints Mean Less Maintenance”. 
Write Dept. 7220. 


first in 


STi itetelalt. | 


Dow Corning CORPORATION 


ATLANTA BOSTON CHICAGO 
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There can be no compromise in 
metals for those tougher, tool-killing 
jobs. That’s why the Porter Alloyist 
recommends Grade D phosphor 
bronze for the rifle nut in air ham- 
mers . . . the critical part of the tool 
that absorbs hundreds of vibrations 
a minute at high impact pressure. 
Produced at a special temper, this 
alloy has the required toughness and 
durability to do the job and to help 
keep tool maintenance costs low. 


THE PORTER ALLOYIST IS 
A SPECIALIST IN A WIDE 
RANGE OF SPECIAL METALS 


Porter’s Riverside-Alloy Metal Divi- 
sion is your single reliable source for 
specialty alloys in 8 basic groups of 
wire, rod and strip . . . phosphor 
bronze, nickel silver, cupro nickel, 
brass, stainless steel, nickel, Monel 
and Inconel. 

Ask for a free copy of “‘Alloys for 
Industry” describing our wide range 
of specialty alloys. Write H. K. 
Porter Company, Inc., Riverside- 
Alloy Metal Division, Riverside, 
N.J. Or contact our sales offices in 
Hartford, Chicago, East Orange, 
Atlanta, Cleveland, Detroit, Cincin- 
nati, Los Angeles and Rochester. 


PORTER nickel wire is used extensively in 
vacuum tubes and in other components 
for the electronics industry. 


PORTER carbon steel wire reinforces 
hose for air hammers and other indus- 
trial equipment. 


RIVERSIDE-ALLOY METAL DIVISION 
H. K. PORTER COMPANY, INC. 
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less of shape—round, square or 
rectangular—because the nose 
piece is funnel shaped. Tool is 
spring-loaded and outer housing 
holds stock firmly in position, as 
pressure from spring is forced 
against the stock. It can be used 
for center drilling, center reaming, 
pipe reaming and many other uses 
where dead centering is required. 
Raymond Paslawsky Co., 201 
Morehouse Highway, Fairfield, 
Conn. 
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Nylon Sling Holds 


Five-Ton Loads 


A sling for lifting heavy objects 
by crane or helicopter claims 
many firsts. Made of very heavy 
duty nylon webbing, each of four 
legs will support 10,000 lbs. and 
the nylon lift ring will support 
40,000 lbs., giving the sling a five- 
ton working capacity. Central 
feature, however, is adjustability 
of each leg length in seconds. Ny- 
lon lift ring can be disassembled 
with screw-driver, making field 
changes possible without sewing. 
Nylon webbing is 1%4 in. wide, 
and whole assembly weighs less 
than 30 lbs. General Logistics 
Div., Aeroquip Corp., 2929 Floyd 
St., Burbank, Calif. 
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Self-Sticking Panels 
Mark Safety Harzards 


Self-sticking, diagonally striped 
panels of tough .005 in. thick 
vinyl plastic give visual signal of 
safety hazards or mark location 
of protective and safety equip- 
ment. Black and yellow striping 


is embedded in plastic, and colors 
cannot fade or wear off. Easy-to- 
apply panels are cheap and out- 
wear paint seven-to-one. They can 
be used indoors or out and are 


stocked in three sizes: 54 x 17 in., 
11 x 17 in., and 17 x 17 in. W. H. 
Brady Co., Dept. 143 R, 727 W. 
Glendale Ave., Milwaukee 9, 
Wisc. 
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Packaging Material 
“Floats”? Heavy Loads 


A heavy-load packaging mate- 
rial is said to have the highest 
energy-absorption characteristics 
of any known cushioning medium. 
Similar in appearance to stand- 
ard rubberized curled hair sheet 
stock, material is made by bond- 
ing millions of permanently-set 
curled animal hairs together with 
special latex binder. Hairs absorb 
shock like springs and “float” 
item being shipped. Light-weight, 
re-usable product is available in 
sheet and special die cut forms. 
Cushioning Products Div., Armour 
Alliance Industries, 16123 Armour 
St. NE, Alliance, Ohio. 
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Control ideas for cutting costs: 





HOW TO SAVE TAX DOLLARS THESE DAYS 


Profit these days always has to be concerned with the 
phrase “‘after taxes.”” At a large process plant sewage 
taxes were being paid on the basis of all water con- 
sumed. But a sizable portion of this water was actu- 
ally used as “raw material’’ for finished products and 
never reached the sewage lines. A Rockwell engineer 
suggested putting liquid meters* on process units to 
accurately record the water consumed in production. 
By proving that large quantities of water going into 
the plant were not discharged as waste, sewage tax 
bills were cut drastically. 

This is just one example of the many ways a Rock- 
well field engineer can help you track down new and 


* Rockwell makes meters to measure a variety of liquids 


is 
er 
he 


different ways to cut plant costs with measurement 
and flow control devices. Rockwell has more experi- 
ence than any other single source for this kind of cost 
cutting. That’s because Rockwell, as the world’s largest 
manufacturer of a complete line of meters, valves and 
regulators, has been asked to solve more problems. 

Wherever liquids, gases or slurries flow through 
pipes in your plant, you probably can save time, 
money or materials with new or improved methods 
of measurement and control. It’s easy to find these 
cost cutting opportunities—just have a Rockwell field 
engineer visit your plant by sending in the coupon 
today. 


water, oil, chemicals and other industrial fluids. 


ROCKWELL 
The leading single source for Measurement / Control products and ideas 





“IN-PLANT” METERING: 
LIQUIDS AND GASES 


Rockwell gas and liquid meters, 
properly applied, can improve 
quality control, sharpen cost con- 
trol, and prevent waste in almost 
every plant department. A Rock- 
well Field Engineer can help you 
find where meters will cut costs 

. . and Rockwell has a complete 
line of meters to measure prac- 
tically anything that will flow 
through pipe. 


LIQUIDS AND GASES 


More efficient control of all the 
material flowing through pipes in 
your plant is a positive step in 


cutting costs. There are new ap- 
plications and new ideas for using 
gas pressure regulators and valves 
that will stop wasteful, inefficient, 
and dangerous handling of fuels, 
production fluids, and products. 


HOW MUCH A Rockwell Field Engineer can 


show you where and how. 


COULD YOU SAVE? 


There is hardly a plant anywhere—including 

yours—where the right application of the right 

measurement and control methods and equip- 

ment won’t produce savings many times the 

modest cost involved. Certainly it’s worth in- MEASUREMENT AND CONTROL DEVICES 
vestigating—especially since it will cost you 

nothing to find out. Simply mail the coupon now. all fine products by 


ROCKWELL & 


END COUPON TODAY, 





Rockwell Manufacturing Company, Dept. MC3H, Pittsburgh 8, Pa Name i J Title 
Please send me literature as checked V-612 
Valving gas, liquids and slurries. Bulletin 

Company 
Measuring gases. Bulletin 1085 
Regulating gas pressures. Bulletins 1044, 1059, 1082, 1086 
Measuring liquids. Bulletins P-100, P!-666, OG-400 Address 
Condensed catalog of all products. Bulletin C-5000 


| Please have your Field Engineer call City. Zone State 
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Aluminum-Vinyl Laminate 
Comes in Many Colors 


A laminate of aluminum sheet 
and vinyl! plastic film is intended 
specifically as a tool for designers 
and stylists. Vinyl-clad aluminum 
comes in almost infinite range of 
coatings, embossed and printed 
with up to five colors. It is of- 
fered in 39 design-color combi- 
nations, or with any commercially 
available vinyl plastic film, or 
with designs specifically devel- 


oped for the user. Laminate is 
available as flat or coiled sheet in 
widths up to 48 in. and lends it- 
self to high-speed, volume pro- 
duction. Aluminum Co. of Amer- 
ica, 791 Alcoa Bldg., Pittsburgh 
19, Pa. 
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Portable Device 
Detects Metal Flaws 


~, 
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A magnetic device portable 
enough for field use is designed to 
detect cracks and flaws in fer- 
rous metals. Device supplements 





a 








Perth Amboy, N. J. 
Baltimore 3, Md. 
Cincinnati 38, Ohio 
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Laykold Fibrecoat can cut your 
metal maintenance costs in half! 


At less than $1* per gallon, an ex- 
cellent paint for... 


a 
METAL BUILDINGS - METAL TANKS - EXPOSED METAL SURFACES 


— 


Pip 


a 


Laykold Fibrecoat, a mineral-armoured asphalt emulsion 
meets MilIR-3472 Spec. and has successfully passed the 
severe Navy Sait Spray Tests. In addition, it effectively . 
extends the life of bituminous roofs. Get all the facts. 
Call or write our nearest office. 


*Available in black, red or green. (Green slightly higher.) 


American Bitumuls & Asphalt Company 


320 MARKET ST., SAN FRANCISCO 20, CALIF. 


Atlanta 8, Ga. 
Mobile, Ala. 

St. Louis 17, Mo. 
Tucson, Ariz. 


Portland 8, Ore. 
Oakland 1, Calif. 
Inglewood, Calif. 
San Juan 23, P. R, 


BITUMULS® Emulsified Asphalts « CHEVRON® Paving Asphalts » LAYKOLD® Asphalt Specialties © PETROLASTIC® Industrial Asphalts 
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a number of radio-graphic and 
fluoroscopic systems used in non- 
destructive testing. A-C/D-C 14 
lb crack detector is essentially a 
powerful U-shaped two-pole elec- 
tromagnet which can be energized 
from six or twelve volt auto stor- 
age battery or from 110 volt out- 
let through built-in _ rectifier. 
With surface coating of ferro- 
magnetic powder, invisible hair- 
line cracks or flaws can be de- 
tected as deep as % in. below 
the surface. X-Ray Dept., West- 
inghouse Electric Corp., P.O. Box 
416, Baltimore 3, Maryland. 
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Wet Blast Unit Cuts 


Size and Air Needs 


A compact, low cost, general 
utility wet blast cabinet incorpo- 
rates important new design fea- 
tures. Unit is intended to meet 
intermittent need for heat treat 
scale removal, cleaning prior to 
plating, cutting tool honing and 
general metal finishing in large 
and small plants. Fabricated of 
stainless steel, unit stands 57 in. 
high and occupies floor space only 
22 in. wide by 22 in. deep. Blast 
gun is suspended by its air and 
slurry hoses and is trigger actu- 
ated. Slurry agitation is mechani- 
cal, reducing air requirements to 
absolute minimum. Pressure Blast 
Co., Inc., 27 Pleasant St., Man- 
chester, Conn. 
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Heating Cathode Warms 


Up in 100 Milliseconds 


A heating cathode which is 
called the fastest ever produced 
is capable of delivering full power 
in 100 milliseconds. Cathode will 

(Please turn to page 120) 
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from panelboards to 


transformers... bus duct, 


lighting, and motors... 
all were supplied by 

one Westinghouse 

- electrical wholesaler. 
You can enjoy the same 
complete service. 
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You can be sure... if it's Py oN 
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NEW AND UNUSUAL APPLICATIONS OF BASSICK CASTERS THAT MIGHT BE ADAPTED TO YOUR HANDLING PROBLEMS 


5 WAYS TO MAKE CASTERS MORE USEFUL 


These Bassick optional features and accessories can help you solve 
a wide range of materials-handling problems. 














1. Combination wheel brakes and 
swivel locks—available on the popu- 
lar Bassick ““H99” truck caster and Se- 
ries “87” ’ scaffolding casters. 
Can hold a wide variety of portable 
equipment and stands securely in posi- 
tion. 2. Separate position locks 
—compress against the floor to lock 
equipment securely in place. Position 
locks step up flexibility and versatility 
of trucks, maintenance and assembly 
stands and portable equipment. 3. De- 
tachable swivel locks —can be added 
at any time to 6” and 8” Bassick “H99” 
and all sizes of “S99” that are equipped 
with a notched ring to accommodate 
the lock. 4. Levelizing jacks—provide 
an economical, practical way to level 
and stabilize portable equipment. Func- 
tion on ged screw-jack principle, 
folding crank. Five ton 
capacity, each jack. 5. Wheel brakes 
alone are optional on a great many Cast- 
ers, including the series “68” scaffolding 
caster shown here. Brakes are easily en- 
gaged or released by a touch of the hand 


and “99 


ug 
operated by 


or toe. 





Can Casters roll you 
out of a profit squeeze ? 


A leading financial daily recently re- 
ported that efficient warehousing and 
materials-handling had saved one man- 
ufacturer an estimated $300,000! 

Today, more than ever, streamlined 
materials-handling is providing indus- 
trial leaders with an opportunity to cut 
costs, increase profit margins. 

Bassick casters are playing a big part 
in this trend. In the larger plants and 
warehouses, Bassick casters make possi- 
ble more efficient, longer lasting, more 
economical operation of fully-auto- 
mated power pulled drag lines. And a 
tremendous variety of other Bassick 
models are cutting costs in lighter ap- 
plications. 


10,000 CASTERS 
Bassick, world’s largest caster maker, 
offers more than 10,000 casters and 


floor protection items. Whatever your 
caster needs, in factory, warehouse, of- 
fice, retail store, hospital or institution, 
or home, there’s sure to be a Bassick 
that’s exactly right for you. 


Bassick truck casters save floors, cut mainte- 
nance. They'll help you widen “‘profit squeeze”’ 
between costs and sales. 


““File-Hard’”’ bearing 
races mean long life, 
low maintenance 


This easy-to-make file test shows the 
extra hardness of Bassick swivel bear- 
ing parts. 

Bassick cold-formed steel casters will 
pass the test with flying colors. They’re 
fully case hardened to 15N90 Rockwell 
for years-longer service. This means 
swivel bearing balls do not penetrate 
raceways. 


Try the “file test’ on these 
outstanding casters: 


**H99"’—combines easy 
swiveling, easy rolling and 
ability to take roughest 
abuse. Load capacities up 
to 900 Ibs. per caster. 


4*68"" — Light loads move 
easily on Series ‘‘68"’ plate 
casters, featuring unique 
Bassick ‘‘Diamond-Arrow’’ 
two-level ball race construc- 
tion. Loads to 200 Ibs. per 
caster. 


*6§$99"’ —a suPER swivel 
caster, built to take the 
abuse of power pulled ap- 
plications. Load capacities 
range up to 2500 Ibs. per 
caster. 


A 











Your Bassick Distributor 
is the man to see about every caster 
problem. He sells the most compre- 
hensive caster line in existence and 
carries most popular models in stock 


for immediate delivery. 1.43 








THE 

BASSICK COMPANY 
BRIDGEPORT 5, CONN, 
IN CANADA: 


pe 
Excellence 
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BELLEVILLE, ONT. 
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STEWART-WARNER “CORPORATION 
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Selection of finest raw materials 


‘Testing every step of the way 


Lygpection to rigid standards 


co 


oes 


Photographs show flare, flattening 
and crush tests performed continu- 
ously on every order. Non-destructive 
tests include air, water, magnetic, 
eddy current and visual inspection to 
insure 100% dependability. 





Photomicrograph of polished and acid- 
etched surface shows perfect micro- 
structure of normalized Ohio Welded 
Pressure Tubing. Weld area running 
down the center is now indistinguish- 
able and tube has become, in every 
sense, weldless. 


Asse (OOF 
dependability for 


OHIO WELDED 
PRESSURE TUBING 


You can be sure — doubly sure — of utmost tubing 
dependability when you specify Ohio Welded Pressure 
Tubing — made by Ohio Seamless. First, Ohio works 

to accepted industry standards — ASTM, ASME, and 
similar Federal and military specifications covering 
welded pressure tubing. Second, Ohio Welded Pressure 
Tubing is produced under a continuous process of quality 
control — not just a final test inspection to cull 
questionable material. 


Carefully selected prime raw material is slit, edged, 
shaped and electric resistance welded on the most 
versatile and modern equipment in operation. At each 
and every step of the way Ohio Welded Pressure Tubing 
is under the scrutiny of Ohio’s master tubemakers.. . 
making control tests at frequent intervals . . . testing 
random samples from each production order far beyond 
the limits of the usage involved. 


For critical pressure piping applications .. . for 
condensers, heat exchangers, boilers and superheaters — 
in the range of sizes from 4 to 744”’ OD and wall 
thicknesses from .028 to .375’’— mark your prints 
“Ohio Custom Made Welded Pressure Tubing.” 

There is no equivalent. 


OHIO SEAMLESS TUBE 


Division of Copperweld Steel Company 
SHELBY OHIO 


Seamless and Electric Resistance Welded Stee/ Tubing © Fabricating and Forging 


Representatives in principal cities. Check leading directories: 
THOMAS’, MacRAE’S, CONOVER-MAST, SWEET’S, FRASER’S. 








te RA SABE BNE SR Ie B80 


Where good visibility means safety... 


Specify BLAW-KNOX 
Electroforged’ Steel Grating 


A primary function of open flooring is to admit light and air to areas above 
and below its surface . . . to provide safer, more comfortable working con- 
ditions. Blaw-Knox Electroforged Steel Grating is designed to provide 
maximum open area. 

Load requirements establish equal bearing bar dimensions for all types 
of grating, in equal service. Because it is Electroforged, Blaw-Knox grating 
can get maximum strength from crossbars only '/; inch square. This means 
less obstruction to light and air, and safer, more comfortable working con- 
ditions above and below. 

Visibility is only one way Electroforged grating increases safety. Sure 
footing is provided by the non-slip, twisted crossbar and a choice of either 
square, or serrated bearing bars. Electroforged grating is self cleaning, too. 
There are no joints or crevices to collect dirt and grease. 

Electroforged grating also is available in other ma- 
terials such as Cor-Ten and aluminum. Write for 
Bulletin 2581 for further information. Blaw-Knox 
Company, Pittsburgh 38, Pa. 


BLAW-KENOX 


Blaw-Knox Equipment Division 


BLAW-KNOX 
GRATING 
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be incorporated in full line of 
tubes to be used as RF power 
output stages in transistorized 
mobile and airborne equipment. 
It warms up so quickly that one 
can transmit instantly from cold 


start, eliminating need for stand- 
by currents which generate heat 
and adversely affect temperature- 
sensitive semi-conductors, in ad- 
dition to creating power supply 
problems. Very low voltages, on 
the order of 1.6 volts, are suffici- 
ent for operation. Amperex Elec- 
tronic Corp., Power Tube Div., 
230 Duffy Ave., Hicksville, L. L, 
i 
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Automatic System Saves 
Belt Cleaning Time 


An automatic conveyor belt 
cleaning system which features 
one-man operation speeds clean- 
up time on flat rubber belts, steel 
mesh belts, metal elevators and 
elevator belts, etc. With this sys- 
tem, 200 ft. conveyor belt operat- 
ing at average speed of 20 fpm 
can be cleaned in ten minutes. 
System operates on plant steam 

(Please turn to page 124) 
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Millions of menus in corrugated 


Hot dogs and hamburgers at a drive-in...gourmet meals 











in an exclusive restaurant. Behind every bill of fare is a 
steady flow of food in corrugated boxes. And millions of West Virginia 
them are made by Hinde & Dauch Division. Leading food Pulp and Paper 
processors depend on H&D for economical shipping containers 


Hinde & Dauch Division 
in volume—plus expert technical services to keep costs low. 


16 Plants * 42 Sales Offices * Sandusky, Ohio 








YOU(SAVE MOST\WITH 
LIGHTWEIGHT PIPING 
WHEN YOU SAVE 





WITH TUBE-TURN 
WELDING FITTINGS 
AND FLANGES 


Process piping systems designed with new lightweight carbon steel 
piping have scored impressive cost reductions. Users report 30% 
savings in pipe costs alone. Lightweight piping weighs 20% to 50% 
less than standard wall carbon steel pipe . . . it’s easier to handle, cut, 
align, weld and support . . . can be installed 25% faster. Lightweight 
piping also provides greater flow area, saves on pumping costs. 


Tube Turns paced this piping progress by developing the first 
complete line of lightweight fittings and taper face flanges. Forged ; 
from seamless carbon steel pipe, TUBE-TURN lightweight fittings 45° Elbow Straight Tee 
feature uniform wall thickness and true circularity . . . assures per- 
fect pipe-to-fitting alignment, permits field cutting of odd angles, too. fr 

TUBE-TURN 125 lb. lightweight forged steel taper face flanges 
provide three times the sealing capacity of ordinary flanges... Concentric Reducer 90° Elbow 
eliminates the hazards of breaking cast iron or semi-steel valves, 


fittings, and equipment. TUBE-TURN lightweight taper face flanges 
cost less, weigh less, and take less storage space. | | 


Cap 180° Return 
If you are planning lightweight piping systems, be sure you specify TUBE-TURN Light Weight Fittings 
Y TI: : rae . . yailable in sizes 44” th h 24” 
TUBE-TURN lightweight piping components for maximum savings, “in schedule 10 and APL, wall 


ah ; hicknesses. 
performance and dependability. Look for the famous “tt” trademark a 


when you buy. It’s your guarantee of quality...the mark of 
known value. Write today for Bulletin TT942H251 TUBE TURNS, 


Louisville 1, Kentucky. “TUBE-TURN” and “tt” Reg. U.S. Pat. Off. TUBE-TURN 125 lb. Light Weight 


Taper Face Welding Neck Flanges are 
available in sizes of 2” through 24’. 


TUBE TURNS 
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LIFESAVER For The 
Men Who Design Piping 


Tube Turns offers not only 
most complete line of prope 
gineered lightweight piping compo- 
nents for utmost flexibility i 

ning any piping installati 

wealth of technical data and abl 
engineering assistance witl 
counterpart anywhere in the worl 
Standardizing on TUBE-TUR 
piping components saves time and 
trouble. 


LIFESAVER For The 
Men Who Buy Piping 


The world’ 

lightweight 

flanges pe 

to be met 

delay. A fully 

Turns Distrib 

telephone to 

of all y« 

work, 

deliver 

lems of 

save m 

on TUBE-T 
’ 


nents: 


LIFESAVER For The 
Men Who Install Piping 


Time is n 


nents do n 

or comprom 

that r 

are ul 

for ea av ! 

And y an put them in and 
get the m because they are d 
ble. TUBE-TURN piping co 
nents cost | because 


more in every y! 


TUBE-TURN Light- 
weight Fittings And 
Taper Face Flanges Are 
Stocked By And Sold 
Exclusively Through 
Authorized Distributors. 
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*Examples shown are greatly enlarged cross-sectional views of cted standard and special shapes available 


The right shape plus the right finish 


equals lower production costs 
with CONTINENTAL® round and special shaped wire 


Face up to the pleasant fact that you can often shave your production 
costs appreciably—and win extra sales—by chocsing the right shape in 
wire. You save because you eliminate forging, stamping, rolling or ma- 
chining operations. What's more, you can get these ready-made shapes 
(and many others than shown) in bright, galvanized, coppered, liquored, 
or tinned finishes that save further in polishing and plating. If you use 
low and medium low carbon steel wire in any shape, form or finish, by all 
means learn what Continental can offer you. We have 

solved literally thousands of problems involving wire. 

We'd love to have a shot at solving yours. 


Write for free copy of our new wire manual 


CONTINENTAL STEEL 


CORPORATION KOKOMO, INDIANA »@ 


S OF: Manufacturer's Wire in many sizes, tempers, and finishes, including Galvanized. KOKOTE 
d Coppered, Tinned Annealed, Liquor-Finished, Bright and special shaped wire. Al Welded 
nd Galvanized Fabric, \Nails, Continental Chain Link Fence, and 
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and cold water. Multiple high 
pressure nozzles are permanently 
positioned over and under con- 
veyor. Powerful jets of hot water 
and detergent against belt sur- 
face at pressures of 125-150 psi 
eliminate hand-scrubbing. Sellers 
Injector Corp., 1600 Hamilton St., 
Philadelphia 30, Pa. 
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Teflon Steam Hose 
Resists Corrosion 


Fatigue-resistant flexible hose 
for steam and other high-tempera- 
ture liquid applications is designed 
to extend service life of flexible 
connections. Cost of non-aging and 
corrosive-proof hose is comparable 
to that of conventional metal hose. 
One-piece brass male or JIC 
swaged fittings eliminate steam 
leaks by eliminating welded fit- 
tings. Hose is Fluoroflex-T cov- 
ered with either bronze or stain- 
less steel braid. As a steam line, 
hose is rated up to 250 Ibs. of pres- 
sure; as a general service line, up 
to 500 psi and 500 F. It comes in 
sizes from ¥% in. male pipe thread 
end fitting to 1 in. male pipe 
thread. Resistoflex Corp., Rose- 
land, N. J. 
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1. Pull towel down... 


The Steiner 
Serva-Matic... 


When you combine the economy of Steiner roll 
towels with the controlled, automatic dispensing of the 
Steiner Serva-Matic, you get results that can reduce 
your towel costs by as much as 30%. 


Controlled dispensing — You can adjust the Serva- 
Matic to dispense towels at the rate you want—the 
best rate for your washroom traffic flow. The Serva- 
Matic automatically dispenses one unfolded towel that’s 
ready to use. Users can take only the towels they need. 
There is no opportunity to grab a handful that isn’t 
needed or used and then thrown away. 


Automatic dispensing—The Serva-Matic is the 


























DRI-MASTER 
Roll Towel Dispenser 


TISSUE-MASTER 
Tissue Dispenser 


AMERICAN AUTOMATIC 
Roll Towel Dispenser 


For More Facts Write No. 22] 


Avucust 28, 1961 


2. One towel 
automatically 
cut off... 





3. Withholds 
second towel 
until 
first is used... 


only dispenser to eliminate buttons, cranks and tear 
offs. Automatic dispensing eliminates waste and in- 
creases user satisfaction. The Serva-Matic uses eco- 
nomical roll towels. One case of Steiner roll towels 
equals approximately two and one-third cases of folded 
towels. You need less inventory and less storage space 
with Steiner roll towels. 


Complete line—Steiner Company offers you con- 
trolled dispensing of sanitary paper products for every 
washroom need. Why not write today for more infor- 
mation on the advantages of economical controlled 
dispensing for your washroom? 


STEINER COMPANY ~- 


ns 740 Rush St. . 


Chicago 11, Ill. 
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when you discuss pumps 
what does 


N PSH 


mean to you? 


THE TECHNICAL 
DEFINITION 


NPSH means NET POSITIVE SUC- 
TION HEAD and is the total suction 
head in feet of liquid absolute, deter- 
mined at the suction nozzle and cor- 
rected to datum, less the vapor pres- 
ee =a of the liquid in feet absolute. 

. BUT THERE'S 


ANOTHER MEANING TOO 
ocaaihee=- eepaatamnnctin aia To trained Ingersoll-Rand sales engi- 
sho gatangstac ear vai neers the technical meaning of NPSH 
feet. Also self-priming models. is taken into account every time a pump 

selection is made. Many other factors 

including the piping system, current 

conditions, friction, specific gravity of 

Cradle-mounted pumps the liquid, viscosity, etc., are evaluated. 

through 100 horsepower. Ca- 

pacities to 3200 gpm—heads to 

525 feet. Also self-priming 
models. 


And, because we do a most thorough 
selection job we like to think of NPSH 
as “NO PUMP SELECTED HAP- 
HAZARDLY.” This leads to customer 
satisfaction, something we are proud of. 


When you’re having a pumping prob- 

lem, why not call on an Ingersoll-Rand 

pump specialist. There’s one as close as 

your nearest Ingersoll-Rand branch of- 
Horizontally-split pumps 1% fice or authorized I-R pump distributor. 
through 400 horsepower. Ca- Perhaps the pump you need will fall 
pacities to 4000 gpm—heads to within our extensive commercial pump 
1100 feet. line. 


Ingersoll-Rand 


251A9 11 Broadway, New York 4, N.Y. 


OTHER PUMPS TO 200,000 GPM—PRESSURES TO 6500 PSIG. 
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Flexible Tapping Machine 
Cuts Tap Breakage 


A hand tapping machine espe 
cially designed for adaptability and 
complete freedom of action will 
tap perfect threads quickly. Op 
erator can instantly swing the 
tap to any point on the table or 
even beyond the table. Floating 
arm glides the tap into true hole 
center without pushing or tug 
ging, and counterbalanced co! 
umn is raised or lowered instant! 
and effortlessly. Machine requires 
less tapping torque, reduces 
thread lead distortion, produces 
straight tapped holes and elim 
nates tap breakage. Toolroom 
Equipment Div., Products Ma- 
chine Co., 990 Housatonic Ave., 
Bridgeport 1, Conn. 
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Insert Toolholder 
Has Only Three Parts 


A new toolholder design rep 
sents an important advance 
disposable carbide tooling. The 
basic principle involves a cam 
action lock. Insert is engaged b 


(Please turn to page 130 
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BETTER STAINLESS WELDS WITH ARCOS 


Arcos produces a full line of stainless 
filler metals...coated electrodes, bare electrode 
wire, consumableinserts, bonded fluxes. This across- 
the-board selection of filler metals, plus Arcos stain- 
less welding know-how, assures you of the selection 
of the right filler metal for the most economical 
arc-welding process—manual, semi-automatic or 
automatic. Where you use Arcos stainless filler 
metals you build up the quality of your welds and 
push down your welding costs. 


» Arcos 


Arcos Corporation - 1500 S. 50th St. + Philadelphia 43, Pa. 
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‘On the waterfront... 


Salling time 


hold toda 


ship ... another da 


to day, you need 


that can handle the 


You need ; 


it’s 8:22 p.m... . the ship is loaded 
tomorrow. We loaded 2,200 tons of cargo 


at sun-up. Tomorrow there’ll be another 


ting, hauling, storing. 


‘‘When you work like that from day 


that can stand the gaff... you need a truck 


vith ease and put it where you want it — fast. 


with.” 


Industrial Truck Division 


CLARK EQUIPMENT COMPANY 


Battle Creek, Michigan 
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For full details, 


see your local C irk Dealer 


or circle 77 on reader service card 








MAGNETIC SOCKETS 


last ten times longer 
—dgive re-usable 
magnet bonus 


Cutaway view showing socket, mag- 
net, self-tapping screw. Snap-on 
magnetic sockets are available in 


the following sizes: 


for 


2-in. drive for %e, 


Rie | 


On actual customer test, this newly de- 
veloped socket drove 112,320 self-tapping 
screws. A similar competitive socket, priced 
only about 30 cents less, wore out after 
driving only 10,530 screws. Both sockets 
were subjected to identical conditions. 

Figure what you can save by switching 
to these new Snap-on sockets — in replace- 
ment cost—and in assembly line down- 
time, too. 


and here’s an Extra Bonus... re-use 
your magnets — save up to 50% 


In addition to far greater life, this socket is 
available without the magnet. You simply 
tap or press the magnet out of the worn-out 
socket — insert it in the new one. You 
save 50 percent on the cost of a complete 
magnet socket. Snap-on has developed an 
inexpensive tool that inserts the magnet to 
exactly the right depth. 

This is an example of Snap-on research 
and development that helps industry save 
time and money. Your Snap-on industrial 
tool specialist can show you many more. 
Branch offices and warehouses are conven- 
iently located in 58 major cities throughout 
the U.S. and Canada. 


SNAP-ON 


Y4-in. drive for 


2, 16-in. sockets; 24-in. drive 
ae 3 
‘6, 2, %e-in. sockets; 


44, Xe-in. sockets. 


To remove magnet simply tap 
it out of the socket with an 
appropriate punch 


To re-insert, just tap magnet 
into socket with Snap-on as- 
sembly punch. The entire op- 
eration takes about a minute. 


TOOLS 


FOR ALL INDUSTRY 


8019-H 28th AVENUE e KENOSHA, WISCONSIN 
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an eccentric on the central cam 
pin, thus providing a positive lock 
that cannot be loosened by vi- 
bration or pressure of the cut. As 
locking is inside rather than out- 
side, there are no protruding 
screws or clamps to break. With 
only three parts, tool is simple, 
compact, and has such high hold- 
ing power that insert will break 
before it will loosen. Lower-cost 
tool comes in 15 styles and 124 
sizes for triangular and square in- 
serts. Metallurgical Products 
Dept., General Electric Co., De- 
troit 32, Mich. 
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Rising Blocks Protect 
Flame Cutting Tables 


Cast-iron rising blocks which fit 
onto cross supports of any flame 
cutting table hold steel plate clear 
of table and prevent flame from 
cutting and damaging table bed. 
Costly maintenance of cross sup- 
ports is practically eliminated. 
3ee-hive shaped blocks may be 
arranged according to pattern of 
cut in seconds, giving firmer and 
more uniform working surface. 
Blocks prevent distortion, hold 
heavy plate or thin sections, pre- 
vent “fall-away” and reduce blow 
back. They come in two standard 
slot sizes, 5/16 and *g in., and 
specials can be made for any ap- 
plication. Foundry Sales, Brown 
and Sharpe Mfg. Co., 235 Prome- 
nade St., Providence, R. I. 
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Bundy can mass-fabricate practically anything 


Whether you need straight lengths of tubing, 
coils, or complex fabricated tubing components, 
you'll find Bundy the reliable source. You'll 
get delivery on time and at low unit cost with 


Bundy’s mass-fabrication 
economies. Bundy’s tubing 
specialists are ready to help 
you with engineering and 
design problems, too. Long 
recognized as the best small- 
diameter tubing, Bundy- 
weld has steel’s greater 


RO RO 


strength and higher fatigue resistance. And it 
meetsGovt.Spec. MIL-T-3520, Type III; ASTM 
254;and SAE specifications. Call, wire, or write: 
Bundy Tubing Company, Detroit 14, Michigan. 


* ok * 
Bundyweld, double-walled from 
a single copper-plated steel strip, 
is metallurgically bonded through 
360° of wall contact. It is light- 
weight, uniformly smooth an 
easily fabricated ... has 
ably high bursting and fatigue 
strengths. Sizes up to %” O.D. 


BUNDY. TUBING COMPANY 


DETROIT 14, MICH. * WINCHESTER, KY. ¢ HOMETOWN, PA. 
WORLD'S LARGEST PRODUCER OF SMALL-DIAMETER TUBING. AFFILIATED PLANTS IN AUSTRALIA, BRAZIL, ENGLAND, FRANCE, GERMANY, ITALY. JAPAN. 


For More Facts Write No. 226 on Information Card—Last Page 


Avucust 28, 1961 





Pick a card near you, 
any steel in a hurry from 








DIAL 764-5616 : 
| 
| 
| 
| 


Seattie Service Center 


Ep. C. LABART GEORGE R. HENNINGER 
DISTRICT MANAGER MANA 


United States Steel Supply United States Stee! Supply 
of Oivision of 
United States Stee 


— 








Ep. C. LABART 


DISTRICT MANAGER 


© SEATTLE 


* PORTLAND 





FRANK B. STEWART 
DISTRICT MANAGER 


* SAN FRANCISCO 





Los Angeles Service Center 


FRED J. BRUCKNER 


DISTRICT MANAGER 


i * LOS ANGELES 


States Stee 


States Stee 





B. K. TAYLOR 


DISTRICT MANAGER 


United States Steel Supply 
Division of 
United States Stee 





Dallas-Fort Worth WH 3-7356 
Service Center CR 5-2747 


U. S. Steel Supply 
Division of 
United States Steel 


United States Stee! Supply | pcp eerie 
Division of 208 S. LaSalle St., Chicago 4, til 


United States Stee 


HOWARD C. SWAIN 
DISTRICT MANAGER 





HUGHES M. ZWEIG 


TRICT MANAGER 





® ST. PAUL 


MOLINE « 


ST. LOUIS @ 





}+-——— 





DALLAS « FORT WORTH 
a 


HOUSTON e 





OR 2-835)! 


HOWARD C. SWAIN 


DISTR T MANAGER 
United States Steel Supply 
Division of 
United States Stee 
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and you can get 
(iss) U.S. Steel Supply 


JOHN F. ScorTT 


DISTRICT MAN ER 


nited States Steel < 
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STON 
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Mi 6-3211 


WILLIAM J. BoRWICK 


DISTRICT MANAG 


(iss) Jnited States Steel Supply 
0 on of 
viv 9) J 


ates Steel 








PHIA 


. CLEVELAND c 
| © PHILADE 


PITTSBURGH ° At - RE 
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WARREN F. HJERPE 


MANAGE 
nited States Steel S 
Division of 
United States St 


ee 
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Cleveland Service Cer 


ter BR 1.5000 


CriybeE B. COLWELL 


DISTRICT MANAGER 


United States Steel Supply 
Division of 
United States Stee 





Boston Service Center 


R. H. REIBER 


tates Steel Supply 


Newark Serv 2 


2-8000 


BA 7-7711 


WILLIAM R. HOLMES 


DISTRICT MANA 














nited States Steet Supply 
Division of 


United States Steet 








EAR. L. SIMANEK 


DISTRICT MANAGER 


States Steel Supply 


tates Stee 
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Conveyor System Uses 
Electro-Magnetic Concept 


A system to control automatic 


666. Jomac work glove. Reversible—any two make a pair. Men’s knitwrist. conveyor routing operates on a 
non-contacting, electro-magnetic 


4 principle without any moving 
It S GLOVEMANSHIP that makes parts. It is highly effective in sort- 
ing and routing of letters and 

packages and of products and ma- 
J 0 M ACS terials in manufacturing, process- 


ing, broken lot order assembly 


- : : and loading operations. Controls 
your best buy in industrial Work gloVeS | use nonwearing magnetic circuits 
for automatic sorting and routing 
GLOVEMANSHIP is an art. It involves combining the ideal yarns, process- of containers, hampers or tote 
ing the cloth by techniques which will impart the wearing and protective trays to any desired number of 
qualities desired, creating patterns, styling cuffs and, finally, producing destinations. System is operable 


the finished gloves with real craftsmanship. Jomac practices GLOVEMAN- poet — ‘a hy speed 
SHIP range from 20 to < t. per min. 


r ‘ ssi : Completely transistorized system 
What does GLOVEMANSHIP mean to you? It means lower glove costs stresses reliability of operation. 


with quality gloves that afford maximum dexterity, more comfort; that Atronic Products, Inc., West Con- 
° . ° ’ "9 P 

resists oils, greases and stains; that protect hands and forearms against shohocken, Pa. 

such hazards as cuts, burns, bruises and abrasions; that can be washed 
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time after time. 


Polyethylene Tanks Are 
4 For better fit, greater dexterity, more Light and Tough 


comfort, longer wear, and maximum 
safety in handling most chemicals, 
oils, greases, etc.—specify North 
PVC Coated Gloves. 


To keep workers dry and comfortable 

in foul weather and to give them 

superior protection against chemi- ! 
cals, oils and greases—specify North o- 
PVC Protective Clothing , 4 


Write for more information about Jomac industrial work gloves today. 
Phila. 38, Pa. 


In Canada: James North Canada Company, Ltd., Simcoe, Ont. 


““Jomac Sells Quality . . . and Quality Sells Jomac!”’ Tanks molded of Eastman’s 
tough Tenite polyethylene make 
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unusually practical containers or 
vessels for storage, plating, com- 
pounding, pickling or mixing 
operations. Lightweight and vir- 
tually indestructible containers 
are made in a variety of shapes 
and capacity sizes from 5 to 500 
gals. Absence of seams, welds and 
joints in the one-piece units 
eliminates leakage and cuts clean- 
ing problems. Tanks can be fitted 
with spigots, valves, or hose con- 
nectors. They are particularly 
useful in plants dealing with 
foods, photographic and other 
chemicals, paints and pharma- 
ceuticals. Delaware Barrel & 
Drum Co., Inc., Wilmington 99, 
Del. 
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Material Mixer Cuts 


Time in Half 


A mixer for materials in 55 gal. 
drums weighing up to 1000 lbs. is 
guaranteed to cut present mixing 
time in half. Developed particu- 
larly for the paint industry, unit’s 
patented rotary oscillating motion 
has been successfully tested on 
sound deadener, glazing com- 
pound, abrasives, plastics and 
other difficult materials. Paint 
that formerly required five hours 
with paddle mixer can now be 
done in 20-30 minutes. Material 
is mixed in original container 
with no need to remove cover. 
Once 220/440 volt, 3 phase, 60 
cycle electrical connections are 
made, machine is ready for one- 
man operation. National Indus- 
tries, 1178 Lewis St., Jackson, 
Mich. 
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Avcust 28, 1961 





Easy-to-Move...Time-Saving 
Power for Your Shop or 
on the Job...New 


=r 


lb 


300 Power Drive 


Bench, stand or truck mounted, 
this compact Rifattd 300 Power 
Drive quickly pays for itself in 
time and labor savings. Speed 


chuck closes and releases by hand 


Converts to Low-Cost 
Threading Machine 

Add the rttwatp No. 310 Car- 
riage, No. 360 Cutter and a 
RimtaiS> Quick-Opening Machine 
Die Head, and you’re ready to 


... holds tight forward or reverse. cut, thread and ream. With a 


Cam-action rear workholder holds 
even long lengths straight for per- 


No. 19 Nipple Chuck you even 
cut and thread close nipples with 
threading machine speed and 


fect threads and cuts every time. ease. 


THREADS 


} 


— 


DRIVES GEARED THREADERS - THREADS CLOSE NIPPLES 


Call your Distributor today. For your convenience, he maintains a complete 
stock of Re[<211> Work-Saver Pipe Tools and parts! 
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Expanding Your Office? 
. » « Iry Leasing Furnishings 


W une THE leasing of plant 
equipment is nothing new, the 
leasing of office furnishings— 
desks, chairs, carpet, draperies— 
has recently emerged as a spe- 
cialized, rapidly-growing field. 
According to one leasing firm, 
Contract Interiors for Business, a 
division of Kriloffice, Inc. about 
12% of the companies that acquire 
new office furnishings do so on a 
lease basis. By 1966, this figure 
is expected to double. 
Purchasing agents may find 
leasing particularly desirable 
when faced with remodeling or 
expansion. The advantages of 
leasing include: 
@ A better furnishings job than 
might be possible by purchasing 
outright. 
@ Complete flexibility in choos- 
ing furnishings. 
@ Furnishings brought in with 
little or no capital required. 


Leased office 


i 


Sales. 


1956 
1957 
1958 
1959 
1960 


Since leasing involves a mini- 
mum cash outlay, companies that 
lease can buy a better grade of 
furniture. The entire office will 
reflect a higher standard and 
more attractive decor. Many 
leasing companies provide top- 
grade designers to assist in the 
furnishing job. 


Any Shape, Any Size 


The lease can include every- 
thing in the office, from desks and 
chairs to ashtrays, letter openers, 
pictures and typewriters. There 
need not be a restriction in the 
style, shape, or materials used. 
If custom furniture is desired, it 
can be leased. 

One company recently ex- 
panded its engineering depart- 
ment and simply leased drafting 
tables and chairs for the new 
space. Another moved into a new 
factory building and leased over 


Furnish 


ngs and Equipment 4° 
of Total 


$13,000 worth of furnishings—in- 
cluding carpeting, draperies, 
desks, sofas, chairs, and lamps. 
Office machines, such as mimeo- 
graph machines, calculators and 
adding machines, can also be in- 
cluded in the lease. 

The purchasing agent usually 
has a choice of a one-, two-, or 
three-year lease period. At the 
end of the period, the following 
options are available: 

A) Re-negotiate the lease at a 
reduced rate and retain the same 
furnishings. 

B) Purchase the furniture out- 
right. 

C) Continue the lease at the 
same rates and obtain entirely 
new furnishings. 

D) Terminate the lease and re- 
turn the furnishings. 

Any office can be furnished on 
a lease basis just as tastefully as 
the imagination will permit. 
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what a pleasure it is 
to open one of your boxes” 


writes Mrs. Flora Moccia, Ecorse, Michigan, in an unsolicited letter 


SSCHOSSSSSSSSSSSSHSSCHSHHHHHHOHHHHEOOOHHHHEOHHHOEHHEEEEHEEEEEEEEEEEE 


Busy people like Mrs. Moccia open a Graphicopy E-Z 
Paper Pak* Carton with one quick pull. No broken nails. 
No bruised fingers. Then the handy E-Z Carry Pak” lifts out 
easily. No digging. Most important, these Hammermill 
Graphicopy Papers are ready to run—and run right. Call 
your Hammermill supplier today and please your ladies. 
Hammermill Paper Company, East Lake Road, Erie 6, Pa. 
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designability 


the fourth dimension 


stylized office furniture 


New York PEERLESS STEEL EQUIPMENT COMPANY 
ma ma Unruh and Hasbrook Avenues 
aco finales Philadelphia 11 


Pennsylvania 
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Two newly-designed punches 
have been introduced by Acco 
Products, Ogdensburg, N. Y. The 
significant difference between the 
two models is that one has a 21- 
sheet capacity, and the other 
punches up to 36 sheets at one 
time. A feature of the new unit 
is the lock-down facility of the 
handle for storage in desk 
drawers. 

Write No. 41 on Information Card—Last Page 


Complete redesign of its auto- 
matic envelope opener has been 
announced by Martin Yale, Inc., 
2100 W. Fulton St., Chicago 12, 
Ill. The new machine will open 
envelopes at the rate of 400 per 
minute. Envelopes are set against 
the back ledge of the feeding ta- 
ble and the machine starts. The 
opener cuts off the smallest pos- 
sible trim and produces a clean 
straight trim the full width of the 
envelope. 
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A 12-page booklet has been re- 
leased which describes the copy- 
ing system of Gevaert Company 
of America, Inc., 321 West 54th 

(Please turn to page 142) 


PURCHASING 





CUT FILING COSTS IN HALF WITH VERTI-FILE 


+ OLD WAY 
e You can actually save up to 50% in equipment costs when you convert from 
conventional drawer filing to the vertical shelf concept perfected by Royal’s 
DeLuxe VERTI-FILE* system. This is because VERTI-FILE cabinets cost no more but 
hold twice as much. Savings in floor space, too, run as high as 58% because 
VERTI-FILE substantially reduces required aisle width by eliminating space- 
consuming drawers. This advanced idea in record-keeping makes filing up to 
35% faster, easier, more accurate. DeLuxe VERTI-FILES by Royal bring you all th 
the advantages of open-shelf filing, including maximum visibility, ease of access 


ecteneaton anaaae and entry, fully adjustable shelving, and “security-lock” doors if desired. DeLuxe’s DELUXE ¥ DIVISION 


up to 58% in floor space? : ‘ - 5 

You start saving the mo- exclusive “Equalizer” feature insures easy opening of VERTI-FILE doors wher- 

ment you install one. i - be F 
ever pressure is applied. Steel construction and baked enamel finish give 

VERTI-FILE units the quality appearance of fine office furniture. And there is no need to buy new 

folders or change your existing system. Write today for complete information to DeLuxe Metal Products 


Division, Royal Metal Manufacturing Company, Dept 10-H, One Park Avenue, New York 16, New York. 
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*Value Analysis Starts Here 


Good suppliers are the foundation of any value 
analysis program. CONOVER-MAST PURCHASING 
DIRECTORY gives you a reliable list of manu- 
facturers of industrial products. It gives you: 


the company name, 
address, 

telephone number, 
size of company, 


and necessary technical data. 


Next time you use a directory, use CMPD. 
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Conover-Mast 
Purchasing Directory 


205 E. 42nd St. New York 17, N. Y. 
i MU 9-3250 
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MERCY HOSPITAL of Laredo 


LAREDO, TEXAS 


no carbon/required 
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W. C. Cobb 
Ass't Administrator 
of Mercy Hospital, 

Laredo, Texas 


‘NCR PAPER 


saves us its entire annual cost...every six months.” 


MERCY HOSPITAL, Laredo, Texas 


“In 1955, we changed to complete ma 
chine accounting, using patients’ state 
ment-ledger forms with carbons. 

“We wasted valuable time re-in 
serting and removing carbons when we 
had to make additional postings on the 
forms. Also, the carbon stubs often 
caused our files to become ‘hilly’ and 
many times it was difficult to locate 
accounts in the files 

“We decided to try NCR Paper 
(No Carbon Required). At first, we 
felt the extra cost of the paper could 
not be justified. But we soon found 
NCR Paper more than repays its extra 
cost in savings of time and effort 


“NCR Paper originals and copies 
are picked up as a complete unit. Cop- 
ies are always clean and legible. We no 
longer have to waste time inserting or 
removing any carbons 

“We feel NCR Paper is one of the 
success stories’ of the twentieth cen- 
tury. It has enabled us to save its entire 
annual cost every six months through 
time savings and increased operating 
efficiency.” 


LUstos te 
Asst. Administrator 
y Hospital of Laredo 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES ¢ 77 YEARS OF HELPING BUSINESS SAVE MONEY 


August 28, 1961 


It’s the cost-in-use rather than the pur- 
chase price that determines the true 
cost of your multiple-copy forms. 
Invest in NCR Paper forms and get 
dividends through time saved and 


increased record-keeping efficiency for 
Mi / 


your business. 


NCR PAPER 
ELIMINATES 
CARBON PAPER 
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RECORD PAPERS 


~ and | 


AtULL make the best 


For full information 
about L.L.B. papers 
ask your supplier or 
write L. L. Brown 
direct. 


“the quality which has 


& 


L.L. BROWN 


PAPER COMPANY 


ADAMS, MASSACHUSETTS 
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(Continued from page 138) 


Street, New York 19, N. Y. The 
booklet outlines the various fields 
where a copying system is used 
and also describes the range of 
papers and their characteristics. 
Write No. 43 on Information Card—Last Page 





A facsimile communications sys- 
tem for transmission of graphic 
data was introduced recently by 
Fairchild Camera and Instrument 
Corp., 580 Midland Avenue, 
Yonkers, N. Y. The basic system 
consists of a flat-bed scanner- 
transmitter and a recorder. Both 
units are transistorized and use 
printed circuitry. Transmision 
speed of the unit is almost two 
linear inches per minute, but 
twice this speed can be obtained 
by using microwave or telephone 
program channels. 
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Mechanical improvements have 
been added to style changes in a 
new line of folding chairs intro- 
duced recently by Brewer-Titch- 
ener Corp., Cortland, N. Y. Both 
seat and back and shaped iden- 
tically. When the chair is folded 
for storage, both upholstery sur- 


faces are protected by a steel 
wall comprised of the seat and 
back panels. The rear legs are 
positioned so that when they 
touch the baseboard no other 
part of the chair touches the wall. 
Write No. 45 on Information Card—Last Page 


Desk-top electric postage meter 
mailing machine was introduced 
by Pitney Bowes, Inc., Stamford, 
Conn. It seals, stamps and stacks 
letter mail in one operation or 
provides gummed meter stamps 
for packages and bulky envelopes. 
The new machine will imprint up 
to $9.99142 in one stamp. A de- 
tachable envelope feeder is avail- 
able to convert the unit to a fully 
automatic machine. 
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A portable dictation unit has 
been introduced by International 
Business Machines Corp., 545 
Madison Ave., New York 22, N. Y. 
The new unit is powered by flash- 
light batteries and is compatible 
with the company’s magnetic belt 
office products. A small micro- 
phone is used for individual or 
conference recording and play- 
back. The portable may also be 
used as a transcription unit. 
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Bostitch staplers have increased office efficiency so much that 
the boss thinks they’re the most valuable tools in the office. 


Fasten it better and faster with 


R 
Call your Bostitch Economy Man. He's listed in the Yellow Pages. 8 0 S ’ | ’ CH 


STAPLERS AND STAPLES 


728 BRIGGS DRIVE, EAST GREENWICH, RHODE ISLAND 
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Union-Camp 
now offers you 
14 corrugated 
box plants 


Fast service is no gamble when you deal with Union-Camp. 
Fourteen corrugated box plants are strategically located 
to supply all your corrugated packaging needs. Customized 
local service is combined with a comprehensive packaging 
evaluation program designed to assist you in specifications 
analysis, structural design, box testing, materials handling 
and graphic design. 

Important reasons why more and more companies are 
turning to Union-Camp for creative help in packaging. 


SB UNION-CAMP 


CORRUGATED BOXES 
Union Bag-Camp Paper Corporation 233 Broadway N.Y. 7. N.Y 
Plants: 
*Dedham, Mass.; Allied Container Corp., TMonroe, Mich.; 1109 East Elm Ave. 
Route 128, Allied Drive fEaton Rapids, Mich.; P. O. Box 8 
Trenton, New Jersey; 1400 E. State St. *Baltimore, Md.; Eastern Box Co.; 
tWashington, Penna.; P. O. Box 285 Wagner's Point 
TCleveland, Ohio; 10200 Miles Ave. * Jamestown, N. C.: 
TSharonville, Ohio; P. O. Box 86 3704 Point Pleasant Rd.* 
Chicago, IIl.; 4545 West Palmer Spartanburg, S. C.; P. O. Box 1965 
{Benton Harbor, Mich.; Savannah, Georgia; P. O. Box 570 
lith St. & Britain Ave Lakeland, Florida; P. O. Box 454 
*Subsidiary Companies {River Raisin Division 
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Association News 


Eighth District Sponsors Advanced 
Purchasing Workshop 


Professor Rawdon (I.) of 
Clarkson describes the “in- 
ventory control game” de- 
veloped by his business ad- 
ministration department. It 
is used to demonstrate the 
effectiveness of basic deci- 
sions in minimizing total pur- 
chase costs. 

Robert H. Wilson (r.), Chas. 

Pfizer & Co., receives his 

Certificate of Proficiency 

from Dean F. Gordon Lin- 

sey, director of Clarkson’s 

summer program. Wilson Oui A 

was elected president of the ce Dr. Howard T. Lewis (r.), in- 

class. taba structor at the workshop co- 

ae sponsored by the N.A.P.A., 

goes over some fine points 
with W. J. Heubach (I.), 
Union Bag-Camp Paper 
Corp., and Victor Pooler, 
Carrier Corp. 
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TO IMPROVE YOUR PRODUCTS... 


COUNT ON NICKEL STAINLESS STEELS 
TO INCREASE YOUR PROFITS... 


COUNT ON STEEL SERVICE CENTERS 


HERE’S HOW Stainless Steels can 


improve your products: they provide... 


e high mechanical properties 
e excellent resistance to corrosives 
e good high-temperature performance 
dependable joining and fabricating characteristics 
good low-temperature performance 
wide variety of attractive finishes 
ready availability in many forms 
consistent response to heat-treatment 


Your nearby Steel Service Center can 
give you more information on fast de- 
livery and low cost dependable service. 
Why not call today? 


Aucust 28, 1961 














SERVICE CENTER 
INSTITUTE 





HERE’S HOW Stee! Service Centers 


can increase your profits: they eliminate 
these costs of steel possession... 


e labor and handling 
capital invested in inventories 
scrap and wastage 
obsolescence 
insurance, taxes, and accounting 
storage space 
equipment for handling, cutting, burning 


THE INTERNATIONAL NICKEL COMPANY, INC. 
67 Wall Street, New York 5, N. Y. 


MOINCO NICKEL 


makes stainless steel perform better longer 
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Youngstown - 


ufkote 


New high quality 
Youngstown galvanized sheet 
from the industry’s newest, 
finest mill 


A new 848-foot long continuous Sendzimir gal- 
vanizing line is rolling at Youngstown’s giant 
Indiana Harbor Works. It is the most modern line 
in the world. Every month it produces 11,000 tons 
of tufkote, shiny new Youngstown galvanized 
sheet steel in coils, cut lengths; flat or corrugated. 


Youngstown tufkote gives you a full range of 
coatings with absolute adherence. You get superior 
corrosion resistance, better appearance. You get 
better workability, better forming properties of 
both zinc coating and base metals. Test it, bend 
it, draw it, cut it, crimp it. Youngstown tufkote 
offers you the best combination of strength and 
workability—is unequaled in superior properties. 


Get the exact coating, finish and adherence your 
specifications call for. Specify Youngstown 
tufkote. And count on fast delivery. Like over 
800 other Youngstown steel products, new tufkote 
is Youngstown-made from ore to steel to mill to 
final cut sheet and coil. You can depend on quality 
and service when you order steel from Youngstown. 


growing force in steel 


town tufkote galy ? heet, write: C t c 


The Youngstown Sheet and Tube Company, Youngstown, Ohio 


@) 
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N.A.P.A. Officials 
Attend Florida 


Purchasing Seminar 


ile: 
By 








&. 


Russ Stark, N.A.P.A. president: “The buyer’s ethical at- 
titude in negotiating with vendors must be above reproach.” 


Russet T. STARK, presi- 
dent of the National Association 
of Purchasing Agents, and other 
high-ranking N.A.P.A. officials 
were among the featured speak- 
ers at the third-quarter meeting 
of the Purchasing Agents Associ- 
ation of Florida. Traditionally, this 
meeting is a three-day seminar. 

President Stark spoke on “Pro- 
fessionalism in Negotiation.” He 
told the Florida group that nego- 
tiation is a dynamic buying tech- 
nique which supplements, but 
does not replace, competitive buy- 
ing. “When properly used,” Stark 
declared, “contract 
can achieve major 
tions.” 


negotiation 
cost reduc- 

His talk climaxed a full-day of 
top-level discussion which in- 
cluded a keynote address by John 
W. Bush, Interstate Commerce 
Commissioner, who came from 
Washington, D. C. for the meet- 
ing. 

Tom Adams, Secretary of State 
of Florida, gave a presentation 
on local conditions. His talk cov- 
ered “Florida Business Cycles and 
Trends and Their Effect On The 


Association includes many from 
Cape Canaveral, Patrick Air 
Force Base, and other govern- 
ment installations in the area. 
They particularly appreciated the 
address by George Udell of the 
Atomic Energy Commission’s 
Supply Division on “Economics 
of Industrial Purchasing As Ap- 
plied to Government Procure- 
ment.” 

N.A.P.A. officials at the confer- 
included Paisley Boney 
(immediate former president), 
chairman of the national public 
relations committee; M. B. Eu- 
banks, Jr., vice president of Dis- 
trict Seven; Marshall G. Edwards, 
recently-appointed staff member 
at N.A.P.A. headquarters, and 
W. L. Beckham, chairman of the 
District Seven public 
commiuittee. 

The N.A.P.A. president also 
told the Florida purchasing agents 
that “the buyer’s ethical attitude 
in negotiating must be above re- 

(Plase turn to page 153) 


ence 


relations 





Paisley Boney, former president of N.A.P.A., spoke 
on “The P.A.’s Public Relations Responsibility” at 
a seminar sponsored by the Florida Association. 


Purchasing Agent.” 
The membership of the Florida 
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This big aluminum rotor is extruded with spiralled, integral vanes 
on a 13,200-ton press at Dow’s Madison (Illinois) Plant. Substi- 
tuting this extrusion for a weldment in Salina Manufacturing 
Company’s “‘Blendvane” feeders not only cut production time 
and costs, but improved the unit’s feeding action! 


NEW TWIST Using extruded rotors, Salina has eliminated the time and 


cost of welding on straight bar stock vanes. Spiral-vane design 


IN EXTRUDING (not practical with welded vanes) produces a more even feed of 


the material being transferred. 


IF YOU USE EXTRUSIONS, or weldments, it may be 
ALUMINUM see possible to extrude a better, lower-cost part than you are now 
: using. Dow’s experience and full range of extrusion equipment— 
giant Dress produces 48-foot including presses ranging from 1700 to 13,200 ton capacity 
P PF —combine to produce parts in a variety of alloys and designs. 
rotor with spiral vanes, Conventional shapes, unusual shapes . . . see Dow for both. 
a . You'll find a combination of extrusion quality and economy that 
eliminates welding can make your profit picture brighter. For more information, 
write THE DOW METAL PRODUCTS COMPANY, Midland, Michigan, 

Merchandising Department 1115EE8-28. 


<> THE DOW METAL PRODUCTS COMPANY 
Division of The Dow Chemical Company 
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BASIC for 
Purchasing Agents 


Purchasing agents searching for a single iy i ain ili 
source for a wide variety of products for superior corrosion resistance. For 
are sure to find the value of these many years they have been called 
American-Standard Controls Division é; “Guardians of the Pipelines”; available 
in gate, globe, hose, angle, check and 
ie quick-opening models, with a variety 
must control or indicate the pressure or — of seat types and materials. 

temperature of gases and fluidS or 


electrical energy. 


products. This is true of anyone who 


|American-Standard 


CONTROLS DIVISION 


Industrial 
Thermometers 


You can get detailed information on 
any of these products by writing 
Si] : ; ’ s Divisi 
pe : American-Standard Controls Division, 
S ‘ ~ . . . . 7 

5900 Trumbull, Detroit 8, Michigan. 


Rochester bimetal industrial dial 
thermometers provide extreme ac- 
curacy, are hermetically sealed and 
can be externally calibrated. Available 
in standard dial sizes from 1” to 5’, 
and with scale ranges from minus 
150°F to 1000°F. 


Pressure Gauges 


, B00 3000 
| American-Standard a 


CONTROLS DIVISION 


Rochester pressure gauges have a 
multi-wound helical coil and are un- 
matched for extensive cycling and 
continued accuracy under extreme 


AMERICAN -St PLITIC hed contitione. Friction and hysteresis is 


readable limits. Available in 
CONTROLS DIVISION 2”, 3” and 5” dials. Ranges to 10,000 psi. 





/American-Standard 


CONTROLS DO 
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proach. It doesn’t take long for 
a supplier to learn the character 
of the party with whom he is 
dealing.” An attitude of fair play 
will make the vendor much more 
cooperative, he noted. 

“On the other hand,” President 
Stark said, “the buyer must know 
as much about the potential sup- 


¢ => 
M. B. Eubanks of Riegel Textile Corp., 
recently-elected vice president of Dis- 
trict Seven, studies a report of district 
plans which he outlined for N.A.P.A. 
members. 


plier as possible—how he oper- 
ates, his attitude, and his ethics. 
The more that is known, the less 
chance for trouble during the life 
of the contract. I believe if more 
time was spent on source selec- 
tion, the problems which are apt 
to arise from negotiations would 
be kept to a minimum.” 

The Burroughs Corp. executive 
also hammered away at the need 
for purchasing executives to con- 
duct themselves like profession- 
als You don’t become a “real 
pro” just because you occupy the 
chair of the purchasing agent, he 
counseled. He said a professional 
P.A. should be: 

e Courageous. The P.A. musi 
have the courage to make deci- 
sions. There are many decisions to 
be made before signing of a ne- 
gotiated contract. Lack of cour- 
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age for this task can often be 
traced to lack of knowledge. 

® Willing to stick his neck out 
—intelligently. As the P.A. makes 
decisions to accomplish his ob- 
jectives, he must take certain 
calculated risks. To take the sure 
route all the time may involve 
delays which cannot be justified 
or tolerated. 

@ Able to maintain a sound 
working relationship with people. 
Many purchasing agents can com- 
municate easily in their own jar- 
gon but cannot get ideas across to 
anyone unfamiliar with the ter- 
minology. Professional compe- 
tence demands this gap be 
bridged. 

@ A master craftsman. A pur- 
chasing agent should work at all 
parts of the procurement job. He 
should always be searching for 
improvement, always doing the 
very best he can, and always 
striving for professional compe- 
tence. 

Among the other highlights of 
the seminar was a panel discus- 
sion on “Purchasing Problems” 
with Ken Cruise of Bendix Corp. 
serving as moderator. Members 
of the panel were Ralph Siller, 
Florida State Purchasing Com- 
mission; Russ B. Wallworth, Elec- 
tronic Communications, Inc.; and 
G. Sparks, J. G. Christopher Co. 


K. A. Cruise, Bendix Corp., served as 
moderator for the discussion on “Pur- 
chasing Problems.” 


Joseph J. Mate, General Elec- 
tric Co., was general chairman of 
the highly successful 9th annual 
conference. Plans are already un- 
derway for next year’s meeting. 

Installation of new officers for 

(Please turn to page 156) 





\ PONY BRAND 
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Ames’ exclusive shock 
band eliminates ex- 
cessive handle break- 
age. Vertical rivet in 
competitive brands 
destroys important 
wood fibers and 
weakens the handle. 


STRONGER BLADE 


Double taper forging, an exclusive 
with Ames, puts more steel where it 
counts. Blade tapered from back to 
point and also from center to side. 
Ames’ blades are unconditionally 
gvaranteed. 


0. AMES CO. 


PARKERSBURG, WEST VIRGINIA 
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DO YOUR FASTENING METHODS 
MEASURE UP TO° 


* 





THIS ONE? 





We've yet to uncover a fastener that 
matches the cost-cutting talents of 
Acme Steel Wire Stitching 


Are your present fastening methods producing 
with lowest material cost, fastest operating speed, 
highest quality workmanship ? Investigate Acme 
Steel Wire Stitching . .. to be sure. 


This method promotes such substantial sav- 
ings, it is outmoding conventional stapling, rivet- 
ing, spot welding, threaded fastening and adhe- 
sion methods in a host of assembly operations. 


A high speed Acme Steel Wire Stitcher takes 
wire directly from a coil—cuts it... forms it into 
proper size “staples”... then drives thousands 
of them without a pause for reloading. Result: 
pre-punching, tapping, drilling, hole aligning 
and screwdriving steps are completely eliminated. 
You can join many combinations of metallic or 
non-metallic materials with uniformly high fas- 
tening strength and speed. Material and man- 
power savings are tremendous. 


Naturally, wire stitching is no cure-all for every 
industrial assembly job. But, an objective analy- 
sis by men who know will tell if this advanced 
method is feasible in your operation. Ask your 
local Acme Idea Man for recommendations. Or, 
send samples of materials you wish fas:ened to: 
Wire Stitching Laboratory, Acme Steel Company, 
Dept. ‘PMCP-81, 135th Street & Perry Avenue, 
Chicago 27, Illinois. 


IDEA LEADER IN 


WIRE STITCHING'S TALENTS EXTEND TO MANY FIELDS 

Acme Steel Wire Stitchers are closing and reinforcing corrugated boxes 
and containers of every variety... binding books and literature...bagging, 
carding and labeling packages. 


STITCHING - FRAMING - STRAPPING 
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the Florida Association took place 
at the banquet. Ralph H. Griffith, 
Jr., heads the group as president 
for the 1961-62 term. First and 
second vice presidents are Ralph 
R. Siller and Peter A. LoBianco, 
respectively. 

C. J. Hernod was installed as 
secretary, Paul R. Cornwall, as 
treasurer, and Robert P. Raitt, 
as national director. 


Directors of the Association are 
G. Q. Bulter, A. C. Dobay, Wil- 
liam Finger, James B. Hoon, S. L. 
Jackson, Joseph J. Mate, H. L. 
Mick, and Mary C. Smith. 


Purchasing Seminar Slated 
For Petroleum Industry 
The Purchasing Agents Asso- 
ciation of Tulsa and the Univer- 
sity of Tulsa are planning a 
Petroleum Industry Purchasing 





IT PAYS TO SEND 


YOUR 


FASTENER SPECIFICATIONS 
TO SPECIALISTS... 


BOLTS + STUDS « CAP SCREWS - NUTS 
In Alloys « Stainless « Carbon « Bronze 


All the economies inherent in specialized pro- 
duction backed by experienced craftsmanship 
are yours when you send your fastener specifi- 


Cations to Erie. 


For almost half a century, our 


sole business has been the production of fasteners 
to customer, government or national standards 
. - . fasteners to meet the rigors of extreme 
temperatures, corrosion, tensiles, fatigue, impact, 


sheer stresses , 


. fasteners for railroads, re- 


fineries, diesels, farm and earth moving equip- 


ment and other heavy machinery. 


Send your 


specifications to us for prompt estimate. 


A SUBSIDIARY OF 


REPUBLIC mouUSTRIAL 


CORPORATION j 


| ERIE BOLT & NUT CO. 


Erie, Pennsylvania 


Representatives in Principal Cities 
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Management Seminar. The three- 
day event will be held at West- 
ern Hills Lodge, just outside of 
Tulsa, on October 18, 19 and 20. 

Leading authorities from in- 
dustry and education will explore 
the role of the purchasing exe- 
cutive in production, marketing, 
and finance in the oil and gas in- 
dustry. 

The registration fee of $150 
includes private room, refresh- 
ments, meals, and transportation 
between Tulsa and the Lodge. 
Enrollment for the seminar is 
limited to 35. 

Further details can be obtained 
from E. J. Murray, executive sec- 
retary, Purchasing Agents As- 
sociation of Tulsa, 1202 Atlas Life 
Bldg., Tu'sa 3, Oklahoma. 


Central Iowa Elects 


New Officers 


Officers for the 1961-62 year 
were elected and installed recent- 
ly by the Central Iowa Associa- 
tion of Purchasing Agents. 

President of the Association is 
D.E. Balvin. W.F. Langefeld and 
George Mosher will serve as first 
and second vice presidents, re- 
spectively. 

Other officers 
Davis, secretary; Warren Gers- 
tenkorn, treasurer, and A. W. 
Rempp, national director. 


include: Carl 


Dallas Elects Officers 
For 1961-1962 


The new president of the Dallas 
Association of Purchasing Agents 
is Ray Langford, Sun Oil Co. 
Elected to serve with Langford 
were C. M. Newsom, Southern 
Union Gas, first vice president; 
Robert Crane, Dresser Industries, 
second vice president; Fred D. 
Bradley, Southern Union Gas, 
secretary-treasurer; Harold Stock- 
ton, Dallas Power & Light Co., 
national director; and Paul Talley, 
Mobil Oil Co., alternate national 
director. 

The membership chairman in- 
troduced four new members at a 
recent meeting of the Association. 
Then were: Burton Denman, Geo- 
technical Corp., Thomas J. Mc- 
Cartin, Dresser Electronics; and 
Robert Pullen and William Rog- 
ers of Engineering Supply Co. 
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These, and a thousand other things, have found the perfect 
way to go traveling—comfortably safe in a St. Regis® con- 
tainer. In fact, there’s hardly anything you can name for 
which St. Regis can’t design the right corrugated box. 

And, if you think we have designs on your product— 
you're right! We make it our business to ask for new op- 


ANYTHING GOES...IN A 








portunities to design boxes that give your product greatest 
protection at lowest cost. You may need “difficult” boxes... 
boxes with full printing . . . convertible to display units. . . 
or boxes that weather the weather. If the box you need 
doesn’t exist, we'll create and test it. And it will be the 
sturdiest, safest box your product ever traveled in. 








You can step into this imaginative world of protective 
packaging at any of our nation-wide plants. Each has a 
staff of creative design engineers, modern production tech- 
niques, and years of experience in virtually any industry you 
can name. Corrugated boxes for big things, little things— 
anything—are designed and made at these St. Regis plants: 


Birmingham, Ala. « Fullerton, Calif. + Salinas, Calif. * Jacksonville, 
Fla. * Atlanta, Ga. » Chicago, III. » Dubuque, Ia. * Hagerstown, Md. 
Minneapolis, Minn. + Jersey City, N.J. * Buffalo, N.Y. * Albany, N.Y. 
Canton, O. « Cleveland, O. * Coshocton, O. « Newark, O. + Crafton, 
Pa. + Mt. Wolf, Pa. + Pittsburgh, Pa. * Dallas, Texas « Garland, Texas 
Houston, Texas * Tacoma, Wash. + Grafton, W.Va. * Milwaukee, Wis. 
Or write: Container Div., St. Regis Paper Company, 150 E. 42 St., N.Y. 17, N.Y. 








Fasson Self-Adhesive 
Nameplates 
Improve Appearance, 
Last Longer... 


Silk-screened and embossed on Fasson’s gleaming, metal- 
lized Mylar*-Viny], this Snap-on Tool nameplate won’t 
tarnish, resists scratches and wipes free of grease and 
oil easily. 


“The new Fasson nameplate is much more attractive 
than the original paper-base nameplate, even though 
the original was produced in two colors, whereas the 
Fasson material is produced only in black on silver,” 
says George A. Smith, Advertising Manager of Snap-on 
Tools Corporation. 


Fasson’s many nameplate and decorative trim 
cost much less than metal nameplates, and 
seconds without screws, clips or messy glues 
they’re self-adhesive. 


materials 
go on in 
... because 


* Mylar is a DuPont Polyester Film 


Send for free samples and literature 


[see ~Fasson 
™ Products 


An Avery Company 
Dept. E, 250 Chester Street, Painesville, Ohio 
Makers of self-adhesive papers ¢ foils « films * for converters 
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COES 


KNIFE CO. 
Youn source OF 
. MACHINE KNIVES 


Standard and 
special blades of 
solid or composite 
steel, for all 
machine knife 
applications. 


MACHINE 
WAYS 


Hardened-and-ground steel 
ways, guides, and wear plates 
in sizes and shapes to meet 
your specifications. 


COES KNIFE COMPANY 
7OCOES ST., WORCESTER, MASS. 
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PERRYGRAF-— 
WORLD’S 
LARGEST 
PRODUCER 


Two hundred million since 1932! More Slide-Charts for 
more people than any other company in the world. 

Two Modern Plants, one geared to runs of millions, the 
other to hundreds. Finest facilities for accurate printing 
and assembly. Deliveries as high (in a pinch) as a million 
per week. Prices consistent with quality work and depend- 
ent on quantity and materials from pennies to dollars. 
We invite your inquiry. Send for free full color booklet 
including 122 actual case histories. 


PERRYGRAF © 


slide-charts 


product facts at the fingertips 


150-1 S. Barrington Ave., L. A. 49, Calif. 
1500-1 Madison St., Maywood, Ill. 
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BOSTON... QUALITY ... OPTIMOUNT * ADAPTABILITY 


largest selection of standard models from stock 
simplifies design for speed reduction economy 





Helical geared Ratiomotors and Reductors — single or double reduction. 
For 1/6 to 15 HP drives. Horizontal or vertical base mounted, or shaft mounted. 
680 mounting combinations from stock - meet any in-line need. 
Furnished ready to install, by local Distributors. 

Specify OPTIMOUNT. Save extra cost of special gearhead motors. 

Save design time. See Catalog 57 for complete listings. 

IN STOCK at your nearby DISTRIBUTOR 


BOSTO 
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©Boston Gear Works, 1961 
Quincy 71, Mass. 





@ Industrial plastic stock shapes come 
in all sizes and forms and, unfortunate- 
ly, in varying quality too. 


When the plastics you buy carry the 
identifiable trademark or brand of a 
recognized quality producer, you’re not 
gambling with end-product perform- 
ance and your company’s reputation. 


When you specify Polymer nylon, 
Teflon*, or other stock shapes, the 
POLYPENCO#® brand on each is your 


“Branded quality 
is your only 
safe buy... 


insist on it!” 


ee 


assurance of consistent high quality... 
quality that means core-to-surface uni- 
formity so necessary for end-product 
reliability and efficient, waste-saving 
production. 

Branded POLYPENCO industrial plas- 
tics are available in the widest range of 
shapes and sizes you can get anywhere 
from over 100 stock locations through- 
out the world. Insist on the POLY- 
PENCO brand when you buy! 


*Du Pont TM 


THE POLYMER CORPORATION 


- POLYPENCO 


H 


Reading, Pa. / Export: Polypenco, Inc., Reading, Pa., U.S.A. 


Cniginecred Spuatittrial Plasilce 


NYLONS « TFE-FLUOROCARBONS + OTHER PREMIUM PLASTICS 
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New England Assn. 
Holds Election 


Stuart H. Flanders, Maxim Motor Co., 
was elected president of the New 
England Purchasing Agents Asso- 
ciation at the recent annual meeting. 
Elected to serve with Mr. Flanders 
were: Walter F. Kopke, Plymouth 
Cordage Co., vice president; Herbert 
A. Hamilton, Sperry Rand Research 
Center, treasurer; and William C. 
Kendrick, H. P. Hood & Sons Inc., 
national director. 


Connecticut P.A.’s 


Elect Officers 


Maxwell D. Coe, director of purchases 
at Stanley Works was recently elected 
president of the Purchasing Agents 
Association of Connecticut. Other offi- 
cers elected were: first vice president, 
James E. Steele, United Illuminating 
Co.; second vice president, James E. 
Gibbons, R. T. Vanderbilt Co.; nation- 
al director, Ezra J. Kihlgren, Emhart 
Mfg. Co.; and secretary-treasurer, 
Fred A. Harvey. 


PURCHASING 





Profits Will Probably Drop 


While the sale of constraction — tig! monse to the survey reveals a de- 
machinery will be slightly higher ‘On And the 
this year, profits should drop. 


Price cutting, foreign compe- 
titien, and increased costs hurt 
the industry in 1960. Also, con- 
struction work wes below an- 


. | Doubtfy} 


ge 196; 
RON AGE survey , 8Y expect 
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up ents think  “T#S€ this Year 
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ANd 15 per Pet ms Fesponding | 
vim oh “ay that for Sales te 


High on the list of monoge- 


ment worries ore lower profits, 
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increasing costs, ond greater pet ment Cost-Price Squeeze Wi ay 
mpetition. to 

owt ann om — si * <== «alan te pros h a problem” or “th economic climate of a developing 

nsah aieel this yeor's sales aaian prosperity with a proDiem = ¢ bs ie . . 


. c Aenression is hardly favorable to 
executives are stilt cont 


about the future. “But in later 
e Ost permit wider 
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a What ate basinessme Why Profit e , : Bison dectioes 
worried about? Inc ! ont duction declines, 
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According to a fe . nue their newer facil- 
their principal aor 7 : . / ¢ older and less 
Rising costs, lower sour arnings dip in the first haif dropped to $2.3 . Sometimes the 
> . Apetilie 0 J2.3 pet by sy 

ind increasing «COMP was not solely due to the busi- other items incr j _ 
mestic and foreign ness slowdown. res, and lahx ‘heads she fume to raise cf 
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turing industries for the years 1940 thle an industry 
1957, and 1958 , 


s. Sala- 


Hel Dp ? Try your local service center, it you buy 


steel in small or moderate lots. That’s where the cost of steel 
processed or not) is often less than the final cost of steel you 
buy from a mill and keep in inventory. 


Consider your “costs of possession’’—rent, insurance, in- 
terest on capital, accounting, handling, wastage, taxes, and a 
few others. These are costs your service center can help you 
reduce or completely eliminate. Talk it over today. 


Service centers from coast to coast stock top-quality Bethlehem 
structurals, sheets, plates, bars, tool steels, and alloy steels. 
And deliver them fast. 


0 reng le al * * . q F 
For Strength BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. i 
... Economy pETHEEHEN 


payee BETHLEHEM STEEL gic 
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Speakers Named For 
Eighth District Conference 


Prominent speakers will be on 
the program at the Eighth Dis- 
trict Conference to be held in Ne- 
wark on October 26 and 27. A- 
mong them is J. Joseph Fogarty, 
procurement officer for the State 
of Rhode Island. Mr. Fogarty, 
who is also vice president of Dis- 
trict 9, will talk about the various 
aspects of government buying. 

Another speaker, Douglas 
Smith of General Electric Com- 
pany, will speak on “Evaluating 
Vendor Performance.” He is cur- 
rently serving as chairman of the 
National Association of Purchas- 
ing Agents’ committee on stand- 
ards for vendor evaluation. 

A two-and-one-half-hour work- 
shop devoted to data processing 
will be led by William Meyer, 
Westinghouse Electric Corp. 
Meyer is chairman of the data 
processing subcommittee of the 
N. A. P. A. professional develop- 
ment committee. 


Sh ae 
EASY DOES IT... and it’s easy to do with 
CFal-Wickwire Swing Sling. Here, workmen 
at the Norton Company in Worcester, 


s 
“ale 


Massachusetts provide finger-tip control 
while transporting a 12-ton pulpstone to 
further finishing operations. 


Old Dominion Meeting 
Was Outstanding Success 


How Norton Company babies 
12-ton pulpstones in a 30-foot 


Swing Sling cradle 


“Our customers are entitled to receive 
the product they buy in perfect condi- 
tion,” says Lester Knapp, foreman of 
the pulpstone assembly operation at 
Norton, When the product is a 12-ton 
pulpstone for the paper industry, carry- 
ing it with care is no easy matter. That’s 
why Mr. Knapp is an enthusiastic 
booster of CFal-Wickwire’s Swing 
Sling. 

“Because of the neoprene covering 
over the wire strands,” reports Mr. 
Knapp, “there is no possibility of dam- 
aging the surface. Swing Slings have 
simplified and increased the efficiency 


of our materials handling system every 
step of the way.” 

Mr. Knapp is not alone in his praise 
for the Swing Sling. An ever-increasing 
number of men concerned with ma- 
terials handling are finding that the 
Swing Sling is the long awaited answer 
to their problem. Swing Sling’s exclu- 
sive neoprene blocks grip the load 
gently, lift it firmly .. . without damage 
to even the most easily-marred surfaces. 

There’s sure to be a Swing Sling to 
meet your specific requirements. For 
complete details, contact your CFal- 
Wickwire sales office or distributor. 
*Trademark—Patent Pending 


The Colorado Fuel and Iron Corporation 
Denver - Oakland - New York 
Sales Offices in Key Cities 
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P. A.’s who recently attended 
the summer meeting of the Old 
Dominion Purchasing Agents As- 
sociation were high in their 
praise for the top-notch speakers 
featured on the two-day program. 

G. Lloyd Nunnally, Depart- 
ment of Purchases & Supply of 
the Commonwealth of Virginia 
and president of the Association, 
outlined the theme of the meeting 
when he said, “Great things will 
be accomplished if we don’t care 
who receives the credit.” 

Leasing was given considerable 
attention by the P. A.’s. Vincent 
J. Barry, American Industrial 
Leasing Co., discussed “Why 
Management Should Adopt A 
Leasing Program.” Later on the 
program, I. O. Perkins, Andrews, 
Burket and Co., covered “The Fi- 
nancial and Accounting Aspects 
of Leasing.” 

Dalton A. Cook, Mayflower 
Hotel and newly elected vice 
president for District 5, presented 


(Please turn to page 166) 
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YOU'RE LIGHT YEARS AHEAD 
WITH WESTINGHOUSE 





gs 
o 





> 
~~ 


NEW DESIGN 


x 


GIVES 25% MORE LIGHT 


NEW WESTINGHOUSE “LIFEGUARD: MERCURY LAMPS... 


Give you the most light per dollar . .. because a new 
Westinghouse electrode virtually eliminates arc-tube 
blackening . . . major cause of mercury lamp deteri- 
oration! As a result, new Lifeguard lamps are rated 
at a full 12,000 hours economical service life, and 


give up to 25% more light throughout their 70% 
longer life. 


Lifeguard lamps (available in 100 to 1000 watts) are 
made of Weather Duty’ hard glass for extra depend- 
able service indoors, or out. They will not crack or 
craze when exposed to rain, sleet, snow, thermal 
shock, or corrosive industrial gases. 


The Lifeguard lamp is just one of the many types of 


Westinghouse lamps designed to save you money. 
Take advantage of the Westinghouse Lighting Cost 
Reduction Plan and cut your lighting costs in one or 
more of the following ways: (1) Reduced cost of lamp 
purchases; (2) Reduced lamp replacement labor 
costs; (3) Increased lighting level for the same or 
lower power costs; (4) More efficient use of power. 
For complete information, call your Westinghouse 
Lamp Agent... or your nearest Westinghouse Sales 
Office. You can be sure... if it’s Westinghouse. 


Westinghouse 


Westinghouse Lamp Division, westingnouse ciectric Corporation, Bloomfield 2,1 


For More Facts Write No. 251 on Information Card-—Last Page 





Association News 


(Continued from page 164) 


“N. A. P. A. On The Move.” 

“Managerial Economics For 
The Purchasing Officer” was the 
topic of E. V. Bowden, depart- 
ment of economics at William and 
Mary College. 

Other officers who will serve 
this year with Mr. Nunnally are 
James R. Woody, Federal Re- 
serve Bank of Richmond, first 
vice president; George F. Baylor, 
Smith’s Transportation Corp., 
second vice president; Lyman L. 
Peters, Williamsburg Restora- 
tion Inc., secretary; and David D. 
Armistead, Lynchburg National 
Bank & Trust Co., treasurer. 





Ath District Conference 
Set For October 12 and 13 


A two-day conference for pur- 
chasing agents in the Fourth Dis- 
trict has been scheduled for Oc- 
tober 12 and 13 at the Pick-Fort 
Shelby Hotel in Detroit. 

Workshops, which form a large 
part of the program, include 
“Who Should Stock—User or Sup- 


plier,” “Buying Something Under be Paul V. Farrell, editor of 
$5.00,” “Leasing versus Buying,” 
and “How Should Purchasing A- 
gents Look At Today’s Prices.” 
Among the guest speakers will 


PURCHASING Magazine, and G. W. 
Howard Ahl, secretary-treasurer 
of the National Association of 
Purchasing Agents. 


‘ee 


Grand Rapids officers, standing (I. to r.) are: Ward Heath, vice president, 
and William Smith, secretary. Seated are John VanderVeen, president, and 
Homer Barber, national director. 





Franklin standard motors 
of LIGHTWEIGHT aluminum 


NE 


So light... 


YOU CAN ALMOST MAIL THEM! 


New Franklin integrals are light! Save more than 

15 pounds shipping cost on each Franklin 5 hp 

single phase motor mounted on your equipment. 

Less worker fatigue, too. Quicker work, lower cost of 
production. See these lightweight, work horse motors! 
And write Department P-8 for free brochure. 


anklin Electric Ce. Inc. 


BLUFFTON, INDIANA 
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AUTOMATICALLY 
EJECTS 
SPENT NAIL HERE! 


EASY 
ONE-HAND 
OPERATION! 


NEW IMPROVED DESIGN 


S 7 APO AUTOMATIC 


DELUXE 
RIVET GUN ~ ~~ 


0 
ony $2Q99 Soin eivers 


® All-Steel Construction 
For “blind” —and for many non- H The Finest “Blind” } 
blind og engin is a Rivet Gun Made | 
swer to low-cost, quick assembly. | We invi 
“SNAPO Automatic Deluxe’’ is Tptincdeiget. path 
jam-proof because of automatic ‘ a that this is 
ejection of the mandrel nail after | the most durable 
the unique rivet is set. Eliminates | highest quality, 
many welding jobs, replaces sheet | easiest-to-use! 
metal screws, bolts and nuts, gets | “Blind” rivet gun 
into confined areas. Rivets abso- | made. Save time] 
lutely will not vibrate loose, heads 


prt. ~q? finishi | and money on fas- | 
ntersun or easy finishing. | tening, repair jobs. 
Write today! | waraetniecitth: ! 


® Pocket Size 


he 

RICHLINE CO., UNC. vinccsccice sin 
e, @ Minneapolis 4, Minn, 
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Widest Range from Any Distributor Source. Calling on 
your local Alcoa distributor for aluminum in all its forms 
is like having an Alcoa plant next door. Nobody else 
stocks as much sheet and plate; wire, rod and bar; tube 
Valois o)| ol-Bir-lalelm-> aaaulol-leM-Jat-] ol-s-Mlalt-l-Maal-la)’at-174-s-eer- 1 (ey is 
and finishes. Nobody else can respond as quickly to your 
(or-] | fo) ii aat-a¢-] melamc-reualal(or-1 mle halon : 


/ - /ALCOA ALUMINUM 


/ / DISTRIBUTED NATIONALLY 











ALABAMA 
Birmingham 5 
Hinkle Supply Company, Ir 
(Fairfax 2-4541) 
The J. M. Tull Metal & Supply C 
(Fairfax 3-1612) 
ARIZONA 
Phoenix 
Ducc un Metals & 
(Bridge 5-4471) 
Pacific Metals Compas 
(Alpine 8-7821) 
CALIFORNIA 
Berkeley 10 
Ducommun Metals & Sus 
(Thornwall 1-1820) 
Los Angeles 59 
Benjamin Metals Compar 
(Rod & Bar) (Nevada 
Los Angeles 54 
Ducommun Metals & Supply 
(Ludlow 8-0161) 
Los Angeles 22 
Pacific Metals Company, Ltd 
(Raymond 3-5431) 
Los Angeles 22 
Tubesales (Tube & Pipe) 
(Raymond 3-7781) 
San Diego 
Ducommur _ 
(Gridley 7-3141) 
— Diego 1 
s Compar 
(sie mr 3253) 
San Francisco 7 
Pacific Metals Compar 
(Underhill 3-5600) 
COLORADO 
Denver 16 
Marsh Steel & Alu 
(Keystone 4-1241) 
Denver 16 
Metal Goods Corporat 
(Dudley 8-4141) 
CONNECTICUT 
Milford 
Edgcomb Steel of New England 
(Trimty 4-1631) 
Windsor 
Whitehe xt Met al s, Ir 
(Murdo 4921) 
FLeRtDA 
Jacksonville 5 
The J. M. Tull Meta! & Supt 
(Evergreen 7-5561) 
Miami 
TheJ. M. Tull Meta! & 
(Oxford 6-0150) 
Tampa 10 
TheJ.M. Tull Metal & Sup; 
(3-6741) 
GEORGIA 
Atlanta 2 
The J. M. Tull Metal & Sup; 
CUackson 5-3871) 
HAWAII 
Honolulu 14 
Alumir Products Hawa 
(94-861 
pane 
Boise 
Pacific Metal Compar 
ILLINOIS 
Chicago 80 
Central Steel and Wire Com 
(Republic 7-3000) 
- og 80 
e Corey Stee 
pa ( 2 3000) 
Chicago 23 
Stee! Sales Corporat 
(Bish 30) 
INDIANA 
Indianapolis 18 
Steel Saies C 
(Live ty 6-153 
KANSAS 
Wichita 
Marsh Steel & Aluminur 
Whitehall 2-3231) 
KENTUCKY 
Louisville 3 
Williams and Company, incorporated 


aN 


LOUISIANA 
New Orleans 12 


MARYLAND 
Baltimore 7 
White ead Meta: 
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Call The Aluminum Man... his 
stock’s the most complete! 


Your Alcoa distributor sales repre- 
sentative—The Aluminum Man— 
maintains a warehouse bulging 
with sheet and plate; tube and 
pipe; extruded shapes; wire, rod 
and bar. His stock represents the 
widest range of aluminum prod- 
ucts available from any distributor 
source. He can arrange for them 
to be slit, sawed or sheared to your 
specifications—furnish technical 
advice you may need on alloy se- 
lection and fabrication techniques. 
He's your fastest supply line for 
aluminum in any form when you 
need it. Your nearest Alcoa dis- 
tributor is listed on this page, so 
give himacall... soon. Aluminum 
Company of America, 846-V Alcoa 
Building, Pittsburgh 19, Pa. 


ALCOA ALUMINUM 
DISTRIBUTED NATIONALLY 


Call The Aluminum Man... 
he’s your Alcoa distributor 
sales representative 





DELIVERY....... 


ee. OU 
~PERFORMANCE 


From Barden you get fast delivery of competi- 
tively priced, performance proved instrument 
ball bearings from .0469” bore to 4” O. D., in- 
cluding a full line of miniatures. 


You get quick delivery of standard sizes and types 
—35% of ordered items shipped same day. Large 
stocks of completed bearings are on hand. for 
immediate delivery. Finished parts are ready for 
assembly on short notice to meet your individual 
specifications. 


For your special bearing requirements, experi- 
enced research and design engineers work with 
you to produce new bearings quickly in special- 
ized prototype facilities at attractive prices. 


You get personal, authoritative service from your 
Barden factory-trained sales engineer: quick quo- 
tations (more than 85% answered same day) and 
on-the-spot technical help if needed. His in-plant 
team, intimately familiar with your needs and 


your orders, follows through at the factory for you. 


Since 1942 major bearing users have relied on 
Barden Precision bearings for dependable perform- 
ance in instruments, weapon systems, comput- 
ers and other high quality equipment. West 
Coast customers use Barden’s Los Angeles office 
for quotations, engineering service and quick 
delivery of most-in-demand sizes. 


The high quality assurance levelof Barden Precision 
bearings saves one user $.20 per bearing by elim- 
inating:costly incoming inspection and related 
handling, washing and relubrication operations. 
Other Barden customers realize substantial sav- 
ings in increased assembly yield resulting from 
lower rejection rates, reduced disassembly and 
less rework time. 


When you order miniature, instrument, spindle 
or turbine bearings, let experience, performance, 
price, and delivery be your guide—buy Barden. 


BA rROEMN 


PRECISION. BALL BEARINGS 


THE BARDEN CORPORATION, 239 Park Ave., Danbury, Conn. - Ploneer 3-9201 


Western Office: 3850 Wilshire Bivd., Los Angeles 5, Calif. - DUnkirk 5-0034 
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industry 


The Master Electric Division of 
Reliance Electric and Engineering 
Company will move its operations 
to two new plants in Indiana. 
The move is aimed at improving 
productivity and speeding serv- 
ice to customers, and will be 
completed by early 1962. 

A 210,000 sq. ft. plant in Col- 
umbus, Ind. will manufacture 
gearmotors, and a 160,000 sq. ft. 
plant in Madison will produce 
fractional horsepower and _ spe- 
cialty motors. 


Construction of a new $100,000 
plant by Bradshaw Steel and 
Forge Co. is underway in Pinson 
Valley, Birmingham, Ala. 

As Alabama’s first independent 
forging operation, the company 
is moving its entire facilities from 
Wainwright Shipyard at Panama 
City, Fla. The plant will utilize 
25,000 square feet and ultimate- 
ly employ about 60 persons. Both 
manufacturing and office facili- 


ties will be located on the four- 
acre plot. 

The new installation will manu- 
facture steel pipe flanges for pipe- 
line, chemical, food processing, 
paper mills, atomic energy plants, 
the heating and cooling industry 
and electrical generating plants. 
Bradshaw will also do job and 
custom forging work. 


Filtors, Inc. Port Washington, 
N.Y., has purchased a 22-acre in- 
dustrial site in Huntington, Long 
Island. Construction of a 61,700 
single-story plant has be- 
gun and completion is expected 
early in 1962. The firm manufac- 
turers hermetically sealed sub- 
miniature and microminiature re- 
lays used primarily in military 
and space electronic systems, in- 
cluding the Mercury Space Cap- 
sule 


sq. It 


A plant expansion and mod- 
ernization program will be com- 
pleted this month by Taylor 
Fibre Co., Norristown, Pa. It 
includes both the company’s main 
plant at Betzwood, near Norris- 








town, and its west coast plant at 
LaVerne, Calif. 

The Betzwood plant is being 
furnished with expanded and im- 
proved facilities for the produc- 
tion of copper-clad laminates, ad- 
ditional floor space for the fab- 
rication and assembly of en- 
gineered products, and a quality 
control center. 

The LaVerne plant, which 
manufactures and fabricates parts 
from laminated plastics and vul- 
canized fibre, will use its new 
floor space chiefly for warehous- 
ing. 


The Carborundum Company 
announces a $1% million mod- 
ernization and expansion of its 
Globar Electronics Plant on 
Hyde Park Boulevard, Niagara 
Falls, N.Y. The project is part 
of the company’s $45 million 6- 
year capital expenditure program 
launched in 1958 to modernize 
and expand its facilities in the 
Niagara Falls area, and will 
further expand Carborundum’s 
growing activities in the elec- 
tronics and microwave fields. 








Book Reviews 


Administrative Strategy 


By C. T. Hardwick and Bernard F. 
Landuyt 


Simmons-Boardman Publishing Corp. 


One of the co-authors of this 
book, Dr. Hardwick, is well known 
to many purchasing executives 
since he is a member of the Na- 
tional Association of Purchasing 
Agents and has actively parti- 
cipated in many Association ac- 
tivities. They may well be inter- 
ested in his book although it is 
not specifically devoted to pur- 
chasing. As the title implies, 
Administrative Strategy is de- 
voted to the strategic approach to 
administration. The approach is 
based on the assumption that the 
administrator makes decisions 
based on “what he knows or be- 
lieves those with whom he deals 
are planning or doing.” The au- 
thor sees good administration as 
“proper action taken in the light 
of realism—the realism imposed 








through the course taken, anti- 
cipated, or possible by the ad- 
ministrator’s colleagues in the or- 
ganization, by his associates out- 
side, or, particularly, by his op- 
position anywhere.” 

The book consists of 15 chap- 
ters presented in about 500 pages. 
Topics discussed include mobi- 
lizing of followers, reconcilia- 
tion of administration objec- 
tives, the power complex, strat- 
agems in planning, communica- 
tion, and democracy in adminis- 
tration. Case histories designed 
for role playing facilitate appli- 
cation of principles discussed in 
the basic text. 


Perceptive Management and 
Supervision 


By Harry Hepner 


Prentice-Hall $10.00 


In the preface of Perceptive 
Management and Supervision, the 
author says he has written the 
book for a “person who intends 
to advance to greater responsibili- 





ee 


4 


ties in business.” The book is 
filled with common-sense sugges- 
tions on achieving this objective. 
It is primarily concerned with the 
problems in dealing with people 
in a business organization. The 
author explains group dynamics 
and teamwork. He takes a look 
at identification and status sym- 
bols. He discusses the corporate 
image, public relations, and the 
psychological climate in a com- 
pany. He discusses the formal 
organization structure, the prob- 
lems of both middle and top man- 
agement, employment and hu- 
man relations. He also provides 
tips on how the reader can im- 
prove his relations with other in- 
dividuals and develop his social 
skills in business. 

The book is reasonably easy 
to read and the author has delib- 
erately avoided over-use of the 
specialized jargon of the psy- 
chologist or even that of the typi- 
cal writer in the field of manage- 
ment. It is a worthwhile addition 
to the library of the purchasing 
executive interested in sharpen- 
ing his management skills. 
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Purchasing People 


Donald W. Harris has been 
named small business liaison of- 
ficer for the Pratt & Whitney Air- 
craft division of United Aircraft 
Corporation, East Hartford, Comm. 
Mr. Harris has been associated 
with the company’s small busi- 
ness program since its inception 
in 1956. He joined the aircraft 
engine firm in 1942 as company 
price control administrator and in 
1944 was named a supervisor of 
general clerical groups in the pur- 
chasing department. 

The small business liaison of- 
ficer coordinates the company’s 
procurement policies and pro- 
cedures as they are affected by 
government regulations concern- 
ing small business, and works 
with suppliers to insure recogni- 
tion and observance of the gov- 
ernment regulations. 





M. M. Markiewicz has been 
named manager of material con- 
trol and purchasing for Motorola 
Inc., Semiconductor Products Di- 
vision, Phoenix, Ariz. He will su- 


pervise purchasing and inventory 
control of production parts, equip- 
ment, and office supplies for the 


firm. 


Mr. Markiewicz joined Motor- 
ola in 1954 as an engineer for the 


M. M. Markiewicz 


Solid State Research Laboratory 
and held the position of general 
buying supervisor for that divi- 
sion from 1955 until joining the 
Semiconductor Products Division. 
Hopkins 


He attended Johns 


University while with the U. S. 
Navy and subsequently attended 
the Industrial Management In- 
stitute at Arizona State Univer- 
sity in Tempe. He is a member 
of the Purchasing Agents Asso- 
ciation and the American Society 
for Quality Control. 


Mr. John R. Zwerle has been 
appointed manager, purchas- 
ing research and administrative 
analysis, for Mack Trucks, Inc., 
Plainfield, N. J. In this newly- 
created position, Mr. Zwerle will 
be responsible for devising and 
implementing new and improved 
purchasing policies, procedures, 
and systems for use throughout 
the company. 

Before joining the Mack or- 
ganization, Mr. Zwerle had been 
senior purchasing administration 
analyst with the plumbing and 
heating division of the American 
Standard Corporation. Following 
his graduation from St. John’s 
College, he received a Master's 
Degree in Business Administra- 
tion from Columbia University. 


(Please turn to page 176) 





MOSINEE TURN-TOWLS 


produce hidden cost savings 


Less Storage Space 


One case of Turn-Towls 
goes as far as four cases 
of ordinary towels! 


For More Facts Write No. 








Less Maintenance Cost 


Turn-Towl cabinet control cuts 
towel consumption 50%! 


Write for the name of your nearest distributor 


PLLPL LLL LL LPL 


Wh 
Subolhoke Tousela— 


BAY WEST PAPER CO. 
1100 West Mason Street 
GREEN BAY * WISCONSIN 
Subsidiary of Mosinee Paper Mills Co. 
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Mop handle has 
built-in germ fighter 


- 


Custom molded 
by CMPC 


APPLICATION: A one-piece, flexible mop 
handle with a built-in inhibitor of bac- 
teria, odor causing germs and mildew. 


ADVANTAGES: Here was another chal- 
lenge met squarely by CMPC... 
build-in a germ fighter as an important 
sales-building feature. Polypropylene 
and a proven-effective bacteria fighter 
were combined and injection molded in- 
to ‘‘Kleen-Puff’’ ® mop handles. Strong, 
yet lightweight and flexible—they offer 
healthful protection for a year and longer. 
Specify CMPC ... custom plastic mold- 
ers for over 40 years. 


CMP CHICAGO MOLDED 


PRODUCTS CORPORATION 


1020-) N. KOLMAR AVE. CHICAGO 51, ILLINOIS 
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when you design it, think how 


you'll pack it —call GAAY LORD 


A good time to save money on corrugated containers 
is at the product design stage. Get your design people 
and your nearby Gaylord Man together, to see 
whether minor modifications now can lead to major 
savings in packaging costs. 

That's another advantage of Gaylord’s nationwide 
network of plants: you have local package design serv- 
ice practically on your doorstep, wherever you are. 
What new product ideas are in your design depart- 


ment now? Is today the day to alert your Gaylord 
Man? 





> CROWN ZELLERBACH CORPORATION (pd) 22 si 


GAYLORD CONTAINER DIVISION saabdn Gandee eee 


ROWN ZELLERBACH 
o) ‘ 
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Gone Forever-$1,000,000 


Proof that 
Grinnell 
Sprinklers 

can protect you 
against disaster 
by fire 


Grinnell Sprinklers went into action fast when fire broke out in installed by expert crews. Grinnell Sprinklers save insurance 
U. S. Rubber plant. The fire was quickly checked and serious loss_ dollars, too. For more information, write to Grinnell Company, 
averted. Complete Grinnell systems are prefabricated—then Providence 1, Rhode Island. Sales Offices in principal cities. 


GRINNELL 


AUTOMATIC SPRINKLER FIRE PROTECTION SINCE 1878 ; 
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GUARDED BY GALVANIZED STEEL 


Galvanized steel sheeting—long used for permanent concrete 
forms in building construction—has now been adapted to do 
the same job for bridge engineers and with remarkable success. 


On bridges and their approaches, a heavier gauge sheet is used 
with deepened corrugations for added strength. This new form 
assembly is not only strong enough to support heavy concrete 
slabs, but installation takes only half the time required by other 
types of form work. 


The strength and excellent corrosion resistance of galvanized 


MIDWEST STEEL 
Portage, Indiana 


steel is also winning increasing acceptance in a wide variety 
of architectural uses as well as in other areas of highway con- 
struction, such as culverts and guard rails. 


WEIRKOTE®? IN PARTICULAR is one galvanized steel 
that’s especially well suited to all these applications. Made by 
the modern continuous process, it can be worked to the very 
limits of its steel base without losing even a chip of its zinc 
protection. Weirkote is made by two National Steel divisions: 
Weirton Steel and Midwest Steel. For further details, write to 
Weirton Steel Company, Weirton, West Virginia. 


WEIRTON STEEL 
Weirton, West Virginia 


Divisions of 


NATIONAL STEEL CORPORATION 
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ld drill will de 

ahy Old art will Qo... 
But, there are thousands of other applications that require the depend- 
able precision of ‘Buffalo’ Drilling Machines. Take the No. 18 ‘Buffalo’ 


Drills for example. They’re fast, extremely rugged...designed to meet 
the precise demands of modern mass production. 


In fact, there are 19 production models including floor, bench, and 
pedestal types in a variety of single and multi-spindle arrangements. 
All models have 3.906” diameter columns, 15/16” spindles, and 18” 
swing. Each can be furnished with hand, foot, or Bellows air feed. Long, 
perfectly balanced spindles are designed and machined to stay in align- 
ment...maintain drilling accuracy. Exceptional frame strength resists 
deflection. 

No. 18 ‘Buffalo’ Drills are also available in special, automated, or 
rolling I-Beam suspension arrangements as well as hollow spindle units 
for high speed drilling of super-hard materials. 


Contact your Machine Tool Distributor, or write Buffalo Forge for 
complete information on the full line of ‘Buffalo’ Drilling Machines. 


LISHE 
1 AS sd 18 


Mage S 
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MACHINE TOOL DIVISION 


BUFFALO FORGE COMPANY 


Buffalo, New York 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 


“Buffalo’ Air Handling Equipment | "Buffalo’ Machine Tools to drill, 
to move, heat, cool, dehumidify and clean punch, shear, bend, slit, notch and cope 
air and other gases. = for production or plant maintenance 
‘Buffalo’ Centrifugal Pumps te \ Squier Machinery to process sugar 
handle most liquids and slurries under a x cane, coffee and rice. Special processing 
variety of conditions. = machinery for chemicals, 
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(Continued from page 172) 
He is a member of the National 
Association of Purchasing Agents, 
and of the Systems and Pro- 
cedures Association. 





Andrew J. McNeill has been 
appointed divisional purchasing 
agent for the Naugatuck Chemical 
division, United States Rubber 
Co., Naugatuck, Conn. 

A native of Boston, Mr. Mc- 
Neill holds a bachelor of science 


Andrew J. McNeill 


degree in chemical engineering 
from Boston’s Northeastern Uni- 
versity. After completing his 
schooling he joined Naugatuck 
Chemical in 1947 as a production 
trainee. He was raised to produc- 
tion foreman, and subsequently 
assigned to the purchasing de- 
partment in 1950. 


The purchasing department of 
The Atlantic Refining Company, 
Philadelphia, Pa. has been stream- 
lined by concentrating the buying 
responsibilities of six previous 
groups into four new divisions. 
F. N. Mann, manager of purchas- 
ing for Atlantic, announced the 
appointment of the following in- 
dividuals to head the divisions: 
J. W. Brasko—Division #1; P. 
L. Rogers—Division +2; R. S. 
Yoder—Division +3; H. L. Kal- 
bach—Division #4. 

To assist outside firms, Atlantic 
is making available to its regular 
suppliers, and to others upon re- 
quest, an index of over 2,000 dif- 
ferent commodities and the re- 
spective Atlantic buyers who 
should be contacted on each item. 
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Changes in Air Cargo Make 
It a Much Better Deal 


(Continued from page 87) 


freight forwarders offer shippers 
such “custom” services as 24-hour 
pickup and delivery service and 
telegraphic notification of de- 
livery, if requested by the ship- 
per. 

Air shippers are now being 
wooed with such extras as re- 
served air freight and deferred 
air freight. Reserved air freight 
allows a P.A. to “order” space 
ahead of time, and deferred air 
freight makes it possible to get 
sharply reduced air freight rates 
by sacrificing some of the speed 
of regular air cargo. As yet, all 
airlines do not offer both services. 


Is Time Important? 


The P.A. who checks air freight 
rates against surface transporta- 
tion rates will still find air freight 
is higher. Whether it is too much 
higher depends on the circum- 
stances. For example, the freight 
charges via rail on a 50 Ib. ship- 
ment of electric motors from New 
York City to Chicago is $4.00. 
This is the minimum rail charge 
for shipments weighing up to 100 
pounds. The rate via air freight 
is $6.00, which is the air freight 
minimum on shipments weighing 
up to 50 pounds. Pickup and de- 
livery service is not included in 
either the rail or air rate. Service 
via rail takes five days. Service 
via air is overnight. The service 
specified in this case would de- 
pend on whether the four days 
were worth the two dollar dif- 
ference. 

In the final analysis the ques- 
tion of whether or not air cargo 
rates are “high” cannot be 
answered without a careful study 
of a company’s distribution prac- 
tices. Savings through inventory 
reduction, reduced packaging re- 
quirements, and lower loss and 
damage experience coupled with 
faster service to customers have 
caused many P.A.’s to re-examine 
their attitudes towards air cargo. 

As air cargo capacity continues 
to increase, and as air cargo rates 
continue to come down, more 
PA’s will include air cargo as an 
important part of their distribu- 
tion pattern. > END 
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move ANYTHING 


in the form of air 


When it’s air you want moved...or dust, heat, or fumes, ‘Buffalo’ fans 
produce results. 

Their industry-wide reputation is based on a proved ability to move 
large volumes at highest efficiencies and lowest operating and main- 
tenance costs. Take ‘Buffalo’ Belt-Air fans for instance. Available in 24” 
through 120” sizes, they can move 5000 to 250,000 cfm’s (higher, if 
needed) at system resistances ranging from free delivery to 14” static 
pressure. 

Performance is stable...sound levels, low. “Packaged units are 
shipped completely assembled (including motor and V-belt drives) for 
easy, lowest-cost installation. Typical ‘Buffalo’ design features rugged 
construction, wide range of motor sizes, and a variety of metals and 
optional equipment suited to specialized applications. 

The Buffalo representative in your area has the latest word on air 
handling systems and equipment. Why not give him a call. Or, write 
Buffalo Forge direct. 


AIR HANDLING DIVISION 


BUFFALO FORGE COMPANY 


Buffalo, New York 
Canadian Blower & Forge Co., Ltd., Kitchener, Ontario 


‘Buffalo’ Air Handling Equipment ‘Buffalo’ Machine Tools to drill, 
to move, heat, cool, dehumidify and clean punch, shear, bend, slit, notch and cope 
air and other gases. for production or plant maintenance. 
‘Buffalo’ Centrifugal Pumps to Squier Machinery to process sugar 
handle most liquids and slurries under a . Ay cane, coffee and rice. Special precessing 
variety of conditions. g@akOios machinery for chemicals. 
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MOTORS 
BY THE 


You’re buying motors by the pound 


when price is the only consideration 





Automated production lines 
multiply the cost of motor failure 


Automated production lines can’t afford motor drives 
selected on the basis of price alone. For when a group 
of machines are linked in series, with each dependent 
on the preceding machine to supply it, a motor failure 
in the line quickly multiplies the cost of downtime. 


Wagner® totally-enclosed, fan-cooled Type EP and JP 
motors are perfect power packages for automated lines. 
They are completely protected against dust, abrasives, 
fumes, steel chips, or filings. Both ends of these motors 
have running shaft seals to keep their heavy-duty bear- 
ings clean. These Wagner motors will keep your pro- 


duction rates up, delivering full rated horsepower under 
the toughest conditions... staying on the job with con- 
tinuous service. They have earned their reputation for 
proven dependability. 


Next time you buy motors, check beyond the purchase 
price. Make sure that you get all the performance you 
need—with motors that will do the job. 

Wagner motors have been getting the job done for more 
than 65 years. Your Wagner Sales Engineer will be glad 
to show you why. Call him for an analysis of your next 
motor application, be it for plant or product. 


Branches and Distributors in all Principal Cities 


Wagner Electric Corporation 


6360 PLYMOUTH AVENUE, ST.LOUIS 33, MISSOURI 
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This mark tells you a product 
is made of modern, dependable Steel. 


Les Ff ss FF ss eh UmGTLUmDe 
National Tube Division 
United States Stee! Corporation 


525 William Penn Place 
Pittsburgh 30, Pennsylvania 


Please send me information about USS 
National Hot-Rolled Carbon Steel Hollow 
Structural Tubing. 


Name 

Company 
Address 

City 
Zone___State___ 


The shape for 
things to come... 
in structural steel 


Add low-cost USS National Hollow Struc- 
tural Tubing to the list of available structural 
steel sections. 

USS National Hollow Structural Tub- 
ing is made of hot-rolled carbon steel. This 
product has a tensile strength of up io 80,000 
psi, and a minimum yield strength of 33,000 
or 36,000 psi— maximum strength at minimum 
cost. It conforms to the chemical and me- 
chanical properties of ASTM A-7 and A-36 
specifications. Because of the hollow design, 
you obtain maximum strength with minimum 
weight. It's compact, easy to handle and 
maintain. It is a highly efficient structural 
member especially in compression and 
where subjected to bending moments in 
more than one direction. 

USS National Hollow Structural Tub- 
ing comes in a wide range of stock sizes: 
1” x 1” to 10” x 10” for squares, up to 32” 
perimeter for rectangles, and in lengths 36 
to 42 feet. For more detailed technical infor- 
mation, send the coupon. 


USS and National are registered trademarks 


National Tube 
Division of 
United States Steel 





TOM BIGBEE SAYS: 


“the neatest, 


cleanest washrooms are 
Marathon-equipped” 
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Marathon industrial towels have 
a soft feel. They are lint- and 
odor-free. With a correct size and 
fold for every dispenser and use 
requirement, washroom mainte- 
nance is greatly simplified. At- 
tractive, efficient metal dispensers 
are designed to discourage waste 
and pilferage. Ask your Marathon 
paper merchant for details, and 
also about Service Roll or extra 


- soft Dorsette tissue and the eco- 


nomical twin-roll dispenser that 
handles either. 


marathon (4 


A Division of American Can Company 
MENASHA, WISCONSIN 


Single-, multi- or C-fold towels, bleached or 
unbleached. Service Roll or Dorsette Facial 
Grade Tissue. Dispensers. 
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Let SUN SHIP 
solve 


your 
machine 


problem 


When you need machine work or specially built 


machinery of any kind, 


you'll find Sun Ship 


qualified to do the job exactly to your specifi- 
cations. We have machine tools of every size, and 
the facilities and skills born of long experience. 


When you have a machining problem, write or 


phone 


SALES ENGINEERING DEPARTMENT 


Sun 


SHIPBUILDING & 
DRY DOCK COMPANY 


CHESTER, PA. 
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Materials Management 
(Continued from page 82) 
“balance” shipment is made, it is 
returned to the vendor immedi- 
ately by the receiving depart- 

ment. 

(3) Nonacceptable material is 
immediately returned to the ven- 
dor for credit. Accounting is au- 
thorized to back-bill by the ma- 
chine-printed “Receiving Report” 
and an IBM adjustment card in- 
dicates the type of adjustment. 
The prepaid, f.o.b. delivered basis 
of all orders makes this procedure 
possible. 

(4) A once-per-month payment 
date is negotiated with each ven- 
dor and the cash discount normal- 
ly extended applies to this pay- 
ment. 

(5) Manual order typing of a 
seven-part purchase order form 
with “ditto” receiver insert for 
multiple distribution is elimi- 
nated. In its place, a five-part, 
half-size carbon insert machine- 
printed form is used for release 
of materials against open orders 
for distribution to vendors and to 
interested departments. 

(6) Expediting is based upon a 
machine-printed “Expediting Re- 
port” that shows all information 
necessary to expedite, plus a col- 
umn that shows the calculated 
overdue days for each item on 
order. The expediter can, there- 
fore, expedite “by exception,” 
rather than by the use of “tubs” 
and individual review of order 
files to determine which orders 
to check. 

(7) More frequent and more 
extensive information about stock 
levels and stores activity is made 
available to management than was 
possible under a manual inventory 
control system. In fact, access to 
computer data is available when 
needed through the inquiry sta- 
tion. Periodic inventory reports 
include: ; 

a. Storeroom Balance Report; 

b. Monthly Stores Past Activity 
Report; 

c. Perpetual Inventory Cards 
preprinted and distributed for 
daily sampling physical inventory 
checks. 

(8) A “Vendor Performance 
Report” covering delivery, qual- 

(Please turn to page 184) 


PURCHASING 


























headed for the 1961 DETROIT METAL 





"eh ty 


THE WORLD'S MOST COMPREHENSIVE METALS AND PROCESSING EVENT 
OCTOBER 23RD THROUGH 27TH - COBO HALL 


Ideas .. . Ideas .. . Ideas . . . stimulating, thought-provoking ideas. How to improve 
production . . . how to cut costs . . . how to stay ahead of competition. SEE — hun- 
dreds of educational exhibits. HEAR — presentation of over 200 technical papers. 
EXAMINE — processing, inspection and control equipment. VISIT — the spectacular 
Materials Comparison Center. Yes, everyone . . . especially the IDEA man for his 
company ... is headed for the 1961 Detroit Metal Show. He wants to KNOW 
more ... DO YOU? 


PLAN NOW TO ATTEND 
THIS GREAT SHOW! 


ORGANIZE A COMPANY GROUP 
FOR TRAVEL AND 
ACCOMMODATION ECONOMY! 


USE THIS CONVENIENT ADVANCE 
SHOW REGISTRATION FORM! You 
will receive your ASM INFORMA- 
Badge, your credit card guest permit 
to the show. 


Advance Registration Manager, ASM Headquarters, Metals Park, Ohio 
Gentlemen: Please register myself (and the names of my associates listed below) for the forthcoming 
METAL SHOW at Cobo Hall in Detroit. Registration Fee for ASM 


Sessions and 
Exposition: $2.00. 
(Except as noted below) 


Indicate 
Affiliated 
Organization* 


Name Title 


























(Enclose check or money order) TOTAL 
Company 
Address 


City Zone State 

[) ASM Members: NO REGISTRATION FEE for ASM Sessions and Exposition. 

[] AIME Members: $5.00 Registration fee includes AIME sessions, ASM sessions and Exposition; 
[} non-members: $10.00 AIME sessions, ASM sessions and Exposition. 
[-] SNT Members: $5.00 Registration fee includes SNT ions, ASM 
[J non-members $7.00 SNT sessions, ASM sessions and Exposition. 











and Exposition; 
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FIND OUT WHY 


SANDVIK 


INTEGRAL BAND SPRINGS* 


BRAND POLYMERS 


FROM BORG-WARNER 
ARE BETTER IN MORE WAYS 


THAN ANY OTHER PLASTIC! 





When you’re con- 
sidering plastic for 
your company’s 
products, it will pay 
you to investigate 
CYCOLAC brand 
polymers, a unique 
type of ABS resin 
that combines three 
major advantages... . 
toughness, hardness 
and rigidity. Many in- 
dustry leaders have dis- 
covered that CYCOLAC 
resins help them achieve ma 
terial and production econo- 
mies while maintaining their 
high quality standards. Com- 
panies such as General Electric 
Remington-Rand, Western Elec- 
tric, Chrysler and Seward, to 
name a few, are using CYCOLAC 
ABS in appliances, typewriters, tel 
i phones, automotive applications and lug 
gage with excellent results. 
Find out why CYCOLAC is today suc- 
a té { 


parted 


2 


nearest you, write Dept 


~ BORG-WARWNER 
WEST VIRGINIA 


cessfully replacing metal and non-metal ma- 
terials in hundreds of products. For technical 


information and the name of the processor 
pt. U-8 . 
SANDVIK STEEL, INC 


YEOLAC 
ELIMINATE HOLDER 


CUT HANDLING and 
SHIPPING COSTS 


They are Self-Contained by the two outer convolu- 
tions of the spring which are fastened together. 
NO HOLDER TO HANDLE OR RETURN. 
LOWER WEIGHT CUTS SHIPPING COSTS 


Other advantages— 
® Safer, easier to install; both originally and replace- 


ment. 
® Permits using different sizes of springs in same 


housing for different requirements. 
@ Better, smoother spring action because “‘binding’ 


friction is minimized; torque is more uniform. 
For further details on the size you require, . 


- 
write or phone Lob Mcatet Sandvik office. For gens 
eral information on these and other Sandvik Power ” : 
ey 


¢ #) 
oe 


Springs send for our new 12-page cataiog. 
"PATENT PENDING 


Fair Lawn, New Jersey * SWarthmore 7-6200 


In New York City « ALgonquin §-2200 a =: 
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MARBON CHEMICAL 
WASHINGTON 
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use wire cloth in critical operations? 


What is Cambridge Quality? 


Wire that consistently meets metal or 
alloy analyses. Trained operators and 
modern looms to produce cloth from 
any metal or alloy in any weave. Con- 
stant inspection to assure high accu- 
racy in mesh count and mesh size. 
Craftsmen to make fabrications in any 
size, shape or quantity to exacting 
specifications. 


This is Cambridge Wire Cloth Quality. 


What is Cambridge Service? 


Prompt answers to mail or phone in- 
quiries. Experienced Field Engineers— 
experts in their field—who can help 
you select the wire cloth to do the best 
job at lowest cost. Prompt deliveries. 
Large stocks of frequently used cloth 
for immediate shipment. Follow-up 
service to see that our product is giv- 


ing you the results you want. 


This is Cambridge Wire Cloth Service. 


Your Cambridge Field Engineer can show you how Cambridge quality 


and service can help you in your operation. Call him at any time. 
He’s listed in the Yellow Pages under “Wire Cloth”. Or, write direct 
for illustrated 120-page catalog. 


Refer to our technical data sheet in CHEMICAL ENGINEERING CATALOG, Page 185. 


The Cambridge Wire Cloth Co. 
Department R * Cambridge 8, Maryland 
Manufacturers of Metal-Mesh Conveyor Belts, Flat Wire Conveyor Bells, 
Wire Cloth, Wire Cloth Fabrications and Gripper ® Metal-Mesh Slings. 
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Mechanization Leads to 
Materials Management 


(Continued from page 180) 


ity, over and under shipments, 
and errors goes to the buyer to 
make vendor conferences con- 
structive for both buyer and sales- 
man. 

(9) A “Cost Control Report” 
helps the buyer keep within the 
dollar limit placed on each open 
order. 

In capsule form, this is how 
Bettis buys inventory material: 


56% On Open Orders 


Purchased materials inventory 
is replenished through yearly 
open or “blanket” orders for items 
with firm prices. Individual pur- 
chase orders are placed for items 
for which firm yearly prices can- 
not be negotiated or which are 
needed only occasionally, At 
present, 56% of more than 10,000 
stock items are on open orders. 
We expect to be able to place 
80% of stock items on open order 
within the next year. 

During review of stock activity, 


the machine prints a “Stores 
Requisition Card” when the in- 
dividual item is at or below the 
predetermined order review point. 
The requisition cards contain all 
information necessary to prepare 
a release of material except the 
quantity. 

The inventory controller places 
the order quantity in the card 
and returns it to the data process- 
ing section for issuance of a 
“Stores Order Release” to ven- 
who have received open 
orders. Simultaneously, the ma- 
chine prints a “Stores Receiving 
Card” for the stores ledger clerk. 

When material is delivered re- 
ceiving completes the “Stores Re- 
ceiving Card” with an “Adjust- 
ment Card,” if necessary, and for- 
wards both cards to data process- 
ing to update the ledger. From 
the “Stores Receiving Card” the 
machine prints “Receiving Re- 
ports” to authorize the account- 
ing department to pay  ven- 
dor invoices. To take care of 
situations and_ the 
purchase of nonledgered stores 
items “Emergency Requisition 


Cards” and “Nonchargeable Req- 


dors 


emergency 


uisition Cards” are used. 

For inventory items not on open 
order, requisition cards are used 
to prepare individual purchase 
orders instead of an open order 
release. Except for the type of 
form used, the procedure is other- 
wise the same. 


Bidders Are Machine Listed 


Vendors quote on open order 
inventory items directly on ma- 
chine prepared “Bid Cards” de- 
signed for easy use by the ven- 
dor and for subsequent data 
processing. Special instructions 
help the vendor complete the bid 
cards. Returned cards result in 
a machine listing of bidders, listed 
by price, unit of measurement, 
cash discount, etc. After buyers 
evaluate the bid list and select 
the successful vendor, data pro- 
cessing prepares an itemized tab- 
ulation by vendor. These lists 
become attachments to the open 
orders. This is a unique procedure 
which makes it possible for us 
to use our data processing ma- 
chines to solicit and evaluate bids 

(Please turn to page 186) 
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Need a fast solution 
to a fastener problem? 


YOU GET INDIVIDUALIZED SERVICE 

FROM THOMPSON-BREMER 

We are one of the few fully integrated manufac- 
turers of Sems, lock washers, thread-cutting 
screws, terminals and cold-headed specialties. 


tn) Sveclock 


INDUSTRIAL FASTENERS 


Thompson-Bremer & Co 
Division of 

American Machine 

& Foundry Company 


: Thompson-Bremer & Co. 

: Dept. 6113 

: 228 N. LaSalle St., 

* Chicago 1, Ill, . 
: Please send me_____EVERLOCK fastener cata- : 
- logs and sample sets of EVERLOCK indus- . 
: trial fasteners and cold-headed specialties. 


Since our engineering services and components 
manufacturing are together under one roof, we 
are particularly well able to give you fast, in- 
dividualized service at competitive prices. We'll 
bid on your specials requirements, or fill orders 
for standard items on short notice from the 
extensive line of EVERLOCK products stocked 

by your local distributor. Send for catalog and : *"**t-——— - ear om? 
samples or call yourEVERLOCK representative. : “* Zene.__ete__. 
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Centering Interest 
on the ‘‘Touch of Gold”’ 


Centerless grinding is a two-wheel 
operation but your best team is the 
one-brand combination of a Norton 23 
ALUNDUM* grinding wheel and an R51 
bond feed wheel. 

On the Norton No. 2 Straddle- 
Bearing Centerless illustrated, or on 
any other centerless grinder, both 
wheels are premium performers at 
a non-premium price. The new 23 


Making better products 


NORTON PRODUCTS: Abrasives + Grinding Wheels - 


Machine Tools - 


ALUNDUM abrasive is no ordinary alu- 
minum oxide but exceptionally fast 
and free cutting. The 
bond feed wheel is outstanding for 
long-lasting, positive work support, 
without slip or chatter. 

Find out how this ‘““Touch of Gold’”’ 
team can bring new 
economy to 


251 rubber 


precision and 
your own centerless 
grinding. Your Norton Man, an abra- 


Refractories + Non-Slip Floors 


sive specialist, or your Norton Dis- 
tributor are always ready to help. 
NORTON COMPANY, General Offices, 
Worcester 6, Massachusetts. 

*Trade Mark Reg. U. S. Pat. Off. and Foreign Coun 


NORTON 


ABRASIVES 


to make your products better 
BEHR-MANNING DIVISION: Coated Abrasives + Sharpening Stones - 


Pressure-Sensitive Tapes 








a 
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Mechanization Leads to 

: Materials Management 
10 in a series of washroom survey comments wacarter _ 

No- from “SBS soap counselors” (Continued from page 184) 

and to award purchase orders on 

a scale not possible under the 

standard, manual procedure. It is 

now possible to handle thousands 

of items simultaneously. 


More Mechanization to Come 
Order quantity and order re- 
view point decisions are current- 
ly being made manually, but in 
time will become part of the ma- 
chine program. The inventory de- 
cision rules recognize such fac- 
tors as carrying costs, restock- 
ing costs, stockouts, usage, lead 
time, demands, prices, balances, 
and other variables. It is also 
planned to include machine re- 
view of purchases and receipts 
to make automatic payment to 
vendors on predetermined pay- 
John Waten ment dates 
veteran SBS soap counselor, Although the system 
specializes in industrial soil 
removal. Here’s his report 
after surveying a large paint control, certain reports and con- 
manufacturing plant. ‘epts 


is de- 


signed for inventory buying and 


are applicable to othe: 
areas ol buying and expediting 
The “Expediting Report” and 
“Vendor Performance Report” 


“Workers in certain departments of this plant are in con- 
stant contact with soils that are hard to remove or irritating 
to the skin... for instance, paints, resins, thinners. pigments, 
and caustic soda. Management issued some protective cloth- 200 wrders 
ing, but this measure still left face. hands and arms unpro- 


tected. Dermititis was on the increas What to do? 


“We recommended ‘bringing the washroom to the worker’ by 
installing SBS 30 Waterless Washstations in all of the sen- 
sitive areas. We knew from our survey that SBS 30 will re- ‘edures that 
move all of these problem soils quickly, safely and at very dependabl 


low cost per clean-up.” 


Voney-saving suggestions like this begin 
with OPERATION PINPOINT-~-a thought- 
provoking presentation filled with facts 
about skin hygiene and washroom main- 








tenance. The SBS soap counselor serving 
your area can pinpoint the right soap to 





do every skin cleansing job best and at 
lowest cost in your plant. Let him show 
you OPERATION PINPOINT . . . just 


call your nearest SBS office, collect. 


the washuword of indusbuy 


sugar beet products co. 


SAGINAW 
CANADA: Chemica 
“Your price went up 3 cents and 
your popularity just fell 30%.” 
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MOLASSES !S PUMPED from barge to 
storage tanks through Gates combination 
Suction and Discharge Hose by Missis- 
sippi Valley Barge Line Company. It's a 
tough application with sudden surges of 
pressure. But the Gates Hose is giving 
much longer service life than any hose 


previously used. 


me, 


1 Ree ry ‘ 


For molasses or any fluid... there's a 
dependable Gates Hose to convey it! 


In any industrial plant, wherever 
air, water, steam or other fluid must 
be conveyed, there is a Gates Hose 
specially built to do the job, and do 
it exceptionally well. Every Gates 
Hose is constructed throughout to 
give you long, trouble-free service, re- 
ducing your hose replacement costs. 
Gates makes a hose for every ap- 
plication in your plant in a full 
range of sizes—all are top-quality 
products of Gates continuing pro- 
gram of Specialized Research. 


You get fast delivery from local stocks. 
The hundreds of Gates Distributors, 
located in all parts of the country 
and throughout the world, have large 
stocks of hose on hand, backed by 
Gates servicing warehouses in every 
major industrial center. 

This means that you always get 
quick delivery of Gates Industrial 
Hose from a local source. Call your 
nearby Gates Distributor when you 


need hose of any kind for any purpose. 


The Gates Rubber Company, denver, Colorado 


Hose | 
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GATES SUCTION 
AND DISCHARGE 
HOSE is made sturdy 
and crush-resistant 
to withstand rough 
usage. There are 
many types and a full 
range of sizes— 

for water, acid, oil, 
gasoline, etc.—a hose 
for every suction and 
discharge application. 


A Gates Hose for any 
ndustrial need is quickly 
available from your 
nearby Gates Distributor 








Compact 
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A complete new line of 





Process Up to 72 basic combinations of this compact new BJ Pump can 
provide a custom-engineered pump for almost any process pump- 
ing application—from standard, off-the-shelf parts! 
Two types, models SMJ and SMJI, offer standard stuffing box con- 
Pumps struction or an internally sealed version. With either, a choice of 
impellers, covers, nozzle arrangements, bearing construction, cool- 
2 ing methods and other components allow you to custom-engineer 
d es/gn ed fe OF the pump to the job without buying features that aren’t required for 
2 the service. 
max/imum Also, standard, interchangeable parts simplify stocking where a 
number of different pump applications exist in a single plant, and 
; hi the compact design saves valuable floor space when installed. 
Nn ter ch all g eab / / / ly Commi supported, single stage, the SMJ and SMJI are ver- 
tically split with either top or end suction. 
Model SMJ is suited for high temperature service to 850°F, and 
the SMJI for a maximum of 400°F. Both are available to 1,200 gpm, 
and with heads to 700 feet and pressures to 700 psi! 





Fan Cooled! 


Models SMJ and SMJI Process Pumps 


Now an exclusive fan cooled bearing housing available 
on Byron Jackson SMJ and SMJI Model Process Pumps 
can entirely eliminate a cooling water supply to the bear- 
ings! This feature was designed to eliminate engineering, 
installation, maintenance and operation costs of a cooling 
water supply, and can prevent costly freeze-ups in severe 
climates. 

Simple, efficient and trouble-free, it works like an air- 
cooled electric motor. A fan mounted on the shaft behind 
the bearing draws cool air over the thrust bearing and out 
over the cooling fins of the housing. For lower tempera- 
ture service the same pump can be used as a simple air 
cooled bearing, without the fan and fan cover, using the 
cooling fins alone to dissipate heat. 

Only two different bearing housings fit all models of 
vertical SMI and SMJI’s up to 300 horsepower, and 
either may be adapted to fan or water cooling when 
purchased or after installation. 

As the first major improvement in Process pump design 
in years, this fan cooled bearing was developed to meet a 
long-existing need of the industry. Investigate the econ- 
omy and efficiency of this really new line of pumps. Call 
or write for descriptive literature. 


Patent applied for 


a 9 $ 


Byron Jackson Pumps, Inc. 


Subsidiary of Borg-Warner Corporation 


P.O. Box 2017, Terminal Annex, Los Angeles 54, California 








BUSINESS IN MOTION 
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It has often been mentioned in these messages that 
in order to produce the best possible product at the 
least possible cost, it is a good idea to take your 
suppliers into your confidence ...tell them your prob- 
lems ...seek their aid. 

The following incident is a striking example of the 
advisability of doing just that. 

The Dayton Precision Manu- 
facturing Company, maker of 
the commutator you see illus- 
trated, was having difficulties 
with the ferrous metal it was 
using for the hub; for not only 
did the rod from which the 
hubs were fabricated have to 
be drilled but it also had to be 
able to withstand a flanging op- 
eration. Their Chief Engineer decided to discuss this 
with one of Revere’s Technical Advisors. 

After a thorough study of the problem Revere 
Brass Rod of a certain alloy was recommended and 
samples were furnished. The manufacturer found 
the machinability of the brass rod to be outstanding, 


being readily and speedily drilled. Also, it withstood 


the flanging operation...a set of manufacturing con- 
ditions where only brass, the right kind of brass, 
outshines all other metals and alloys. 

The final score showed that the low first cost of 
the brass rod, plus the fact that it could be machined 
faster and more easily than ferrous metal, resulted 

in a superior product at a sav- 
ing in production cost. A fur- 
ther advantage was the added 
sales appeal of the brass hub. 

There you have another ex- 
ample of how Revere in collab- 
oration with the manufacturer’s 
engineering department, helped 
“fit the metal to the job,” which 
resulted in a better part at the 
least possible cost. 

Revere, a supplier, is conscious that still other 
suppliers can often collaborate to help customers pro- 
duce a superior product for less money. 

And because almost every industry you can name 
is able to cite similar instances, we suggest that 
no matter what your suppliers ship you, it may pay 


you to take them into your confidence. 


REVERE COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
Executive Offices: 230 Park Avenue, New York 17, N. Y. 
Distributors Everywhere 
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‘Gah hes tn Cipla took over! 


rS o) ere’ san peer cobs ces of another plant that has dis-— 

/ ¢oyered. the remark@ble qualities of rust-controlling Cimptus, _ 
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FIELD SERVICE REPORT 


The job was grinding cast iron machine tool parts on three 
rotary surface grinders with an 1800 gallon central cutting 
fluid systen. 


The coolant they had been using had let the sludge cake up and 
clog up the lines and they had been shut down for four days. 
Then we installed Cimplus at 100 to 1 dilution and the problem 
was solved. 


Since Cimplus took over, they've had no sludge trouble at all. 
The swarf and grit settles nicely for them, but it doesn't 
cake. They're also real pleased 


with the rust prevention on the “Re 
cast iron parts that Cimplus ate L2C2- 


gives them. N. Y. Office 





Page 2 


Production-proved products of The Cincinnati Milling Machine Co. 


CIMCOOL $2 Concentrate — The pink fluid which covers 85% of all metal cutting jobs. 
CIMPERIAL® — Newest in the famous, industry-proven line of CimcooL® Cutting Fluids. 
CIMPLUS — The transparent grinding fluid which provides exceptional rust control. 
CIMCUT Concentrates (AA, NC, SS) — For every job requiring an oil-base cutting fluid. 
ALSO — CIMCOOL Tapping Compound — CIMCOOL Bactericide — CIMCOOL Machine Cleaner. 
For full information on the complete family of Cimcoot Cutting Fluids, call your 
CIMCOOL Distributor. Or contact Cincinnati Milling Products Division, Cincinnati 9, Ohio. 
°Trade Marks Reg. U. S. Pat. Off 
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MANAGER PURCHASING 
Major division of national 
corporation has management 
level opening in purchasing 
department for experienced 
man reporting to director of 
purchasing. Requires mini- 
mum of 5 years purchasing 
experience including 3 years 
in cost-type procurement. 
Need man between 30 and 40 
with degree preferably in en- 
gineering plus related experi- 
ence in manufacturing, qual- 
ity control, processing, 
manufacturing engineering. 
Familiarity with electronic 
manufacturing desirable. 
Large high-precision manu- 
facturer. Generous company 
benefits. Send complete re- 
sume of experience and edu- 
cational background. All 
replies strictly confidential. 
Write Box 504. 











Experience: 32 yrs. experience pur- 
chasing raw materials, equipment & 
supplies for single & multi-plant paint 
manufacturer. Originated & admin- 
istered systems to improve efficiency 
of purchasing & inventory control. Op- 
erated purchasing dept. as a_ profit 
making function. 

Education: B.Sc. bus. adm. class 1929 
Union College. 

Prefer Greater New York area. 
Write: Box 68 


Experience: Eleven years varied ex- 
perience with medium steel fabricator. 
Shop laborer, stock clerk, production 
ass’t, cost studies, estimating, inside 
sales, inventory control, billing clerk, 
five years steel mill purchasing, one 
year P. A., set up own purchasing de- 
partment. 

Education: B.A. Bowdoin College, 
structural engineering ICS _ corre- 
spondence course. 

Will relocate 

Write: Box 72 


Experience: Knowledge of office pro- 
cedures, inventory control, material 
control by I.B.M., supervision of staff 
& hourly people. Currently in charge 
of all warehouse operations for receipt, 
storage & issuing of all materials. Pur- 
chasing experience in all fields 
lated to oil refinery. 


BS. 


re- 


Education: 
neering. 


in mechanical engi- 


Will relocate. 
Write: Box 71 


192 


Experience: Purchasing representative 
for aircraft corp. 1% yr. P.A. for a 
municipality 6 yrs. Asst. P.A. for a 
textile firm 7 yrs. Asst. cost accountant 
for textile firm 7 mos. 

Education: High School, Commercial 
College 1% yrs. N.A.P.A. basic and ad- 
vanced purchasing course. 

Will relocate 


Write: Box 65 


Experience: 11 yrs. purchasing elec- 
tronics, photo, electrical, mill supplies, 
office supplies, plant maintenance 
equipment and_ services. Inventory 
control and value analysis. 
Education: Electronic technician. Five 
years University night school in Bus. 
Admin., studying for degree. 

Will relocate. 

Write: Box 80 


Experience: Twelve years purchasing 
all items for multiplant upholstered 
furniture manufacturer. Also, heavy 
experience in accounting, office man- 
agement and taxes. 

Education: Graduate of 
school. 

Will relocate. Prefer New England. 
Write: Box 64 


bus. adm. 


Experience: Did general buying for 
aluminum fabrication plant for 5 years 
—fasteners, mill supplies, steel, alumi- 
num, miscellaneous. In charge of 5 
person dept. when P. A. absent. Ex- 
perience complemented by 1% years in 
shop and 1 in contracts admin, 
Education: Ph.D. in history—Boston 
Univ.—1959 M.A. Major in history— 
Boston Univ.—1948 Ed.M.—Boston 
Univ. 1947 B.S. in Ed.—Gorham, Me., 
Teachers College—1942. 

Will relocate. 

Write: Box 59 





HOW TO APPLY 


There is no charge for this 
service, which is available 
both to purchasing personnel 
seeking employment and to 
employers requiring replace- 
ments or additions to their 
purchasing depts. Please spec- 
ify the form you want—em- 
ployer or applicant. Address 
all correspondence (requests 
for forms, and answers to ad- 
vertisements) to Box No., 
Employment Service, Purch- 
asing Magazine, 205 East 
42nd St., New York 16. 











Experience: Senior buyer 6 years ex- 
perience including industrial high and 
low production purchases and ASPR 
specification subcontracts. Also ex- 
perienced in capital and expense 
equipment. Responsibilities have in- 
cluded value analysis, close liaison 
with inventory control and _ shop 
scheduling, vendor selection, and 
supervision of fellow clerks Some 
engineering and IBM. Seeking growth 
opportunity. 

Education: BSEE, U. of Illinois; 2 years 
U. S. Military Academy; University 
evening courses in accounting and 
business law; 6 week corporate orien- 
tation program; and 6 week corporate 
purchasing school. 

Will relocate. 

Write: Box 61 


Experience: Purchasing agent 15 years, 
commercial, industrial, engineering and 
construction experience. Skilled in ne- 
gotiations, administration, and sub- 
contracts of diverse nature. Resume 
available on request. 

Education: B.S. M.E. degrees. 

Will relocate. 

Write: Box 81 


Experience: Twenty years P.A. in tex- 
tile finishing company. Broad experi- 
ence in procurement of chemicals, dye- 
stuff, packaging supplies, MRO sup- 
plies. Will consider other fields. Will 
furnish resume. Age 46. 

Education: Two years business college. 
Will relocate: Prefer New Jersey. 
Write: Box 83 


Experience: 20 yrs. in all phases of 
production and inventory control both 
automotive and aircraft. 5 yrs. as pro- 
ductive and general stores buyer large 
industrial plant, staff asst. to purchas- 
ing manager including purchasing pro- 
cedures. 

Education: High school—2 yrs. semi- 
nary—2 yrs. commerce & finance— 
short courses in management. 

Will relocate. Prefer Detroit area. 
Write: Box 79 


Experience: Three years industrial 
purchasing with woodworking mfg. os 
purchasing director. Experienced in 
foreign purchasing, planning, ad- 
ministering, and negotiating a value 
analysis program, perpetual inventory 
system, plant scheduling. Background 
in purchasing lumber, veneer, metals, 
plastic material and parts, electronic 
components, stamped and wire formed 
parts. 

Education: B.S. degree in bus. admin. 
Northwestern University, accounting 
major. 


Will relocate. Midwest area or Los An- 
geles. 


Write: Box 67 
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Precision 
finishing 


General purpose 
machining 
Finishing or 
light roughing 


16 V-R carbide grades 


give complete 
machining flexibility 


Heavy-duty Each V-R carbide grade is created with its own 
sougnang special combination of hardness, toughness and heat 
resistance. Sixteen such individual grades, plus 
a ceramic grade, bring you complete machining 
flexibility. You'll find the exact combination of 
tooling characteristics for your job regardless of 
the operation to be performed or the material 
to be machined. V-R’s rigid quality control assures 
you of the same consistent, superior performance 
every time. Ask your V-R man to help you select 
incite the V-R cutting tool that’s best for your job. 
cuts VASCOLOY-RAMET CORPORATION 

886 Market Street, Waukegan, Illinois. 


W-FR FIRST CHOICE in more and more plants 


For More Facts Write No. 278 on Information Card—Last Page 
Avcust 28, 1961 





Advertisers In This Issue 





a 
Acme Steel Company .. 
Aero Mayflower Transit Co. oe. 
Aetna Ball & Roller Bearing Co. ... 
Air Reduction Sales Co. & 
Subsidiaries send 
Allegheny Ludlum Steel ( ‘orp 
Aluminum C ompany of America 
American Airlines, Inc cae 
American Bitumuls & AS sphalt Cc 
American Felt Company 
American Hard Rubber Company 
Division of Amerace Corp, ....... 
American Machine & Foundry 
Company—Thompson-Bremer & 
Ccompany Division * : 
American Oil Company ... 
American Saw & Mfg. Co. ...... 
American Society For Metals 
American Standard Controls 
American Telephone 
Long Lines Dept 
Ames, O., Company, 
Areos Corp 
Armour Indus trial. Chemie 
Associated Spring Corp 
Athenia Steel Co. ... 


2nd ¢ 


‘Tool Division 


al Company 


107. 108 


B 


Babcock & Wilcox Cx 
Products Div 
Barden Corporatio 
, Wallace 
é Ltd., W alias e 
sarne >3-G ribson- ~Raym« yn 
3assick Co., 1 
ye d West Paper Co. 
Behr-Manning Co. 
Bemis Bro nee 
Bethlehem oN 
Blaw-Knox aaaaer. 
Equipment Divisio 
Bliss & Laughlin Inc. 
Bostitch, Ine 
Boston Gear 
Brown, L. L., 
Buffalo Forge 
Bundy Tubing 
Byron Jackson 
Warne! 


tee 


Works 
Paper C¢ 
Company 
Company 
Pumps 
Subsidiary 


Cambridge Wire Cloth C 
Campbell Chain Company 
Capewell Manufacturing C 
ee 
Carborundum Company, The 
Electro Minerals Divisior 
Chicago Molded Products 
Corporation, Mc 
Division 
Chicago Rawhide Mfg. Co 
Chisholm-Moore Hoist Div 
Columbus McKinnon Chain C 
Cincinnati Milling Machine C< 
Cities Service Oil Co 
Clark Equipment Co 
Truck Div. 
Knife Company .. 
Colorado Fuel & Iron Corp 
Conover-Mast Purchasing 
Container Corp of America 
Continental Steel ¢ Ore. 
Copperweld Steel C 
Ohio Seamless Tube 
Crucible Steel Cor 
Stainless Steel 
Trent Tube 


Custom 


‘lded 


Industria 


Coes 


The 
Direct 


Division 
npany 
Div 


D 


Deluxe Metal Products Cor 
Division, Royal Metal 
Manufacturing Company 

Denver-Chicago Trucking C 

Dodge Mfg. Corp 104 

Dow Chemical Co., Inc. (Dow Meta 
Products) 

Dow Corning 

Dunbar 


Corp 
Bros. Co 


E 

Emery Air Freight Corp. 
Enjay Chemical Company A Divisior 

of Humble Oil & Refining Co 
Erie Bolt & Nut Co 
Erie Forge & Steel Corporat I 
Ex-Cell-O Corporation 
Exide Industrial Division, 

Electrical Storage Batte 


The 
o 


ry 


g 
Fafnir Bearings Cx 
Fasson Products, Div 
Adhesive Products, 
Federal-Mogul 
Mogul Bower 


of 
In 
Division Federal- 
Bearings, In« 


Aver) 


194 


‘over 

181 
Division 
& Telegraph Co., 


of America 
17( 


ee 5 
Electric 


s Rubber Co. 
rayk a Container 
Zellerbach 
Specialties, Inc. 
Co., William 
ch Industrial 
any, B. 3. 
Co,., Inc. 


Division of Crown 
a : 17 


Corperation 


D., e 
Products 


134 t ermill Paper Company 
S H ¢ {i Tube & Mfg. Company 
Dauch Div. ; 
152 1 
oe eens es 
nal Nickel Co., Ine The 


J 


M 
Metals Co. ... panic 
Division of American 
‘hemical Division 
e rp 


N 


Cash Register 


(NCR 

: 141 

Division : 99 
Standard Co. caus 107 
Supply Division, Armco 

Corporation ...... 

al Tube Division of 

é States Steel ... 


‘ompany 


Seal 


108, 109 


v Associated Spring 
amless Tube Div 4 
veld Steel Co 


Pp 


World Airways 
Equipment Cor 


rican 
Steel 
Corp 
Steels, 
Corp. of 


Ini 


Penn., The 


Mfg. Co 
pper & 
Wire Co 
Co ympany 
rool Company, 
Textile Corporation ‘ 
le Metal Div. K 
: ; 133, 


H 


Mfg. Co “Measurement 
Div 


urdsail & Ward Bolt 


& 
114 
& Nut 


Inc., Jo seph ¥ 18 


S 


s Paper Co., Container 
158 
Sandvik 


Spring Division, 


Corp. ; 

southe Company 

l Steiner C 3 ‘ : 
su I seet Products. 


I Co 
! building & 


Dry Dock 
T 


Porter Co., 
pnadiiéetiisaniaatihe 60, 
Co., Division of 


& Foundry 


Division, H. K. 
Bremer & 
Machine 


Roller Bearing Co., 
Div. 

Company 
Division 


The 


rns of Chemtron 


U 


g-Camp Paper Corp 
States Steel Corp., 


National Tubing Div. 
U. S. Steel Supply Division of 
U. S. Steel Corp. , 


Vv 


Vascoloy Ramet ¢ cabinet n 
Vickers, Inc. .......... oe 
Vogt Machine Co., “Henry 


WwW 

Waener Electric Corp , 
Wagner Litho Machinery Co. 
Waldes Kohinoor, Inc. hence 
Weirton Steel Company ............ 
Westinghouse Electric Corp. 
Agency & Construction 
Lamp Div Industrial 
Commercial Lamps 
Wolverine Tube-Division of 
fecla, Ine 
cester Wire We 


107, 108, 


& 
Calumet 


«& . ovevese 
Wor rks 107, 108 


Y 


Youngstown Sheet & Tube 





Purchasing 


205 East 42nd Street, New York 17, N.Y 
MUrray Hill 9-3250 


Vice President & Pubilisher 
Assistant Publisher 
Sales Manager 

Eastern Regional Mgr 
District Mgr., New York 
New York 

New York 

Mid-west Regional Mgr. 
District Mgr., Chicago 
District Mgr. Chicago 
Western Regional Mgr 
Los Angeles 


Ray Richards 

Alex G. Graam 
Joseph T. McCourt 
Hugh Robinson 
Jack Morris 
William J. McCaw 
John J. Hayes 
Thomas F. Hannon 
Ed Crilly 

C. D. Francisco 
C. R. Kingsley 


Ellsworth Brown 
Central Regional Mgr., 

Robert Hawley District Mgr., 

Art Helmers 

Jack T. Steelman 

Gilbert Victor 

Robert R. Rountree 

Irene Kreidler 

Lucy D’Elia 


Pittsburgh 
Cleveland 
; Cleveland 
District Mgr., Detroit 
Promotion Manager 
Circulation Director 
Mgr. Advertising Service 
Advertising Production 
BRANCH OFFICES 
737 North Michigan Avenue Chicago 11, Ill. 
3101 Euclid Avenue Cleveland 15, Ohio 
8665 Wilshire Bivd. Beverly Hills, Calif. 
868 National Press Building Washington 4, D.C. 
13712 Puritan Avenue Detroit 27, Mich 
601 Grant Street Pittsburgh, Pa 
Published by 
CONOVER-MAST PUBLICATIONS, 


B. P. Mast, Sr. Chairman of the Board 
B. P. Mast, Jr. President 
Harvey Conover, Jr... Executive Vice President 
Ray Richards Vice President 
A. M. Morse, Jr. Vice President 
A. H. Dix Vice President, Research 
Leo Haggerty Treasurer 
John T. Dix. Director of Mid-West Operations 
Chester Grueb Art Department Manager 
E. Carlton Arink Creative Art Director 
L. E. McMahon Production Manager 


e m0 


Conover-Mast Publications 
Purchasing 

Mill & Factory * Space/ Aeronautics 
Construction Equipment 

Electro- Technology 

Volume Feeding Management 
Business/Commercial Aviation 

The Boating Industry 

International Science & Technology 
Conover-Mast Purchasing Directory 











PURCHASING 





CAPEWELL HAS THE RIGHT BANDSAW 


for your machine ...your application... your pocketbook 


SUPERTECH 


Newest Bandsaw 
cutoff tool developed 
from a special high 
speed steel for use 
on high speed 
machines. On ferrous 
metal cutoff work 
where cost of the 
blade is subordinate 
to high performance 
and accurate cutting, 
SUPERTECH can 
surpass ordinary high 
speed blades by 
300. 





THE CAPEWELL MANUFACTURING CO. 
ald 


TECHNITE® 


Premium type high 
speed steel blades 
for use on the most 
powerful and the 
fastest machines. 
Excellent for 
production cutoff 
work requiring 
extreme accuracy 
and speed. 


SPEED-BAND® 


Double carbide alloy 
(L-100-M) blade 
designed and 
oTsAVEc1 (0) 81-10 9) 
Capewell to permit 
higher feeds and 
speeds on carbon 
band saw machines. 
Features hot hardness 
and abrasion resist- 
ance. Can be used 

on a wider range of 
materials than regular 
blades. 


See your Capewell 

, Distributor for Band 
Saws — Hack Saws 
Power Hack Saws 
Hole Saws — Hammers 

-Ground flat stock 

and all your industrial 
needs. 


HARTFORD 2, 





FLEXIBLE BAC! 


For use on carbon 
band saw machines 
Ideal for cutoff or 
contour sawing of 
commonly used 
metals. Available in 
raker or wavy Set: 
regular tooth, skip 
tooth, shark tooth. 





CONN. 


ANOTHER @“NORTON # PRODUCT 


BEAR-TEX wheels, rolls 


6 ways better 
for hundreds of finishing jobs! 


and sheets are 


FINISH: BEAR-TEX gives you a smoother 
velvet finish on all dull-rub and 


applications — metals, wood, plastics. 
ECONOMY: BEAR-TEX is thrifty —no 


waste. Outlasts and outproduces other finishing 
materials. 


HANDLING: BEAR-TEX is easy on the 
hands. No pricking fingers. No metallic slivers. 
No debris. 


satinning 


4 


VARIETY: BEAR-TEX gives you choice of 
finishing grain— garnet, aluminum oxide, or 
silicon carbide. 


WATERPROOF: BEAR-TEX won't rust. 


Completely waterproof — can be used with 
water, rubbing oils and compounds, or dry. 
Washable, too. 


SAFETY: BEAR-TEX is non-conductive —can 
be used safely around electrical installations. 


FOR MORE INFORMATION 


A new brochure, “Better Finishing To- 
day” is now available showing many 
successful BEAR-TEX applications on 
metal, wood and plastics. Write Dept. 
PU-8, BEHR-MANNING Co., Troy, N. Y., 


a division of Norton Company. 
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